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Most efficient and economical solu- 
tion to a wide range of cooling and 
ventilating problems. 

RESIDENTIAL 


For suction box gabk side wall, stair well 





ind basement installations 





COMMERCIAL AND INDUSTRIAL 

For side wall. window, penthouss upola 
ind skvlight installations. Also for spot 
cooling—-can be mounted at any angle. 


CERTIFIED AIR DELIVERIES 5,100 TO 22,500 CFM 


HUNTER FANS 


Write for catalog, prices and complete data 


— 
Munter) HUNTER FAN AND VENTILATING CO. 


392 S. Front St., Memphis 2, Tenn. 





What youve always wanted! 


ONE MINUTE LOST is a mere trifle. But lose one 
minute out of ten while installing fittings — take 10% 
too long for the job — and you lose $500 worth of trifles 
per man per year...Gedney Fittings stop such losses, 
for Gedney’s are machined with absolute accuracy 
and slash your installation time. Order them now. 


GEDNEY FITTINGS FIT! 


® Accurate malleable iron castings ...stop breakage 
® Threads are machined to closest tolerances. 

® Reinforcing ribs for extra strength . . . extra grip. 
® Smoothed shoulder protects the wire. 





GEDNEY 


ELECTRIC COMPANY 


RKO BLDG - RADIO CITY - NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 

















METERING EQUIPMENT 


Indoor — Outdoor — Single Phase — Polyphase 


@ All socket meter equipment can be furnished in either 
steel or aluminum. 


® The compact Socket Meter Bases in both single and 
double gang provide a much greater wiring area than 
the conventional round base. As these units are provided 
with knockouts on the sides, it is not necessary to stock 
but one item. It has the equivalent of the horizontal and 
vertical, two outlet and three outlet socket base in one 
single gang trough. 


® Multiple gang meter trough can be furnished for either 
horizontal or vertical mounting or in special combina- 
tions to suit job conditions. They can be furnished either 
with open type lugs or bus bars on the line side. A spe- 
cial multiple gang trough completely interconnected is 
available for installations for 4/0 and heavier main ser- 
vice cables. 

@ All socket meter bases can be furnished with circuit 
closing or disconnecting devices. 





® Also available in the metering equipment field—Trans- 
former Cabinets—Test Block Cabinets, and Enclosures 
for “A” Base Meters. 


Write for Walker Metering Bulletin 


Contact your local .valker BullDog Sales 
Engineer for further information. 





WECO™ 


ATLANTA Ale 


WALKER BLECTRICAL GO. ING. 


70 Bennett Street, N.W. © P.O. Box8 © Station D 
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CRESCENT SERVICE CABLES 
Employ 
ENDURITE 


Heat Resisting Insulation 


.. 


® CRESCENT Service Cables, sizes No. 6 AWG and N\\ 
larger, are insulated with a Type RH, Crescent ENDURITE \ \ \ 
super-aging, heat-resisting rubber compound of the best grade WAY 


obtainable that gives 20% greater current carrying capacity 
than ordinary grade insulated service cable. 


@ Service cable is the bottleneck limiting the amount of 
customer demand for all appliances, and future business for 


the contractors, dealers, wholesalers and power suppliers. 


® With CRESCENT SERVICE CABLE you get maximum 
load capacity, long life and value. Made in Type SE, Style U, 
as shown; Style A with a galvanized steel armor tape over the 
bare neutral conductor, and in Type SD, Drop Cable, Sizes 
#12 to #2 AWG in two and three conductors. 


Available Through 
Electrical Wholesalers 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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Fagan the fabulous 

Plastic conduit for underground circuits 
Management responsibility keynotes NECA meeting 
Infra-red lamps—hottest thing in sports 
Small-town contractors must grow up 

How Miami enforces room cooler safety 


Residential air conditioning on distribution systems 


Economic comments 
Industry news 
Dates ahead 

Names in the news 


New product news 


APPLIANCE SECTION 
(Page 69) 


Food is really freezing down New Orleans way 
Dealer growth and profit building through planning 
Appliance sales multiplied by three 

Profit-sharing plan nets appliance sales 
Concentrated promotion skyrockets range sales 
Radio spots sell the farm trade 
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has proved 
the PENN-TAP’S 


Unequalled Strength 


No other fitting of this type has matched the Penn-Tap 
in tensile strength, in numerous tests to destruction. The 


reason is obvious: 
The Penn-Tap is more sturdily constructed . . . exceptionally tough 
silicon bronze alloy and more of it (at no added cost). 
For taps, service entrance connections, dead ends . . . indoor or out. 
Quickly installed with ordinary wrench. 
ONE PIECE—no loose parts ... swivels on one locked bolt. Holds tight 
permanently. 7 sizes, for cables 10 Str. to 1.000 MCM. 


‘Only one other Split Bolt Connector can take 
as high clamping pressures as PENN-UNION 


Hundreds of competitive torque tests, of Penn-Union Split Bolt Connectors 
against other fittings of this type, have shown: 


The Penn-Union Connector is definitely stronger than all others except one, 
which closely follows Penn-Union design and is nearly equal. 


Excepting this one similar fitting, the Penn-Union Connector withstands 
clamping pressures 15% to 55% higher. 


MAKE THESE TESTS YOURSELF. We will gladly furnish sample Penn- Union * Ka 
Connectors for tests against any other make. Just tell us the sizes you are using. 


Sold by leading wholesalers. Warehouse stocks carried by— 


BEN K. PATTON L. MORRIS LANDERS BECKER DRANE 
Gulf Sales Agency, 3022 Metairie 624 Spring St., N.W Gulf Sales Agency, 73! Wingfield 
Road, New Orleans, La Atlanta, Ga St., Jackson, Miss 


WALTER J. HUEMMER WILLIAM ROBINSON 
Dallas Transfer & Term. Gulf Sales Agency, 524 East I4th 
Warehouse Bidg., Dallas, Texas St., Little Rock, Arkansas 


PENN-UNION ELECTRIC CORP., Erie, Penna 
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Economie Comment 





HOW CURRENT EVENTS WILL AFFECT BUSINESS TRENDS 





@ THE OLD PROBLEM of the infla- 
tion spiral is with us again. This 
was true particularly with the mass 
of charges and counter-charges 
levied by recent political candi- 
dates in their blasts at one another. 

It is of slight importance to 
worry now about the “why” of high 
prices except by way of second- 
guessing about the steps that the 
administration should have taken 
in regard to the problem during 
the past four years. We should be 
interested rather in the pattern of 
things to come particularly in the 
economic picture. This is more true 
now than ever before due to the 
complexity of our economic ma- 
chine and the fact that one little 
slip may cause a wholesale disrup- 
tion of our way of life. 


Inflation—a pause or a halt? 
Several highly intelligent and 
well-qualified economists have said 
recently that we are now on a high 
price plateau and will go no farther 
into a period of inflation. They 
claim that changing forces will 
serve to halt this gradual climb to 
the highest cost of living in our 
history. 

The truth of the matter is that 
a condition of goods scarcity al- 
ways breeds high prices. Conse- 
quently, when defense and civilian 
demands bid competitively for lim- 
ited goods and services, there is 
only one economic way to solve the 
dilemma outside of rigid controls. 
This is through the competitive 
price mechanism. 

This mechanism has been oper- 
ating fairly freely with only half- 
hearted controls attempting to halt 
a runaway price situation. Quite 
frankly, this has been a part of 
planning, for from all reports, the 
national administration has fav- 
ored a slowly rising level of prices. 
The latter policy was designed to 
promote a continued prosperity. 

Now this period is just about 
over. The competitive economic 
force of civilian versus military 
demand appears to be slackening 


by J. Whitney Bunting 


and unless an all-out war should 
develop, national defense spending 
will drop to a shadow of itself in 
the next few years. This means 
that the demands of civilian con- 
sumers will be the only potent buy- 
ing force for produced goods. Thus, 
prices may settle back to a more 
comfortable figure. 

But will this relaxation of in- 
flationary price pressure’ bring 
back the conditions that existed 
in the days before World War II? 
I have heard many business execu- 
tives state sincerely that they be- 
lieve that such a return, price-wise, 
would be good for our sc-iety. 
They claim that a price reduction 
would tend to promote more goods 
for more people and create an era 
of additional prosperity. 

The truth is that some gradual 
inflationary pattern must be main- 
tained if the nation is to continue 
to prosper. A static price level (o1 
one that is falling) could do much 
toward creating a depression or at 
least a mild recession. With gradual 
population increases and similar 
increases in the production of goods 
and services it is only natural that 
a mild inflationary condition should 
take place. 

This can not be construed as a 
demand for uncontrolled or full- 
scale inflation but recognition that 
inflation at a minor rate of a few 
per cent per year may be desirable. 
Inflation itself is not dangerous 
and will not lead toward economic 
collapse or catastrophe. It is only 
when it becomes an uncontrolled 
force that danger exists. Inflation 
then must be examined critically 
for ill economic 
pattern. 


effects in our 


What of stock market prices? 


Those who follow stock prices 
with regularity in order to safe- 
guard their investments in indus- 
try have been somewhat puzzled 
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by varying reports of a market 


“softening tnat some experts pre- 
dict may come rather soon. At this 
does not 

Rather, 
most factors seem to point toward 


time such a_ possibility 
appear to be too probable. 


a stronger price situation in the 
market for many months to come. 
Net earnings for most corpora- 
tions are at the tightest point that 
can be expected regardless of which 
party is in power in Washington. 
Most observers feel that, short of 
an all-out war, it would not be ex- 
pedient to harass businesses and 
corporations with heavier taxation. 
Thus money available for use as 
dividends to investors will remain 
at about the same quantity as at 
present or perhaps even better. 
There appears to be no loss of 
markets for most of the major in- 
dustrial producers. In fact, many 
report a backlog of unfilled orders 
that will require many months to 
overcome, even without new orders 
added. Further, the fact 
that many concerns have used de- 


being 


fense contracts as a force to create 
operating economies through plant 
improvements and additions, places 
them in a cheaper operating cost 
pattern and also creates more funds 
for distribution to stockholders. 
Since return on the 
dollar is one of the strongest forces 


invested 


controlling the price level of securi- 
ties, the simple fact that earnings 
available for distribution should be 
as good or better in the months 
to come (as compared to those just 
passed) indicates that 
prices should remain stable with 
very little chance of a fall unless 


security 


circumstances not now foreseeable 
should occur. 

Business leaders and government 
officials both should challenge any 
further attempts to make tax in- 
roads on corporate earnings unless 
a full-scale 


develops 


national catastrophe 


Dr. Bunting. well-known southern 


economist, is executive vice-president 
of Oglethorpe University. 








vores DEPENDADLE 





TAKE STOCK OF OUR 
RESIDENCE PANELS, 
FOR INSTANCE... 







No General Residence Panel 


















leaves our factory unless it is 
perfect — unless it meets the 
most rigid specifications of 
quality, safety and trouble-free 
performance. It is made to 

fill the greatest needs — to suit 
the most critical eye. Small 
wonder that a General Panel 
is preferred by all. This makes a 
jobber’s life a simple matter — 


and everybody's happy! 


Reasons why you can rely on neral panels 





e All copper parts are highest electrolytic grade 


¢ High dielectric insulating materials used 


; . se throughout 
“the switch is to General 
e Super-strong construction 

e Narrow construction — fits between all studs 


e More than ample wiring room 
re ra 4 e Plentiful and varied knockouts 
¢ All interiors jig-assembled for accurate 


Switch Corp. alignment 





¢ Flush spring latch to open or close doors firmly 


49 ROEBLING ST. » BROOKLYN 11, N.Y ¢ Designed to blend with all decors 


SALES OFFICES IN EVERY MAJOR CITY * All panels have flush mounting ears 
WRITE FOR CAT. #5201 









TAKE STOCK OF GENERAL—IT’'S MORE DEPENDABLE! 
ENCLOSED SAFETY SWITCHES e SERVICE ENTRANCE-EQUIPMENT e BRANCH CIRCUIT PANELS 
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Home building 
at high level 

THE YEAR 1952 is practically cer- 
tain to be at least the third highest 
on record for residential construc- 
tion, and might turn out to be the 
second highest. The number of new 
homes started will surely fall be- 
low the all-time peak of 1950. But 
for the first eight months, the 1952 
figure is about equal to that for the 
same period in 1951, which is the 
second best year so far; and is 
well ahead of 1949, which ranks 
third to date. 

The actual totals for the num- 
ber of new permanent nonfarm 
dwelling units started from Janu- 
ary 1 through August 31 are 771,- 
300 in 1952; 769,600 in 1951; 992,- 
000 in 1950; and 644,100 in 1949. 

The diagram shows the trend 
of new home building during the 
postwar years. The data are de- 
rived from the Bureau of Labor 
Statistics’ series on the number 
of new permanent nonfarm dwell- 
ing units started, 
single-family homes, two-family 
homes, and multifamily (apart- 
ment) units. The figures have been 
adjusted for seasonal variaticn. 
They are plotted by quarters at 
the annual rate, except that the 
latest figure covers the two months 
of July and August, 1952. 


consisting of 





NO NEW PERMANENT NONFARM 
DWELLING UNITS STARTED 


BY QUARTERS AT ANNUAL RATE 





SEASONALLY ADJUSTED | | 


_ 
| 
} 
| 
t 











In the past, the building indus- 
try has been characterized by long 
wave-like movements, averaging 
roughly 18 years for a complete 
cycle. The present cycle in resi- 
dential construction began as far 
back as 1934, and home building 


increased steadily through 1941. 
The upswing was reversed in 
World War II, when the construc- 
tion of dwelling units was severely 
restricted. 

After the war, the scarcity of 
living space caused an unprece- 
dented demand for new homes. 
Consequently a new rise in home 
building got under way, as shown 
on the diagram, which continued 
(with some interruptions) until 
late in 1950. For that year, a new 
record of 1,396,000 starts was 
achieved. Then the trend turned 
downward, and the curve on the 
diagram declined until the fourth 
quarter of 1951 when a moderate 
recovery commenced. In 1952 the 
line moved up in the first quarter 
down in the second, and was slight- 
ly lower in the third, based on the 
July-August performance 


Effect of relaxed controls 
home 
building is the recent suspension 
by the Federal Reserve Board of 
minimum down payments required 
under Regulation X and the re- 
duction of such minimum payments 
on loans insured by the Federal 
Housing Administration or guaran- 
teed by the Veterans Administra- 
tion. However, this is unlikely to 
have much effect as long as the 
current tight 
prevail. 


A possible stimulus to 


money conditions 


The easing of required down pay- 
ments stems from an amendment 
to the Defense Production Act, ap- 
proved June 30. In effect this pro- 
vides for a relaxation of Govern- 
ment credit regulations on housing 
when the seasonally adjusted num- 
ber of new starts falls below an 
annual rate of 1,200,000 for three 
consecutive months; and for end- 
ing such relaxation any time after 
the annual rate exceeds 1,200,000 
for three months in a row. As in- 
dicated by the diagram, the level 
in July-August was below the fore- 
going figure, and the same was 
true in June. 

As to the future of residential 
construction, it will probably be 
quite a while before the 1950 peak 
is exceeded, in terms of the num- 
ber of new dwelling-units started 
The extreme shortage of living 
space which characterized the early 
postwar years no longer exists. 

Moreover, we have entered a pe- 
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riod when the rate of formation of 
new families is being affected by 
the low birth rates during most of 
the thirties. A decline in the num- 
ber of new families means a slack- 
ening of demand for homes from 
that source. But looking further 
ahead, the population is expected 
to increase very substantially over 
the next 25 years and more; and 
eventually a new wave of home 
building will be needed to take care 
of such expansion. 


Mills five months 
behind on wire 

THE NATION’S producers of cop- 
per wire and cable mill products 
have placed a series of important 
recommendations before the Na- 
tional Production Authority, De- 
partment of Commerce. 

The Wire and Cable 
Advisory Committee, at 
meeting with NPA 
urged: 

That the Government 
the fact widely that copper still is 
in short supply, not plentiful as is 
popularly believed. This would serve 
to correct a situation wherein cop- 
per customers criticize wire mills 
for their refusal to accept all orders 

That the Government’s policy of 
adding copper to its stockpile be de- 
ferred until such time as industry 
can catch up with its back order 
load which members reported as 
representing at least five months’ 
production. NPA officials said there 
is a strong pressure from the Gov- 
ernment for the return of the 64,- 
000 tons released from the stock- 
pile between August 1951 and June 
1952. 

That entitlements to 
foreign copper be accorded the same 
validity as allocations issued for 
domestic copper and asked for guar- 
anteed delivery of copper under 
foreign entitlements. U. S. consum- 
ers get allocations on the basis of 
60 per cent domestic copper and en- 
titlements to 40 per cent foreign 
copper. The committee asked that 
entitlements for supplemental cop- 
per allotments be treated equally 
with regular entitlements. 

That NPA make a thorough sur- 
vey of the entire copper supply-and- 
demand situation; that the survey 
include efforts to learn how much 
overseas copper, ordered up to Sept. 
30, 1952, remains undelivered. 


Industry 
it first 


since June, 


publicize 


purchase 





Ps = aie. 


ultimate’d 


e@ TOP-QUALITY ACSR CONDUCTORS 
e COPPER WIRE AND CABLES 
@ GALVANIZED STEEL STRAND 
e AND ACSR ACCESSORIES... 
delivered by our own trucks to any point in the Southeastern area 


unless the international situation—or other conditions beyond our 


control—interfere with our normally PROMPT SERVICE. 


Write, telegraph or telephone us when you need these 
products. We will tell you exactly what we can do... 


and you can depend on what we say. 


SOUTHERN QUALITY Ti ae SOUTHERN SERVICE 
MEETS EVERY TEST Ce _— EXCELS THE REST 
Phone 7-3325 SSS eee P.O. Box 989 
<>) 


Tmt MEART OF THE SOUTH 


tt et el —— eer 


CHATTANOOGA, TENNESSEE 
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There’s money hidden in this picture! 


Yes, there’s money hidden in this picture, lots 


of it! It’s the money a plastics manufacturer saved 
by installing three Westinghouse Dry-Type 
Transformers on each of his presses. 

You can see it...in the economical mounting 
...in the short run of secondary leads to the 
molding press. It's there... in the savings these 
transformers offer by improving voltage regula- 
tion and simplifying maintenance. 

Tne Erie Resistor Corporation, Erie, Penna., 
installed Westinghouse Dry-Type Transformers 
on all their injection molding presses. They 
utilized existing bus ducts, paid minimum install- 
ation costs to step voltage down to the required 


ELECTRICAL SOUTH for NOVEMBER, 1952 


220 volts. Like Erie, you can meet the demands 
of changing electrical loads quickly, most eco- 
nomically with Westinghouse Dry-Type Trans- 
formers. Available with or without circuit 
breakers built in. 

Get a more complete story from your local 
Westinghouse representative. Or write to 
Westinghouse Electric Corporation, P. O. Box 


868, Pittsburgh, Pennsylvania. J-70641 


DRY-TYPE 
TRANSFORMERS 














HYDREX 


Water in some form or other causes more interference with satisfactory 
cable service than any other one thing. Even small amounts of moisture finding 


their way into cables can put important power circuits out of business. 


Cables in ducts are nearly always exposed to water. Even aerial cables can 
suffer from water. That is why you should use ANHYDREX cables to keep 
your amperes dry. With Simplex Anhydrex rubber insulation you need not use 
a lead sheath. ANHYDREX cables will function satisfactorily even under the 


+, cn maar ramen Onan lbooal 


wettest conditions. 


You can avoid cable troubles on your important network and feeder cir- 
cuits by using Simplex Anhydrex insulation on your cables. In that way you 
assure yourself that your amperes will always be dry. If you would like to know 
more about this dependable, long-lived insulation, simply send a request to the 


address below. 


JIMPLEX HNHYDREX 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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POWER — WHEN AND WHERE IT’S NEEDED. Smooth, : 
power for any production line begins when you ins trical breakdow ) ar. G 
Graybar-distributed G-E motors and controls So ; you can ¢ 
general- or special-purpose, G ri-Clad motors offer your even the 


iven ordinary ¢ 
on G-E motors for dependable service 


t opera 


This team pays off in performance 


General Electric Tri-Clad motors and matching G-E controls 
make a hard-to-beat production team. Your customers get reli- 
able, uninterrupted performance shift-after-shift —a practical 
defense against downtime due to motor failure 

Graybar distributes the complete line of G-E motors and 
controls. Your local Graybar Representative can help you select 
the proper equipment for any machine-drive requirement... 
help you analyze special service conditions that demand totally- 
enclosed motors, variable speed motors, gear motors, or revers- 
ible motors. 

Check with him, too, for details on the G-E Motor Exchange 
Plan. Covering popular fractional and integral tings, this 
plan lets you make emergency replacements of inoperable motors 
through a simple over-the-counter transaction. 

Graybar can furnish you and your customer with practical 
advice on the installation and usage of over 100,000 different 
electrical items. For help in speeding lighting, communication, 
ie <8 mates ahesation, 20 fen bisie bee cheba ventilation and wiring projects of al] types, call our nearest 

. office. Graybar Electric Co. Inc. Executive Offices: Graybar 
enc ad, yet cases are easily acce and have ar wey ee ae na : 
conduit knock-outs and te inals for easy installation. Building, New York 17 m eZ 


MATCHING G-E MOTOR CONTROLS give full protec 


against injurious overloads ... provide maximum flex 


Call Graybar tist ror... 


mN OVER 
100 PRINCIPAL CITIES 





) 


Los Angeles STATLER HOTEL and STATLER CENTER 


GOO00 OCSG 


% UNION C 


The mammoth new Statler Center, which in- 
cludes the beautiful Statler Hotel, erected at a 
cost of $25,000,000 symbolizes the finest in 
construction, architects, engineers and materials 
could make it. 

It was but natural that for Conduit End 
Bushings, Union Insulated Conduit End Bush- 
ings should be specified and used. Every In- 
sulated Conduit End Bushing ir Statler Cen- 
ter and Statler Hotel is UNION ... yes 100%! 

Union was FIRST to produce the moulded 
Insulated Conduit End Bushing, and because 
of this pioneering, Insulated Bushings are pre- 
ferred. 

On Union Insulated Bushings, the inside 
lip is beveled to remove cutting edges, making 
wire pulling easy. They economically prevent 
costly grounds and short circuits, For the best 
in Insulated Conduit End Bushings specify 


UNION. 


UNION 
INSULATED 
CONDUIT END 
BUSHINGS ARE 
OFTEN COPIED 
BUT NEVER 
EQUALED. 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 
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No AsBestos WirE NEEDED 


Rubber-covered wire runs direct to fixture 


No CARPENTER Work 


@ Hinged Rust-resisting Doors in Diecast Frames 

@ Individually packed for shipping 

@ U.L. and IBEW LABELS 

@ NOTHING HANGING FROM CEILING a. 


wholesolers 


evorywhere. 


IRLIN CO. 


3435 E. Jefferson Avenue 
Detroit 7, Michigan 

























































Gecasine CONTACTO 
qDUSTRIAL SWITCHES + TYPE — SAFETY swirenes ve 

pANELBOARDS FUSIBLE® DISTRIBUTION PANELBOARDS ° fal BREAKER “Tire ee 

OuBLE THROW SAFETY SWITCHES MAIN AND RANGE puLLOUT SWITCHES - MAIN service AND LIGHTING tAneS 

pe DISTRIBUTION PANELBOARDS Bis a AL moOTOR STARTERS MAGNETIC CONTACTORS MAGNETIC MOTOR STARTERS ° COMBINE TST iets 
cERS WEATHERPROOF SERV“ ew TCHBOARDS LABORATORY SWITCHBOARDS THEATRE SwITCHBOARDS 
ms NTPR PANELBOART, =» wet ROARDS FLEXUNIT PLUG-IN DISTRIBUTION 
‘ AND STARTERS . = eTOMATIC TRANSF 
TYPe — SAFETY sw, 


£ DISTRIBUTION 
Type “0” SAFET 


nevsoaros * CI 
ype Abi INDUSTRI 
REGISTRATION APPLIED FOR 


t WIRING TROUGH 


STARTERS REVERS 


$ acl INDUSTRI 


UMN TYPE PANEL! 
FLEXUNIT PLUG- 


carers * AUTOM, 
wes © MAIN SERV 
moTOR STARTERS MILLIONS OF STAB-LOK circui 
Rs VITCHBOAF a the country over anterra have been 
cipc ult BREAKE popular-pri : ab-lok is 
# me aaa — — whose dependability ‘ie “i 
aps GHTING P one popular Asie sort of service condition te he 
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AND FOR GOOD REASON. For more than 60 years 
@ has been producing quality products that are serving the 


needs of industry all along the production line — from service 


entrance to machine — electrical products that have been prov- 


en and time-tested to give maximum safety and performance, 


If power and light distribution is a problem in your busi- 
ness .. . if you want products that are modern in design, 
rugged in construction, easy to install, economical to operate, 
and give long-lasting, trouble free service, then do as scores 


of others have done — install @® a// the way. 
For complete information about all @ products, contact 
your nearest @ representative, listed in Sweet's, or write 


to Headquarters. 


‘ AR TA 
ue ATMERPROOF SERVICE _cmaene + UGHTING PANELEO erantens ~ nepuceo VOF 


os * circu GE MAGNE 





A typical @ Installation is shown in the photo above 
(top left). Features include @ High Efficiency busduct 
to bring power into the plant from service entrance, a 
@ dead front Switchboard, and @ Power Plugin to 


carry power to machines 


Srank e€dam Electric Co. 


3, MISSOURI te Year 


Our 6lst 
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“LEADER fil 


We take great pleasure in presenting the beautiful new 
Leader fixtures on which the new Leader Low-Brightness LENSPANEL of clear. sparkling. 


LENSPANEL is now available: lucite plastic . . . another Leader first! A new solution to 
RECESSED TROFFERLITES 
™ 


the problem of enclosing fluorescent fixtures for maximum 
efficiency in light distribution. low surface-brightness. and 
better protection from dust and breakage. Leader's LENS- 
PANEL offers not only these advantages. but the plus values 
PEO SS 9 A of lighter weight. greater beauty and lower cost. 

able with LENSPANEL, adding a whole new 


series to the already versatile troffer system Here is what it is: 
of fluorescent lighting. Lengths from 48” to 96”, 
in 12” or 24” width, furnished for a variety of Leader's LENSPANEL is a plastic lens with inner surface deeply 
mounting styles, for from 1 to 8 lamps. 


PTE SERIES 





incised in 14” squares, the outer surface completely smooth and 
free from all irregularities. Plastic is rigid, strong, warp-proof. 
Weighs only a fraction as much as glass of equal size and thickness. 


Here is what it does: 
Ses This new lucite lens brings greater beauty to fluorescent lighting 
pee gman re Sig BascnyS yg at ... offers 45° shielding, with freedom from glare . . . provides 
striking thon ever when supplied with the greater protection ... reduces structural strain because of its 
ewe ater tunel triads saume light weight . .. requires less maintenance. 


from 48” to 96”. } 
Sold and installed by the better 
ee electrical wholesalers and contractors 
a ° ° 
‘3 YAWWE perce No./ Lighting Cyuijemend. Wanufactine 


LEADER ELECTRIC COMPANY + 3500 North Kedzie Avenue, Chicago 18, Illinois 
leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leoder, Ltd.: Brantford, Ontario, Conoda 














NO ACROBATICS in lamp changing vith 
APPLETON 
V-51 


VAPORTIGHT FIXTURESS 


WITH MALLEABLE IRON BODIES 


7 * ~ 100 WATT OR 150/200 WATT UNITS 


4% 


’ Change lamps at the work bench! 


Here's a vaportight lighting fixture that sets a new 



























high in safety, efficiency, ease of installation and main- 
tenance! In the V-51, an exclusive “Unit Assembly” 
combines receptacle, globe and guard in a single unit 
|. . instantly detachable —without tools — for relamp- (\ 

g or cleaning. 
| Reflector is quickly attached or removed—thanks to 
€xclusive neoprene rubber ring suspension. Shock- 
absorbing socket in “Unit Assembly” permits 
the use of standard type lamps. 

The new V-51 line includes 18 
different types of rugged malleable 
ion bodies for pendent, ceiling or 
bracket mounting. Complete inter- 
ehangeability of parts permits the 
assembling of 256 complete fixtures, 
using only 32 basic components! 











Write for Bulletin 5-A containing 
complete details on the new Appleton 
V-51 Convertible Vaportight Fixture. 


»v* 
v5I: 






















Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


& 2) 
1754 Wellington Avenue ¢ Chicago 13, Illinois 


Field Engineers: NEW YORK, SO Church St. © DETROIT, 3049 E. Grand 
Bivd. © CLEVELAND, 1836 Euclid Ave. © SAN FRANCISCO, 655 Minna St 
ST. LOUIS, 227 Frisco Bldg. © LOS ANGELES, 100 N. Santa Fe Ave. 
ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 809 Brown-Morx Bidg 
MINNEAPOLIS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg 
BALTIMORE, 100 E. Pleasant St. © BOSTON, 10 High St. © DENVER, 1921 














Blake Street * PHILADELPHIA, 2013 Locust St. * CINCINNATI, 608 American 
Bidg. © HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9. 
BINGHAMTON « DALLAS « INDIANAPOUS * KANSAS CITY « ORLANDO 
MILWAUKEE ¢ NEW ORLEANS © SEATTLE © PORTLAND, ORE. 
Export Field Engineers : 
International Standord Electric Corp., SO Church St., New York 7, W. Y. 


NPB Electri-Centers blend into surroundings naturally, don’t Slim dimensions make it easy to install NPB panels where wall 
have that “electrical look.’ Wireway extensions replace ex- space is limited or not available. They slip easily inside a 
posed conduit pipes on wall leading from ceiling to panel Standard 8” H-beam, fit snugly because of rounded corners. 
cabinet. Column may be extended to floor if desired Front overlaps back for deep recessing 


LIGHTING PANELS 
CAN BE ATTRACTIVE 


No maze of conduit pipes or cables BullDog Narrow Column (NPB) Pushmatic 


leads into these lighting panels ... ‘ ‘i = 3 
end thay are encier to put upt Electri-Centers make attractive lighting 


BullDog NPB Electri-Centers elimi- panels; give easier, quicker installation; 


nate time-consuming bending of pipes eliminate unsightly conduit pipes and cables. 
to fit panel knockouts, and pulling of 
wires down through conduit pipes. 
All wires, from ceiling to panels, drop 
free in wireway extensions. Neutral 
NPB FEATURES ARE YOUR ADVANTAGES! 
wires attach to neutral bar in Pull 
Box at ceiling (or in false ceiling), @NPB's are only 634” wide, 654” ® Numbered wire retainers are at- 
are "he = . deep. Come in 16-, 24-, and 32- tached to back of box for circuit 
eliminating individual neutral wires circuit capacities. Listed by idantitieettan. Atl wists. tages. 
down to cabinet. Pushmatic® circuit Underw Titers for 1 ph., 3 wire ing main lugs, can be done before 
; s.n., 120/240V A.C. or 3 ph., 4 interior is installed 
breakers, interchangeable from 15- wire, s.n., 120/208V A.C 
to 50-amps. make NPB Electri- @ Wireway extensions reach to ceil- ® Attractive, interchangeable Bull- 


P : -ushmatic Circuit Breakers 
‘eo - R ac rerss ing or false ceiling regardless of Dog Pus : 
Centers® compact, versatile. heleht, of te wien’ th trues make NPB Electri-Centers com- 


Use NPB Electri-Centers for any constructed buildings pact, versatile 
commercial or industrial surface- ® Lightweight, easy to handle; no @ All copper current-carrying parts 
‘ ‘ loose parts to misplace. silvered for greater conductivity. 
mounted lighting-panel installation 
i eo -pl t y eo > ese ; P “ 
9 . . ” pen-plumbing look"’ elimi Sell for price of ordinary panels; 
up to 32 circuits. bend get rid of nated with wireway extensions. much cheaper to install 
“open-plumbing look” in offices, hall- 
ways, factories and shops. Mount 
easily against walls, on columns, or 
in H-beams. Streamlined for appear- 


ance and safety; no sharp corners to 

snag, scrape or bump. Finished in ' U L L D o G 
beautiful gray enamel, or may be 

painted to any color scheme. 


Staak pial: dies lhl a BULLDOG ELECTRIC PRODUCTS COMPANY 


installation, investigate NPB Push- DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
; t 5 IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 














matic Electri-Centers. See your Bull- 
Dog Distributor, or write direct for PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 


fact-packed NPB Bulletin. 1902-1952 .. . SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 


CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES 
Walker Electrical Company, Inc. Wilson Electrical Equipment & Co. Standard Electric Mfg. Co: 


70 Bennett St., N.W.—P. 0. Box 8, Station D 2930 Commerce Street 101 E. Maple Street 2401 Federal Street 
Atlanta, Georgia Houston, Texas San Antonio, Texas Dallas 1, Texas 
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When you buy aluminum conductors from Alcoa, 

you can fill all your requirements in a single 

transaction—and be sure you're getting the right 

accessories. For Alcoa originated both aluminum 

conductors and accessories... continues to develop 

and improve them. 

Designed for best service, there’s an Alcoa SS Se eae 

accessory for every need. Alcoa backs them up 

with experienced design, laboratory and manufac- 

turing facilities. 


Call your Alcoa sales office for aluminum con- 


ductors and for accessories that are right—on 


the line. 


ALUMINUM COMPANY OF AMERICA 
2104-L Gulf Building > Pittsburgh 19, Pennsylvania 











S 


os 


FIRST IN ley? NOW” with Edward R. Murrow 
—~ -TV every Sunday .. . brings the 

ALUMINUM ® ‘ ® world to your armchair. Consult your 
FIRST IN newspaper for local time and channel. 
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AMERICAN WORKERS HAVE 2 PEIMES 
the power! 





























How does America do it? 


Why does the American worker have the help of 
about 7 times as many kilowatt-hours of electric power 
as is available to the Russian worker? 

How can we Americans produce over 40% of the 
world’s goods and bring so much more of everything 
to everybody with less than 6% of the world’s popu- 
lation? Why is the American output per-man-hour 
still growing faster and faster? 

The answers cannot be laughed off nor are they hard 
to find. In the words of Ralph J. Cordiner, president 
of the General Electric Company: ‘The greatest im- 
petus for forward movement still comes when indi- 
viduals are free to plan and carry out their own ideas 
without government Coercion or unnecessary regu- 
lation.” 

Including estimated expenditures in 1952, private 
industry in the last seven years will have invested over 
150 billion dollars in new plant and equipment. This 
contrasts with Federal Government investment of not 
much more than 12 billion for similar 


to military and atomic projects. 

Back of all this progress in private industry is the 
unique American system of compeition—our kind of 
competition that continually stimulates Americans to 
make things better and to sell them better—and at 
lower prices. 

In America we do not just compete for public office; 
we also compete in technology, competency of man- 
agement, individual initiative and distribution—the 
latter including selling and advertising in all their 
varied forms. 

Our kind of competition promotes the growth of 
more and more businesses and industries—and this 
means more jobs and expanding prosperity from 
which we all benefit. 


, 


‘Planned economies” and other fancy theories are 
not for us. The American competitive system has 
given us the highest standard of living in the world. 
Let’s all work to preserve it. 





purposes in the same period. Moreover 
most such Government expenses during 
the last three years have been allocated 





This report on PROGRESS-FOR-PEOPLE is published by this magazine 
in cooperation with National Business Publications, Inc., as a public 
service. This material, including illustrations, may be used, with or with- 
out credit, in plant city advertisements, employee publications, house 
organs, speeches, or in any other manner. 








THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on pages 25, 81 and 83) 


1005—Building Wire, Cable, Conduit. Extensive techni- 
cal data an a comprehensive line of electrical cable, build- 
ing wire, and conduit raceways are provided in a new 86- 
page publication, General Catalog No. 500, issued by Tri- 
angle Conduit & Cable Co., Inc., 1906 Jersey Ave., New 
Brunswick, N. J. Handsomely bound in sturdy leatherette 
to take years of wear, this catalog also contains valuable 
information on electrical engineering and wiring standards 
for the aid of contractors, engineers, architects and indus- 
trial users. 


1011—Conduits. “Natural Electric Conduits” is the title 
of the new 30-page Catalog No. 603 which describes and 
illustrates the many types of electrical conduits that are 
manufactured by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. 


1015—SQUEEZON Connectors. The Squeezon, a new 
compression connector for power lines, is fully described 
in bulletin, “SQ” available from the James R. Kearney 
Corp., 4236 Clayton Ave., St. Louis 10, Mo. The Squeezon 
features greatly increased electrical and mechanical effi- 
ciency at approximately half the cost of conventional 
connectors. 


1019—Service Panels. Information and prices on protec- 
tive control centers for homes, apartment buildings, ser- 
vice stations, and industrial applications is contained in 
Bulletin 494, “‘New Push-Button Service Panels,” issued 
by BullDog Electric Products Co., Box 177, Roosevelt Park 
Annex, Detroit, Mich. 


1031—Heating Units. The new Chromalox Catalog of 
Industrial Electric Heaters, Catalog 50, is available from 
Edwin L. Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, 
Pa. Four basic Chromalox units—strips, rings, tubulars, 
and cartridges—with wide variations in wattage, voltage, 
and sheath material, are listed, as well as easy selection 
and application data. 

1039—Switches and Guards. Newly released 32-page, 
two-color Catalog No. 49, of the McGill Manufacturing 
Co., Inc., Valparaiso, Ind., contains complete descriptions 
of Levolier switches, McGill lamp guards, and McGill 
electrical specialties. 

1041—Cabinets and Boxes. Thirty pages of catalog 
sheets comprise a new catalog available from B & C Metal 
Stamping Co., P. O. Box 56, Station D, Atlanta, Ga. The 
catalog is divided into three sections: products for elec- 


trical applications in general, products for the utilities 
and the R.E.A., and products for appliance distributors. 


1051—Air-Cooled Transformer. Bulletin No. 49-ACO is 
now available from Marcus Transformer Co., Inc., 34 
Montgomery St., Hillside 5, N. J., giving descriptive de- 
tails on the company’s new air-cooled distribution trans- 
former. Designed for indoor or outdoor use, the new 
transformer utilizes heatproof class B and C insulation 
which enables it to withstand overloads and eliminates 
the use of oil or other liquids. 

1053—Bustribution Duct. This 23-page bulletin, No. 
462, issued by BullDog Electric Products Co., Box 177, 
Detroit 32, Mich., describes in detail the BullDog Feeder 
and Plug-In-Bustribution Duct for bus duct electrical dis- 
tribution. The bulletin is profusely illustrated. The many 
drawings included show details of the duct, the various 
fittings, and the hangers, as well as diagrams of complete 
systems. 


1071—Plugs and Receptacles. Additional loose-leaf 
sheets for insertion in the Pylet Catalog 1100 are avail- 
able from the Pyle-National Co., 1354 N. Kostner Ave., 
Chicago 51, Ill. These pages describe a wide range of 
plugs and receptacles for special purposes. 

1079—Connectors. A 24-page catalog describing K & H 
solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 
2, Ohio. A wealth of information, including specifications, 
descriptive material and illustrations are included. 


1081—Busduct Data. Various applications of the FA 
busduct for industrial purposes are illustrated in this 31- 
page bulletin made available by the Frank Adams Electric 
Co., St. Louis, Mo. 


1085—Lighting Fixtures. Eastern presents their most 
complete catalog, 32 pages of engineered lighting data, 
including a variety of fixtures for all architectural, com- 
mercial and industrial applications. Eastern Fixture Co., 
Inc., 170 Vernon St., Boston 20, Mass. 

1087—Connectors and Fittings. The M. & W. Electric 
Mfg. Company, Inc., East Palestine, Ohio, announces a 
new twenty-four page catalog covering Service Entrance 
Cable Fittings, Ground Clamps, Ground Rods, BX and 
Romex Connectors, Staples, Conduit Fittings, Wireholders, 
Insulator Supports, Cable Racks and Watt-hour Meter 
Protectors. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 
Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 


Name 
Company 
Address 


City & State 





November, 1952 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





1005 1011 1015 1019 1031 
1039 1041 1051 1053 1071 
1079 1081 1085 1087 1093 
1095 1097 1099 1103 1105 
1107 1109 1111 11S 1117 
1121 1131 1133 1135 1141 

1147 1149 1151 

1157 1159 1161 
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CAPACITY 


Elements mounted in the back of the 
meter allow shortest possible current coil 
leads—more capacity can be built in. All 
MH 50-ampere socket-type meters have 
adequate capacity for 200 amperes con- 
tinuous load, when installed in mounting 
devices of comparable capacity. 


Type MH-2P 


IMPULSE STRENGTH 


The electromagnet insulation has been 
increased to 6500 volts (60 cycle, rms)— 
2% times the maximum initial acceptance 
test. An Alnico damping magnet prevents 
calibration changes due to lightning surges. 


ACCESSIBILITY 


As with all Duncan meters, adjustments 
are accessible from the front. “Micro- 
set” action greatly reduces testing time. 
Meter discs are accessible for every type 
of testing. 


APPEARANCE 


The Type MH polyphase meter is a meter 
of clean-cut design. A neat appearing 
“utility representative” on any customer's 
premises. 


Type MH-2S 


UNC 


makers of watthour mstire por aud fifty ysans 


DUNCAN ELECTRIC MFG. CO. pA INDIANA 
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1093—Magnetic Motor Starters. A new 22-page booklet 
(Catalog No. 6300—AIA file No. 31G3) issued by the 
Monitor Controller Company, 51 Hayward Street, Boston, 
Mass., describes in detail the company’s V-type starters 
and-explains the protection inherent in the patented Com- 
pensated Therma! overload. 

1095—Electrical Specialties. The F. D. Kees Mfg. Com- 
pany, Beatrice, Neb., has available upon request, a 20-page 
catalog illustrating various types of enclosures and other 
electrical specialties manufactured. This 76-year-old firm 
supplies the better-known utilities and jobbers throughout 
North America. 

1097—Flexible Cords and Cord Sets. A complete nine- 
page catalog is available from Cornish Wire Company, 15 
Park Row, New York 7, N. Y., containing data on all 
standard electric cords and stock cord sets, including Neo- 
prene-jacketed. Also descriptive data on the new UL 
approved all-Neoprene heater cord “COROPREX.” 

1099—Lighting Fixtures. Fluorescent and incandescent 
luminaires for schools, offices, stores and churches are il- 
lustrated in a series of bulletins issued by Curtis Lighting, 
Inc., 6134 West 65th Street, Chicago 38, Ill. The entire 
series or any individual bulletins may be obtained upon 
request. 

1103—Electrical Connectors. Burndy Industrial Catalog 
52, featuring a complete line of general-purpose connect- 
ors for industrial wiring is available. Complete informa- 
tion concerning application, construction features and di- 
mensions of these connectors are included, as well as sev- 
eral pages devoted to engineering data. Published by 
Burndy Engineering Co., Inc., 107 Bruckner Blvd., New 
York 54, N. Y. 

1105—SnapX Connectors. A new folder on SnapX con- 
nectors is now available from Briegel Method Tool Co., 
Galva, Ill. Illustrated and explained are the three steps 
necessary for connecting cables to boxes with this new 
connector for armored and non-metallic cable. 

1107—High Voltage Portable Cables. The various types 
for use from 600 to 15,000 volts are described and illus- 
trated. Catalog listing including weights and outside diam- 
eters are given. Detailed splicing instructions are in- 
cluded. Copies may be obtained from Simplex Wire & 
Cable Co., 79 Sidney Street. Cambridge 39, Mass. 

1109—Anchoring and Drilling Devices. An illustrated 
32-page catalog No. 65, describing more than twenty-five 
anchoring and drilling devices for making fastenings to 
masonry, is available from the Arro Expansion Bolt Com- 
pany, Marion, Ohio. 

1111—Fluorescent Fixtures. The specifications on all 
fixtures built by the Light & Power Utilities Corp., of 
1035 Firestone Blvd., Memphis, Tenn., are detailed with 
illustrations in the newest catalog issues by this company. 
The cover of this catalog has an interesting wood cut 
called Light through the Ages which depicts the advance 
of lighting from the cave man to modern fluorescent 
lighting. 

1115—Remote-Control Wiring. An eight-page, non-tech- 
nical booklet on remote-control wiring, publication No. 
16-330, written expressly for the consumer, is available 
from the G.-E. Construction Materials Dept., Bridgeport 
2, Conn. The booklet gives a picture story on the con- 
venience, safety, and economy of this new wiring method. 

1117—Fluorescent Fixtures. The Edwin F. Guth Co., 
2615 Washington Ave., St. Louis 3, Mo., has released a 
new catalog covering their complete line of commercial 
and industrial, fluorescent and germicidal lighting equip- 
ment. A full range of fluorescent fixtures is presented in 
the catalog, No. 47, in a condensed, easy-to-refer-to form. 

1121—“SPIKE-LITE,” a new product of PERFECT- 
LINE Manufacturing Corp., Hicksville, N. Y., is now avail- 
able. The “SPIKE-LITE,” a weatherproof, adjustable, 
aluminum lamp holder, is ideal for special outdoor light- 
ing for farms, gardens, displays, billboard. etc. It is com- 
plete with stake, asbestos gasket and 10 ft. or 25 ft. out- 
door cord and plug, and uses PAR 38-150 watt lamp which 
is not included. 

1131—F luorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications 
of general purpose, “Magna-Flo” lighting systems for 96, 
72 and 48-inch, T12 Slimline lamps. Describes individual 
units and contintous line systems plus accessories. 8%” 
x 11” page size. Write Benjamin Electric Mfg. Company, 
Des Plaines, Illinois, and ask for bulletin “mf.” 

1133—Vaportight Fixture. New Appleton “V-51” Series 
Convertible Vaportight Lighting Fixture is fully described 
and illustrated, for pendant, ceiling or bracket mounting, 
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with or without reflectors and guards. Wattages, weights 
and dimensional data. Bulletin 5-A, 20 pages and cover. 
Appleton Electric Company, 1701-59 Wellington Avenue, 
Chicago 13, Ill. 

1135—Electrical Wiring Devices. Catalog No. 51, con- 
taining complete electrical wiring device line of Leviton 
Mfg. Co., Brooklyn 22, N. Y., is a 96-page thoroughly illus- 
trated one. Included are such features as the Kwikchange 
line, with wiring diagrams, a general index, and an index 
to catalog numbers. This catalog is completely new and 
revised. Over 1,000 items illustrated. 

1141—Champion Maintenance Manual. The “Champion 
Maintenance Manual”—24 pages of basic data on incan- 
descent and fluorescent lamps, also the “Champion Light- 
rule”—an accurate pocket calculator for problems involv- 
ing various lighting fixtures with incandescent or fluores- 
cent lamps. Champion Lamp Works, Lynn, Mass. 

1145—Wires and Cables. Crescent Insulated Wire & 
Cable Co., Trenton, N. J., has issued a 118-page bradded, 
notebook-style catalog, No. 45, covering their compiete 
line of wires and cables. A description of processes used 
in manufacture is followed by illustrations, specifications, 
and descriptions of the entire line. An alphabetical index 
and addendum complete the catalog. 

1147—FLUORESCENT LIGHTING FIXTURES. Com- 
plete catalog of fluorescent lighting fixtures for industrial, 
commercial and residential use. Address requests to Syl- 
vania Electric Products, Inc., 87 Union Street, Salem, 
Massachusetts. 

1149—Insulators. Victor Insulators, Inc., Victor, N. Y., 
has available a complete catalog of Victor high, medium 
and low voltage insulators and pole line hardware. Com- 
plete contour shapes, dimensions, specifications and engi- 
neering data are included. Write for Bulletin No. 4 or us¢ 
reply coupon below. 

1151—Circuit Breaker System. A concise and well-illus 
trated 28-page catalog, No. C. B. 1000, on the new Stah 
Lok Circuit Breaker System has been announced by Fed- 
era] Electric Products Co., 50 Paris St., Newark 5, N. J. 
Advantages of the system comprise headings under which 
are listed complete specifications. Dimensions and knock- 
out locations, purchasing information, and wiring dia- 
grams are features of the catalog. 

1153—Jiffy Line Electricians’ Tools and Wiring Special- 
ties. A new catalog issued by Clyde W. Lint, 1144 W. 
Washington Blvd., Chicago 7, Ill., discusses details of the 
company’s line of tools and electrical wiring devices, pole 
line hardware, and standard porcelain. 

1155—Wire and Cable. Two new illustrated catalogs— 
Magnet Wire, No. 23, and Power and Control Cables, No. 
24—available from Rome Cable Corp., Rome, N. Y., cover 
variations of wire and cable types in the broad field of 
Rome Cable applications. Magnet Wire catalog has been 
designed to assist in selection and application of proper 
Magnet Wire types. In addition to descriptive data, techni- 
cal information has been included for reference. Power and 
Control Cables catalog is intended for utility, construction, 
and industrial engineering and purchasing personnel as 
a guide in selection of proper wire and cable types. 

1157—Transformers. Dongan Electric Manufacturing 
Co., 2998 Franklin, Detroit 7, Mich., has brochures avail- 
able on its various types of transformers, including power 
circuit, control, signaling, machine tool, ignition and neon 
transformers. 

1159—“Concentrol” Motor Control Centers. Completely 
descriptive, illustrated Bulletin 400 of the Continental 
Electric Equipment Company, Box 1055, Cincinnati 1, Ohio, 
gives full information on modular standardized “Concen- 
trol” motor control centers. This bulletin features helpful 
layout and specification data of interest to both electrical 
equipment planners and plant production men. 

1161—Home Lighting Fixtures. An attractive 38-page 
catalog in full color presents the residential type lighting 
fixtures of the Globe Lighting Products, Inc., 16 East 40th 
St., New York 16, N. Y. A special feature of this attrac- 
tive book is its arrangement. Six “houses of the year” 
are presented, representing six styles of architecture. 
Lighting fixtures are classified according to their suit- 
ability for use in these various styles of homes. 

1163—Aluminum Covered Conductor. A folder on engi- 
neering specifications of Kaiser Aluminum covered con- 
ductor, both weatherproof and self-supporting triplex with 
both neoprene and polyethylene coverings for distribution 
lines, secondary cable and service drops is available from 
Kaiser Aluminum & Chemical Sales, Inc., 1924 Broadway, 
Oakland 12, California. 
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Here’s How You Save Time, Money... And Reduce Inventory 


RoMarine - RoPrene 


ALL-PURPOSE POWER CABLE 
J] caBLe THAT CAN BE USED B ways 


oy ta-" 0-4 oN 
IN DUCTS IN AiR |! 


Gone are the days when you had to buy one cable for direct 

burial, another for installation in ducts, and still another for 

aerial service. Rome’s famous RoMarine-RoPrene all-purpose 

power cable can be used in any one of these ways... or can be Underwriters approved as Type USE 

installed in circuits combining all three. As a result, you save Accepted by leading utilities and 

time and money, reduce expensive inventories and conserve industrials. CAA approved for air 

scarce copper. port lighting under Specification L-824 
RoMarine-RoPrene has a specially compounded rubber in- 

suiation (RoMarine) designed to withstand extreme heat and 

moisture. The tough, easy-pulling RoPrene (Neoprene) sheath 

resists flame, moisture, acids, alkalies, oils and abrasions. 

Suitable for continuous operation at 75° C., RoMarine-RoPrene 

is recommended for services up to 5000 volts. 
Simple to splice and tap, flexible at low temperatures, it’s a 

lightweight, easy-to-handle power cable. What's more, it can 

be terminated with manual connections, eliminating the neces- 

sity of potheads or stress cones. RoMarine-RoPrene has proven 

excellent for secondary network circuits, underground en- 

trances, street lighting, station control, industrial power systems 

and many other direct burial, conduit and aerial installations. It Costs Less 

For complete information, send the coupon below. to Buy the Best 


ROME CABLE CORP., Dept. ES-1l, Rome, N. Y 

Please send copy of new Rome Power and Control Q @) M E C A 134 L & ECA, 

Cable Catalog ) Kh Mg 

ssi Corporation é 6) A 
~ 


Company sshd ROME * NEW YORK ay 
Address : “Ome 


TORRANCE + CALIFORNIA 
City State 
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B-M 


ARE APPROVED 


CONCRETETIGHT 


Cross Section 
Showing 
indentations 





When setting E. M.T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors: the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and couplings. 


MMICOEL & 


GALVA, * 


ILLINOIS 


The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, Ill.; Clifton Conduit Co., Jersey City, N. J.; General Electric Co., 


Bridgeport, Conn.; The Steeld Co., Y 





. Ohio; Pittsburg Standard Conduit Co., Pittsburgh, Penn.; Wegner Molleabie 


Products Co., Decatur, lil.; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co., Lid., Preston, Ont. 
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Why Bum Down Your House for Roast Pig? 


while Ho-ti the swineherd gathered mast for his hogs, 

his stupid son Bo-bo, playing with fire, burned down 
their straw hut. Bo-bo sniffed the odor of burnt pig. 
He touched one to see if it was still alive, scorched his 
fingers, put them in his mouth and was amazed at the 
delicious taste. Father came home and caught his son 
devouring a pig. Ho-ti tried one, too, found it intoxicat- 
ingly sweet and satisfying. 


L ancient China, men ate meat raw. But one day, 


Thereafter, neighbors observed feverish building of 
new straw huts at Ho-ti’s, followed always by conflagra- 
tions. The secret leaked and fires became widespread. 
In a few weeks even his Lordship’s town house was on 
fire. Finally, straw for hut building disappeared from 
the market and young pigs could not be had for love or 
money. At last, after many generations, a wise man arose 


who said that a pig could be roasted without burning 
down an entire house. 


Thousands of years later, we Americans feast delir- 
iously on “roast pig.”” Accompanying our delights are 
fires of inflation, which can destroy our values just as 
certainly as the roasting of Ho-ti’s pigs consumed his 
earthly possessions. But surely we need not await the 
coming of a sage to tell us not to burn down our houses 
to enjoy the delights of roast pig! 


Let us unite to stop the ruinous flames of inflation. 
Curb wasteful and unnecessary government spending. 
Balance our Federal budget. Control our national debt 
and reduce taxes. Only in this sane way can we produce 
more straw and enjoy our houses, raise more pigs and 
eat them, too. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


RAILROAD TRACK SPIKES - CONDUIT - 
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HOT AND COLD FINISHED CARBON AND ALLOY BARS 
TUBULAR PRODUCTS - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RODS 


- PIPE AND 
- SHEETS - PLATES. 
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CW HUB-PLATE 


* LIGHTER WEIGHT 
Reinforcing Fin * EASIER HANDLING 
* LOWER FIRST COST 
* LONG-LIFE STURDINESS 


Easy Insertion 1 ayer warn Engineers have desi a new 
of Speorheod Anchor which, because of its built-in strength 
combined with light-weight economy, has already 
met with enthusiastic acceptance. 

The HUB-PLATE is formed from 3/16-inch 
steel. Turned edges run the length of the plate, 
and extra rigidity is provided by the 14-inch 
welded fin and liner. 

The punching and slotting are designed to per- 
mit easy slipping of the plate over the spearhead 
of the anchor rod, regardless of the angle from 
which the driven rod enters the hole. When the 
rod is pulled tight the plate is always firmly en- 
trenched against undisturbed soil, and the fin 
Strength Provided prevents the plate from “riding” upward. 
ee The “U” shaped liner fits the curve of the con- 

cave side of the anchor, to which it is welded. To 
the flat side of the liner, in turn, a retaining plate 
is welded, with curved lugs which — the 
Strong Reinforcing inted anchor from di 
“U” Shaped Liner The HUB-PLATE is Hubbard double-dip hot 


galvanized for enduring protection against cor- 
ah rosion. It is furnished in two sizes: 6 by 15-inches 
Lugs Prevent 


Front View 


and 8 by 20-inches, 


Spearhead from 
Disengaging 


Cross Sectional View Showing 
Method of Attaching Rods to Plote 
Anchors. Note the Flexibility per- 
mitted in -Positioning of the Anchor 
Rod 





Installation Diagram for 
HUB-PLATE Anchors 


HUBBARD :axy»o COMPANY 


ESTABLISHED 1843 
PITTSBURGH * CHICAGO + OAKLAND, CALIFORNIA 


Ylareg the load on fhiblbarcd Hardware!” 
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Reader Service? 


> 
\\U . Are You Making Use 
E } ' of Our 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications, These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 


ELECTRICAL SOUTH 


Bronce 60 Certified ts an rb chievement of 
WESTERN INSULATED WIRE CO. 806 Peachtree St., NE 


LOS ANGELES 58, CALIFORNIA ' Atlanta 5, Ga. 
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How 





General Aniline 





saved 44 man-hours 





in weekend 





electrical. 





overhaul 


HYLINKS | 


44 man-hours saved! 


Annual factory shut-down for electrical 
overhaul and maintenance is a growing 
trend because it permits major work to be 
done more quickly, safely, cheaply, with 
minimum interruption of production. 


During the last such overhaul at the 
General Aniline Works in Graselli, N. J.— 
Labor Day weekend—ove of the big discov- 
eries was the time saved by using Burndy 
Hydent connectors on their large power 
feeders! 


“More than 44 man-hours were saved on 
installations. The smooth surface of the con- 
nector permitted faster taping of the con- 
nection, since there were no protruding nuts 
or bolts to be covered. These connectors per- 
mitted the use of smaller junction boxes.” 

(Factory, pg. 104, December ’51) 


Whether you’re doing annual 
overhauls or year-round 
maintenance, Burndy Con- 
nectors and installation tools 
—in every size, type, and 


service—help electrical engi- 
HYPRESS ae : p electrical engi 


neers and crews do an im- 


portant job better! 


2-18 BURNDY ENGINEERING COMPANY INC., NORWALK, CONNECT. BURNDY CANADA, LTD., TORONTO 8, ONT 
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Day in--Day out 
DEPENDABILITY... 


Year in--Year out 


ECONOMY... 


Assurance of day in and day out mainte- 
nance-free performance makes Hazard 
Watertite-Hazaprene cable construction ideal for 
control circuits. From the inside out — from the 
corrosion-resistant Hazaloy coated conductors 
to the rugged Hazaprene sheath — Hazard 
Watertite-Hazaprene is engineered for long-lived 


economy. 


Watertite-Hazaprene amply meets the exacting 
requirements of control cable service. Rubber 
fillers prevent the wicking-in of moisture... 
firm, electrically strong, long-lived Watertite 
rubber insulation prevents deformation .. . the 
tire-tough Hazaprene ZBF sheath offers superior 


resistance to flame, oil, acid, alkali, sunlight, 
moisture and mechanical damage. The ZBF 
sheath is a research-developed, service-tested 
protective covering, compounded of ncoprene to 
Hazard’s special Zinc Borate Formula; it is pres- 
sure-vulcanized in a continuous lead sheath to 
give a smooth, dense surface that resists abra- 
sion and tearing. 


There’s a Watertite-Hazaprene Cable for 
every control circuit requirement. For further 
information about these dependable, money-sav- 
ing control cables, write to Hazard Insulated 
Wire Works, Division of The Okonite Company, 
Wilkes-Barre, Pa. 
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Twins at birth, 
but not at 60 


Like twins, it’s hard to tell a Westinghouse 
fluorescent lamp from any other brand, or from 
older Westinghouse types. Except for the new 
Westinghouse bump-base, they all look alike. 
But as they grow older, the new Westinghouse 
stays younger longer. At 7500 hours, or about 
3% years of normal use, the new Westing- 
house lamps still give you 75% of their orig- 
inal light output. 


One reason for this longer life is the chemi- 


you CAN BE SURE 
toatl . 


cal phosphors used to coat the inside of the 
tube. These chemicals are processed and tested 
to remove life-shortening impurities. This pu- 
rity also eliminates color distortion and change. 
The result is a longer, constant brightness 
throughout the life of the lamp. 


For all the facts, call your Westinghouse 
Lamp Distributor today, or write to the Wes- 
tinghouse Lamp Division, Bloomfield, New 
Jersey. 


=) Se 


—~ Westinghouse 
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Fagan the tabulous 


Services ranging from repairing toasters 


to building generators will gross four 


or five millions this year for this 


Little Rock electric firm. 


@ By THE ESTIMATE of Ellis M. 
Fagan, the Fagan Electric Com- 
pany of Little Rock will gross from 
all departments between four and 
five million dollars by the end of 
1952. 

That does not include all con- 
struction work scheduled for 1952. 
For although it is normal for this 
ubiquitous institution to have sev- 
eral million dollars’ worth of con- 
struction in progress at all times, 
some jobs require two and three 
years for completion. 

Fagan Electric has not always 
been that big, having 
mushroomed _ spectacularly — since 
1938 from an unspectacular trans- 
former and motor rebuilding shop. 
As such it was originally launched 
40 years ago by the late Ellis M. 
Fagan, Sr., in a small, office build- 
ing basement room. It was per- 


however, 
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by Baron Creager 


petuated by his widow, Mrs. Anna 
A. Fagan, with such competence 
that the Fagan reputation for 
quality work still attracts pre- 
viously unheard of customers from 
distant points. 

Today the Fagan Electric Com- 
pany will repair the household 
toaster or build a trolley system, 
air condition a room or a building, 
light an airport, build a substation 
or a generating plant. 

The major appliance department 
does an average gross business of 
$8,000 a month, without advertis- 
ing or promotion. An engineering 
department, which is a _ separate 
corporation, has the personnel and 
time to accept outside work. Mean- 
while the heavy service department 
contributes substantially to income, 
with a constant backlog of trans- 
former and motor repair work. 


Today, too, there are operating 
branches in El Dorado and Pine 
Bluff, the latter, recently acquired, 
continues under its former name, 


Jefferson Electric Company. It is 


at Pine Bluff that Ellis Fagan III, 
eldest of two sons, spends most ol 
his time since finishing school and 
joining the firm. 

Considering the different direc- 
tions in which the enterprise oper- 


ates simultaneously, it may be the 


biggest of its kind in the South. 
And the technical secret of success 
is the absolute synchronization of 
purchasing with construction. 

All these 
indicate that the organization is 


circumstances would 
studded with key men, and it is 
Yet the key men recently agreed 
among themselves that without the 
services of one dominant, self 


charging, dynamic personality, 


company business decline 
alarmingly. As a result of this de- 


cision the Fagan Electric Company 


would 


purchased a very substantial in- 
surance policy on the life of its 
president, the man who lifted the 
firm from comparative obscurity, 
Ellis M. Fagan, Jr. 
The exploits of Fagan 
ture, 


in adven- 
military 
service, and in making friends 
are legend. Most of them are 
Arkansas legend, but many are 
scattered about the globe, indelibly 
recorded in the memories of celeb- 
rities with whom he has been in- 
timately acquainted. 


politics, business, 


Perhaps the most astounding of 
all these exploits is that in which 
he guided the Fagan Electric Com- 
pany through successive steps of 
expansion to bigness, something he 
accomplished actually in no more 
than 12 years, counting two years 
out for military service. 

Fagan did this without an elec- 
trical education and without sub- 
stantial previous experience. He 
did it with his inexhaustible energy 
and his magnetic personality, for 
until he was 34 years old there was 
nothing about rebuilding a trans- 
former or rewinding a motor that 
could catch his interest. Many of 
his Little Rock friends were ignor- 
ant of the family tie between the 
Fagan Electric Company and Ellis 
Fagan. Then, abruptly, in 1938, he 
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became president of the company, 
and Fagan tells it this way: 

“Mother had been trying to pre- 
vail on me to get into the business. 
Sne kept making her arguments 
stronger, and finally I agreed. But 
I warned her I didn’t know a kilo- 
watt from an ampere; that I would 
make plenty of mistakes. 

“She said that would be all right, 
that she needed me and it would 
be-a consolation for her. So | 
started telling my friends to send 
us some business. They said, sure 
they would send us business, that 
they hadn’t even known there was 
any connection between me and 
the company.” 

Floyd Sharp, long-time Fagan 
friend and now executive vice- 
president of the company, says he 
and others also exerted pressure 
to get Fagan into the company. 
They knew if his energy was ap- 
plied to the business, things would 
happen. 

Sharp doubts Fagan was as dis- 
interested in his mother’s business 
as he professed to be. “Often on 
the way home when we had been 
out together on some project at 
night, he would insist on stopping 
by the shop to check the ovens,” 
says Sharp, who contends that in 
those earlier years, some of the 
electric business just rubbed off on 
Ellis. 

In Volume I, “Arkansas Through 
The Years,” by Fay Williams, 
twelve pages are devoted to Fagan. 
The text relates that when the time 
came for formally taking Fagan 


Pictured in the top photo are left to 
right Ellis Fagan Jr., Mrs. Ellis Fagan 
Sr.. and Ellis Fagan III in the office 
of Fagan Electric Co. The next two 
picture activities in Fagan’s heavy ser- 
vice department. Center photo shows 
retanking of a transformer, and at 
left is a typical seene in the trans- 
former rewinding shop. 


into the business, he insisted his 
mother be president. But when 
their attorney explained that the 
secretary-treasurer handled the 
money, Mrs. Fagan chose that title 

However that may be, Fagan 
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Pictured is the Cecil Lynch Generating 


formal electrical 
education. “My father wanted me 


went in minus 
to go to school and get an engineer- 
ing degree,” he recalls, “but I just 
couldn’t be interested. When he 
realized | was determined, he told 
me to get out and make my own 
living.” 

Young Fagan promptly landed a 
job driving an emergency ambu- 
lance for a Little Rock mortuary 
and went careening about the 
streets of his home town, happy in 
an atmosphere of excitement. 
From that experience, no doubt, 
comes his expert touch at the 
wheel, which at first impresses a 
new passenger as being a driving 
style of nonchalant abandon. 

By not later than 1923, Fagan 
was flying airplanes and became a 
member of the Air Corps Reserve, 
Arkansas National Guard. He 
traveled the South with a flying 
circus from 1926 to 1933, then be- 
came a test pilot and after that 
headed the Spartan School of Aero- 
nautics in Tulsa. It was there that 
Fagan became intimately acquaint- 
ed with Will Rogers, who was often 
a passenger, and with Jimmy Doo- 
little and other aviation celebrities. 
Previously, he had served as opera- 
tions manager for a fledgling 
Southwestern air 
cern. 

He got into the U. S. Air Force 
in 1940 as a captain, through ser- 
vice with an observation group of 
the Arkansas National Guard, and 


transport con- 
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Plant, Arkansas Power and Light Co., one of Fagan’s large installation jobs. 


veturned to civilian life late in 
i941. He was soon back in service 
as a major with air transport, help- 
In 1944 
he was placed in command of all 
operations in the Yukon territory 
und eventually was transferred to 


ing move cargo to Russia. 


Nashville where, as a_ lieutenant 
colonel, he was discharged in 1945. 

He became a member of the ex- 
clusive “Q. B. Club” with such 
famed flyers as Eddie Ricken- 
backer, Doolittle and Roscoe Tur- 
ner. Once, as an unselfish publicity 
gesture, he landed a small plane on 
the lawn of the Arkansas capitol. 

The Fagan Electric Company 
owns a four-place Beechcraft which 
Fagan still flies for business pur- 
poses, but he now divides the pilot’s 
chores with Ellis III and John Big- 
bee, who provides the synchroniza- 
tion for purchasing and construe- 
tion. 

Before he joined Fagan Electric 
Company, Fagan’s political career 
had begun to take shape. Last sum- 
mer he won the Democratic nomi- 
nation, which is tantamount to elec- 
tion. for re-election as state sena- 
tor and Fagan commented: 

“If I finish out this term, it will 
be 24 vears in the state legislature, 
22 of them as senator.” 

He has been a party to some 
memorable political free-for-alls, 
but so consistently has he been on 
the side of public welfare that his 
prestige is firmly established. 

“In one campaign,” Floyd Sharp 


recalls, “his opposition put the 
label of ‘utility messenger boy’ on 
Ellis. They had forgotten that on 
one occasion the utilities had been 
solidly and bitterly lined up against 
Ellis because he had put through 
a bill enabling Little Rock to ac- 
quire its own water plant.” 

Fay Williams relates in her book 
1939, when 


the State Senate received a reso- 


a political episode of 


lution for investigation on Floyd 
Sharp and the 
Eastern Arkansas which Sharp di- 
rected after the death of 
Previously, Sharp had been WPA 
administrator for 


Dyess colony in 
Dyess. 


Arkansas and 
Fagan had been his chief investi- 
gator. 

In the defense of his friend, on 
this occasion, Fagan launched a 
filibuster and, single-handedly, held 
the Senate helpless for two days 
and nights, just before adjourn- 
ment, until he got unanimous con- 
sent to kill the resolution. 

This alone would not explain the 
intense loyalty of Sharp, who con- 
siders that one of his jobs is to 
suppress the irrepressible Fagan. 

“He is without a doubt one of 
the best salesmen who ever lived,” 
says Sharp. “We have to watch 
him to keep him from overselling 
us. We have to see that he doesn’t 
spread our capital and our know- 
how too thin. 

“He loves beauty, and it was a 
battle to get him to sacrifice our 

(Please turn to page 64) 
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Plastic conduit for underground circuits 


@ EXTRUDED TENITE plastic pipe is 
being used for the first time as 
underground conduits for power 
lines. 

In a test project undertaken 
by Kingsport, Utilities, Kingsport, 
Tenn., in cooperation with Tennes- 
see Eastman Company, trial instal- 
lation has been made in a Kings- 
port city block where the power 
company has put in a 5-light White 
Way. Tenite pipe in 20-foot lengths 
was used instead of the regular 5- 
foot conduit sections made from a 
compound of asbestos and cement. 

Kingsport Utilities selected the 
plastic piping for test conduits be- 
cause of its successful use in the 
oil fields and other’ industries 
These industrial uses pointed up 
the advantages of the pipe—its 
flexibility, ease of installation, cor- 
rosion resistance, high impact 
strength, and light weight. 

To prepare trenches when instal- 
lation work began, the operator of 
the mechanical ditch digger had 
only to scoop up clay and shale 
rock. Because of the flexibility of 
plastic pipe, the trenches did not 
have to have the exact straight- 
edge sides and base required fon 
the usual rigid type of conduit. 

Joining was a speedy job, too 
All that was necessary was to 
brush on some thinner to soften the 
section ends, follow with Tenite II 
cement, and slip together. After 
drying for 30 minutes, the joint 
Was as strong as the pipe itself 

It took a two-man crew only 20 
minutes to lay 247 of the 1,106 
feet of Tenite pipe used in the 
project. By comparison, the utility 
company reports, “it would have 
taken four hours work had the con- 
ventional conduit been laid.” 

Watching the men tamp the bac; 
fill containing brick, rock, ana 
other heavy material, R. C. Scar 
lett, sub-station supervisor with th 
Kingsport Utilities, commented: 
“This phase of the test installatior 
has shown us that plastic pipe dos 
not break ties en struck by a (Top) One man can lift and carry six 20-foot lengths of two-inch Tenite pipe. 
ing bar. The plastic pipe is also (Center) Ralph Baker, Tennessee Eastman technician, holds ends of two 98- 
degree bends at a spot where a lighting pole will be installed. (Bottom) King» 
port crewmen, W. M. Drinnon and C. Arnold, prepare to connect two sections. 


a timesaver, easy to lay and light 


to handle. The joints are simple. 
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D. B. Clayton, Sr., of Birmingham, Ala... president of NECA, presides over a Board 
of Governors’ meeting. Seated at the speakers table, left to right, are Paul M. 
Geary, executive vice-president. NECA; Clint J. Harder, secretary-treasurer, and 
R. ©. Hughes, chairman of Line Constructors’ Section, NECA. 


Management responsibility keynotes 


@ IMPORTANT CHANGES in manage- 
ment attitudes and techniques are 
necessary for the two billion dol- 
lar electrical contracting indus- 
try to increase its capacity two- 
fold within the next ten 
states Don B. Clayton, Sr., of 
Birmingham, Ala. Mr. Clayton is 
president of the National Electri- 
cal Contractors Association and 
his remarks were directed to the 
1,400 delegates at- 


vears, 


approximately 
tending the opening session of the 
5ist Annual Convention of that 
organization at the Morrison Ho- 
tel, Chicago, in October. 

Taking the theme of the conven- 
tion, “Management  Responsibil- 
ity,” as his subject, Mr. Clayton 
analyzed some fundamentals in 
the conduct of a business faced 
with the necessity of rapidly ex- 
panding its facilities to meet the 
tremendous increase in the de- 
mand for electricity. It is esti- 
mated that twice as much electric- 
ity will be used 10 years hence as 
is used today. 

He said that the prime obliga- 
tion of the electrical contractor is 
to the public and is concerned 
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with bringing the best service 
possible to the public at a fair 
price. To the manufacturer of 


electrical materials, equipment, 
and apparatus, Mr. Clayton said 
the contractor owed the obliga- 
tion of proper installation and en- 
gineering and as an aggressive 
outlet. The con- 


tractor’s responsibility to the util- 


merchandising 


ity is to see that the market for 
electrical energy is sustained and 
expanded by the contractor’s cus- 
tomers who are given satisfactory 
installation and maintenance ser- 
vices. 

The electrical contractor has 
the obligation to the design engi- 
neer and the architect for efficient 
interpretative engineering, and to 
labor he has the duty of being a 
good employer and of providing 
the worker with a steady flow of 
job opportunities, Mr. Clayton 
said. 

“We must do everything in our 
power to see that the general con- 
tractor discontinues the demoral- 
izing practice of ‘bid shopping,’ 
which he admits is against his 
code of ethics, but which he con- 


tends is made necessary by a 
small minority of chiseling gen- 
eral contractors who will resort 
to almost anything for a small 
gain,” Mr. 


(or large) financial 


Clayton said. 

“Let each of us get rid of our 
elfish attitude and face an ex- 
panding future for our industry 
with a determination to accept 
our responsibility and establish 
electrical construction as a _ re- 
spected profession for real busi- 
nessmen instead of a disorganized 
trade for estimators and 


poor 


price cutters.” 


Four programs in process 


Delegates to the convention lis- 
tened to committee reports and 
took action on four major pro- 
grams: (1) 


business development; 
governmental affairs; (3) re- 
search and education; and (4) 
apprenticeship and training. 

The regular business session 
was preceded by a_ buffet-break- 
fast membership meeting of the 
Line Constructors Section, NECA, 
composed of contractors special- 
izing in pole line construction. 
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Particular interest centered on the report of the NECA Governmental Affairs 

Committee which includes, left to right, D. B. Clayton, Sr., Harold Hill, Georgia 

Roscoe, C. W. Moseley, chairman, W. F. MeCarter, and Fred Coffee. At right, 

Mr. Moseley congratulates Senator Harley M. Kilgore, following his talk on 
“Federal Construction Legislation.” 


contractor conventio 


After the call to order and trans- 
action of routine business, four 
executive committeemen were 
elected. 

Following a general member- 
ship luncheon, which featured an 
address on “Federal Construction 
Legislation,” by Senator Harley 
M. Kilgore, (D., W. Va.), 
were meetings of the Business De- 


there 


velopment and Resolutions Com- 
mittees and a clinic on the re- 
search and education program. 
Final 
convention included the election 
of four district vice-presidents. 
After a report of the Resolutions 
Committee by 


business session of the 


chairman E. J 
White, Newark, and action on pro- 
posed constitutional amendments, 
the convention was addressed on 
the subject “The Market for Line 
Construction,” by R. C. Hughes, 
chairman, Line Constructors Sec- 
tion, NECA, arid Walter Kanzler, 
assistant chief engineer, Bonne- 
ville Power Administration. Re- 
port of the Codes and Standards 
Committee was made by chairman 
W. H. Biester, Philadelphia. 
One of the highlights of the 


convention was the address by 
Harley M. Kilgore, of 
Virginia. He suggested a 


Senator 
West 
unified federal construction agen- 
cy to stop gross waste and mis- 
management of large federal pub- 
lic works projects, and urged fair 
bidding procedure legislation af- 
fecting federal construction 
projects. 

Senator Kilgore said that re- 
cent disclosures “certainly indi 
cate that there is plenty of room 
for improvement in the manage- 
ment of federal public works con- 
tracting policies and methods.” 
He was critical of the way some 
agencies use security to veil 
errors. 

“The time is at hand when the 
public through their representa- 
tives in Congress will not permit 
the veil of security to obscure in- 
competence or worse,’ Senator 
Kilgore said. “I have seen and 
heard enough evidence to con- 
vince me that security hides many 
things that it should not hide.” 

As a member of the Truman 
War Investigating Committee, 
Senator traveled 


Kilgore more 
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than 100,000 miles investigating 
and exposing numerous instances 
of corruption and inefficiency in 
government spending. Thus, ex- 
istence of waste and inefficiency 
in federal procurement is not a 
new thing to the Senator 


Construction contract act 

Senator Kilgore, one of the best 
informed men on the construction 
industry in Congress, is author of 
the Federal Construction Contract 
Act of 1952 (S. 2907 


be reintroduced 


which will 
when the &3rd 
Congress convenes in January 
That bill requires on cost-plus-fee 
jobs that the complex mechanical 
specialty work such as plumbing, 
electrical, heating and air condi- 
tioning be done only by firms ex- 
perienced in such work. Purpose 
is to avoid subsidizing and wast 
ing on inexperienced firms who 
risk nothing but the taxpayers’ 
money. The measure also sets up 
a fair bidding procedure on fed- 
eral lump sum contracts so as to 
avoid the profiteering by general 
contractors on shopping or chisel- 
ing subcontractor bids after award 
of the general contract 

“T am convinced,” Senator Kil- 
gore said, “that legislation is the 


only answer to this problem of 
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monopolistic control on cost-plus- 
fee federal work and the problems 
of bid shopping and peddling. It 
is my intention to do everything 
that I can to secure the expedi- 
tious final enactment of this legis- 
lation. Reports coming to me since 
adjournment of Congress indicate 
that the bid shopping evil is con- 
tinuing and is as much a problem 
today as it was last March when 
S. 2907 was introduced. The evil 
remains, is widespread, and must 
be eradicated.” 

The Senator told the electrica! 
contractors that general contrac- 
tors who are the beneficiaries of 
these chiseling tactics will con- 
tinue their attempts to obscure 
the issues and will oppose the 
legislation. He urged specialty 
contractors to see that Congress 
gets the true picture of this 
situation. 


Six-point program 

NECA is one of the principal 
proponents of fair bidding legis- 
lation. At the morning session the 
convention received the recom- 
mendation of its Governmental 
Affairs Committee that the Asso- 
ciation continue and expand its 
effort to secure passage of this 
type of remedial legislation. To 
carry out these objectives, C. W. 
Moseley of Charlotte, N. C., chair- 
man of the Governmental Affairs 
Committee, presented a_ six-point 
program for 1953 calling for: 

1. Elimination of the unfair 
competition to small business in- 
herent in the present practice of 
unqualified 


general contractors 


undertaking mechanical specialty 
work on 
work. 

2. Elimination of the 
trade 


cost-plus-fee federal 
unfair 
practices of bid shopping 
and bid peddling by requiring the 
general contractor on lump sum 
federal work to name his subcon 
tractors and their bid, and if any 
subcontractor’s price is reduced 
the savings must revert to the 
government: not the general con- 
tractor. 

3. Appointment of a Watchdoe 
Senate Committee to see that fed- 
eral construction agencies operate 
equitably, legally and prudently 
in their expenditure of public 
funds and that all provisions of 
S. 2907 be rigorously enforeed. 
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1. Enactment of a federal law 
correcting the inequitable situa- 
tion resulting from the Supreme 
Court decision in the Wunderlich 
case whereby court review in a 
contract dispute case is possible 
only in event of fraud. 

5. Insistence on rigorous econ- 
omy in the 
even if it might mean curtailment 
of some projects which may tem- 
porarily benefit a few members or 
even an industry. 

6. Complete 


federal government 


abolition of eco- 
nomic controls on wages, prices, 
materials and credits in any situa- 
tion short of major war and in 
such event the imposition of dras- 
tic freezes affecting all. 

Robert W. McChesney, chairman 
of NECA’s Research and Educa- 
tion Committee, told 
that there are more than 1400 en- 
rollees under the association’s va- 


delegates 


rious educational programs. De- 
spite this much-greater-than ex- 
pected response, he said that a 
bigger “follow-through” problem 
lies ahead. 

“Our educational program can- 
not be considered successful,” he 
stated, “unless we contractors fol 
low through and put this new in- 
formation and training in effect 
Only in this way can our industry 
achieve the stability so necessary 
for orderly expansion of facilities 
and achievement of a reasonable 
profit.” 

Mr. McChesney said that exist- 
ing courses in accounting, esti 
mating, job management, sales en- 
gineering, and business manage- 
ment are only a means to an end: 
that the ultimate objective of the 
program is to better serve the 
public by becoming a stable and 
profitable industry. 

Follow-through toward 


steps 
this objective have already been 
taken by some chapters. It has 
been suggested that the headquar- 
ters staff cooperate from the na- 
tional level. For example, this 
might take the form of aid t 
local certified public accountants 
in the installation of the NECA 
Uniform Accounting System, or 
consulting with members on op- 
erational procedures, problems 
and financial reports. This ques- 
tion is to be studied further by 
the Committee. 

that. 


The report points out 


while progress has been made in 
the collection of badly needed sta- 
tistics and market data, much ad- 
ditional work remains. Two types 
collected: 
which is 


of data are being 


(1) operational data, 
concerned with cost information, 
relative to the 
contracting 


operation of an 
electrical business; 
and (2) market research data, re- 
lating to the volume of the vari- 
ous types of electrical construc- 
tion and who does it. The commit- 
tee report concluded that addi- 
tional and more up-to-date labor 
cost data on all types of outside 


construction is badly needed. 


NECA advertising program 

A major promotional sales ef- 
fort, involving a national adver- 
tising campaign, and an expanded 
contractor-educational program 
was proposed at one session of 
the annual convention by Oliver 
F. Burnett, Jr., Chicago, chair- 
man of the NECA Business De- 
velopment Committee. 

The program is designed to help 
the electrical contracting indus- 
try meet the new technical prob- 
lems and responsibilities result- 
ing from an expected doubling of 
generating capacity and consump- 
tion of electrical energy during 
the next 10 years. The accelerated 
advertising program will help 
contractors make the short-term 
adjustments required by the im- 
minent shift from a_ period of 
heavy defense building to a nor- 
mal peace-time construction 
volume. 

“Electrical 


are losing more business by de- 


contractors today 
fault than they are to competi- 
tion,” according to Mr. Burnett 
“The only way to stop losing de- 
fault business is to better qualify 
ourselves to handle more complex 
engineering problems and to rally 
the industry behind a_ practical 
and aggressive business-getting 
effort.” 

Such a program will go far, he 
said, in freeing the electrical con- 
tracting industry from its past 

feast or famine” extremes, which 
have nullified efforts to stabilize 
employment and secure a_ bal- 
anced operation. 

Violent fluctuation in the year- 
to-vear business volume of elec- 

(Please turn to page 62) 
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Infra-red lamps dry soggy gridiron turf just before a big game. 


Infra-red lamps 


—hottest thing 


by Harrie H. Bierman 


in sports 


A lighting expert offers a solution to a costly sports problem 


—the wet playing field and the cancelled big game. 


@ OUTDOOR spectator sports, like 
football and baseball, are big busi- 
cancellation 


ness, and a game 


caused by a soggy, rain-wet play- 
ing field may be disastrous. Calling 
interscholastic 
game means financial woe for the 
athletic management. Calling off a 


off a collegiate or 


means even 
greater woe to the club manage- 
ment, which has no source of in- 


professional game 


come other than box office receipts. 

Last November, on the eve of an 
important college football game, a 
sports lighting specialist came up 
with a solution to the wet field 
problem. 

A_ sold-out 
large universities had been pre- 


game between two 


ceded by 10 consecutive days of 


rain, and the game’s management 
was threatened with cancelling be- 
cause of the field—by now soggy, 
wet, and in places, ankle-deep with 
mud. 

The desperate management tried 
a variety of methods to make the 
field usable. They hired a heli- 
copter at $50 an hour to blow off 
excess water. They covered the 
field with such absorptives as saw- 
tanbark. They 
gasoline on the field in an effort to 
dry it up. 


dust and burned 


Infra-red lamps used 
When all these methods failed to 


produce satisfactory results, the 


game’s management appealed to 


Electric for assistance 


General 
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And Robert T. Dorsey, G.E. sports 
lighting specialist of Nela Park, 
Ohio, recommended a plan that 
worked. He suggested using mov- 
able banks of industrial type infra- 
red lamps to do the drying job 

“If this type of infra-red lamp 
will dry wet paint and enamel in 
factories,” he reasoned, “why 
shouldn’t it dry up a wet football 
field?” 

The reasoning seemed so sound, 
the field’s management decided to 
try it. “What can we lose?” they 
asked, 

Under the supervision of light- 
ing experts, two movable banks, 
consisting of sixteen 500-watt in 
fra-red lamps each, were installed 

(Please turn to page 63 
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Installations like the one shown above are being seen more and more throughout 
the South and Southwest as farmers and ranchers turn to electricity for help. 


by C. Thomas 


@ EARL MCGEE, of McGee Elec- 
trical Company, San Marcos, Texas, 
is convinced that the small town 
contractor can no longer afford to 
take the adolescent approach. Days 
are gone when the small town con- 
tractor can get by with a crew of 
wire twisters capable of dropcord- 
ing small residences and locating 
and replacing fuses up and down 
Main Street. 

In this complex age the farmers 
pose more electrical problems than 
the city folk. This is because the 
modern day farmer has found it 
cheaper to put electricity to work 
than to board and room extra hired 
hands. 

For illustration, Mr. McGee re- 
ferred to a Mr. Cummings. Mr. 
Cummings is somewhat of a genius 
He is an inventor. He invented 
better ways and means to lay pipe 
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Small=town electrical 


lines. Then he invented new type 
couplings and fittings to make it 
cheaper. These inventions put a lot 
of surplus money in Mr. Cumming’s 
pocket. 

When a Texan gets more surplus 
money in his pocket than he knows 
what to do with, he spends it for 
something he’s always wanted but 
couldn’t afford up until now. 

Cummings had always dreamed 
of owning a ranch. So he bought 
some land near San Marcos... a 
few thousand acres of hills and 
valleys with a nice stream running 
through it. There was only one 
thing wrong with it. The land 
wouldn’t produce enough grass on 
40 acres to feed one steer. That 
was nothing unusual. It explains 
why cattlemen hereabout were not 
making much money. 

Mr. Cummings had a notion he 
had the answer to the local problem. 
Also, he had the necessary money 


to experiment. He hired the best 


agricultural advisers, and began to 
rebuild his land along approved 
scientific methods. Soon he was 
growing alfalfa where alfalfa never 
grew before. (Alfalfa is good for 
cattle). 

Then he put in some grain. Yield 
was better than fair. Now, Mr. 
doing all this 
under a_ bushel basket. 
ranchers were watching with great 
Every one 


Cummings wasn’t 


Local 


concern and eagerness. 
likes to watch an oil man squander 
And the localities were 
no exception. 

If you have ever pitched alfalfa 
from here to there, you know it’s 
bulky and hard to handle and store. 
This prompted Cummings to think 
A dehydrating 


his money. 


of dehydrating it 
plant costs money. 
Cumming’s work takes him afar. 
When the big boys get in trouble, 
they holler for Cummings. He may 
have a crew working in West Texas, 
on the West Coast, in Canada or 
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(Above) The motor shown here was used in the Cumming’s installa- 
tion to grind alfalfa pellets into meal to provide for better mixing 


with grain. 


(Right) Each button on this switch box controls a 


storage bin. When a button is pressed, a conveyor brings grain 
from that bin to the batching tank. If something goes wrong in 
the procedure, one of the horns blows. 


contractors 


Alaska, and for Glen McCarthy all 
at the time. Through his 
trave!s, he heard of a man in West 


same 


Texas who had a dehydrating plant 
for sale. It had used six 
months. went to the 
owner and offered him 
fifty cents on the dollar. His offer 


been 
Cummings 


distressed 


was accepted. 

“I gotta get this down and 
shipped back to San Marcos,”’ Cum- 
mings mentioned to the 
owner, “and 


former 
assembled and _ in 
working order within three weeks.” 

Cummings was advised that if 
he got it up and going in six 
months, he’d be lucky. If you want 
to make a Texas Oil man mad, just 
tell him what he can do and can’t 
do and give him a time limit. 


Small contractor takes big job 


Cummings was willing to bet 
$50,000 he would be operating in 
three week’s time. He had no 


takers, however. What he did was 


must grow up 


fly back to San Marcos to get in 
touch with McGee. Was McGee in 
a position to take care of the forth- 
coming work, or would 
Cummings have to go to San An- 


electrical 


Houston to hire an elec- 
trical contractor? 

McGee thought he could handle 
the job. When would it 
to start? 

Shouted Cummings, “Right now.” 
As he spoke several of his trucks 
plant. 


tonlo or 


be ready 


loaded with the 
Trucks had been driving all night 


to get the plant to San Marcos, as 


passed 


it was torn down. 

McGee didn’t know “from noth- 
ing’”’ what it was all about. There 
were no plans. 
motors, but 


There were several 
where they went and 
what they were supposed to powe1 
Was a mystery to him 

“All we 
Robinson, McGee’s superintendent, 
“was let Cummings tell all about 
something he knew nothing about.” 


could do,” said Jim 
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The electric company had come 
in with their equipment 
a 12,000 primary. 

what 


including 
From they saw on the 
ground, McGee figured they'd need 
a 12 x 12 control room. Cummings 
that too big He had to 
be argued into a room of that size 

As the work progressed, McGee 
take four 
voltages off the transformer bank: 
2,300 three-phase, 440 three-phase, 


220 three-phase, and 110 


thought 


saw he would have to 


single- 
phase. 

“At times,” 
nine 


said McGee, “I had 
working on that job 
back to the 
office, draw up some work plans and 
dash back to the job, to find that 
Cummings had 
in the 


men 


Robinson would run 


plans 
Never knowing 


made other 
meantime 
need, 
we had a truck on the road daily 
Antonio 
Our sup- 


advance what we would 


to our suppliers in San 
But that wasn’t enough 
Please turn to page 60 
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City of Miami enforces room cooler safety 


Education of the public 


and vigilance on 


the part of inspectors have kept Miami’s 


room cooler fires and accidents at “*zero.”” 


by Richard G. Canfield 


See.-Treas., Florida Chapter, LAEI 
Miami, Florida 


@ THE SAME SALESMANSHIP that 
sells a room air conditioner can sell 
adequate wiring. It is a poor pol- 
icy to tell the customer to “plug 
it in like a radio.” This leads to 
blown fuses, burnt out receptacles, 
and unsatisfactory operation of the 
entire electrical installation, some- 
times fire and death. It is not good 
. slesmanship. 

The city of Miami probably has 
more window air conditioners per 
unit of population than any other 
city in the world. But because of 
the aggressive policy of the city’s 
Electrical Division, headed by Elis 
C. Knox, fires from window units 
have been held to the amazing to 
tal of “none” for the past two 
years 

Strict enforcement of a city or- 
dinance requiring that each motor 
of 1/3 hp or more shall be on a sep- 
arate circuit, and providing a 60- 

day jail sentence for tampering 
with fuses is not the only reason 
Education of the public, dealers, 
and a lot of hard work on the part 
of the field inspection force should 
be given most of the credit. 

The City of Miami has required 
the use of non-tamperable type “S” 
fuses for the past 12. vears. Con- 
sequently, home circuits and most 
receptacle circuits in offices are 
fused at 15 amperes. Few 1/3 hp 
motors will operate on this fuse if 
any other load is present. Home 
owners have been educated by the 
use of stickers on their fuse boxes 
and by newspaper articles 

An air conditioning salesman o1 
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fe 


Ili IF COD mapPEN TO You 


" 


4 Electric Line Is An Instrument Of Death! 


Ellis C. Knox, chief electrical inspector, for Miami, has been particularly sue- 
cessful in obtaining newspaper publicity that will help his department enforce 
the electrical ordinances of the city. 


NOTICE 
DATE — 
CONDITION OF WIRING IN THIS Bunowe: 
GOOD FAIR POOR BAD (1 


All electrical) work must be done by a licensed 

= electrician who secures electrical permits and calls 

for inspection. Electricity is dangerous! 110-volt circuits kill more 

persons each year than any other rated voltage. The City of Miami 

examines electricians for competency to install safe wiring, and if 

they qualify, they are issued a Certificate of Competency, which 

they will be proud to show upen request. It is a violation of City 

Electrical rey eee No. 3574 if you employ unlicensed electri- 
cians. These premises were inspected on above date by: 


4449 


CITY OF MIAMI, FLORIDA. 
ELECTRICAL INSPECTION DIVISION 
PHONE 3-4431 


This is a reproduction of a sticker used by the Inspection Division of the City 

of Miami. It is attached to the fuse box at the time an inspection is made. 

These stickers have aided substantially in educating residents of Miami to the 

fact that adequate electrical wiring is absolutely essential to safety by the 
prevention of fires and other accidents. 
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Cords used in violation: 

used to extend permanent 
wiring 

exceed the maximum length 
of six feet 

tacked or fastened to wood- 
work 

not protected against me- 
chanical injury 





extended through partition 
walls 
spliced 


Service: 
overloaded. Must be in- 
creased in size 
center of distribution needs 
repair 
not grounded properly 
improperly enclosed 
not readily accessible 


Appliances: 
improperly connected with 
cords 
not grounded properly 
not connected properly 
not an approved appliance 
gas appliance too close to 
fuse panel 


Fixtures: 

not installed properly 

fluorescent fixtures 
grounded 

not an approved fixture 

installed outside and must 
be removed 

installed without permit or 
inspection 

brass-shell socket over con- 
crete floor 


Outlets: 


switch covers are missing 

blank covers are missing 

joints not 
taped 

switch must be explosion 
proof 


soldered and 


Conduits: 
not properly installed 
not properly strapped 
Circuits: 
overloaded 
not properly fused 


Listed above are some of the elec- 
trical system defects which the 
Miami Inspection Division watches 
for in its re-inspection program. 


mechanic who attempts to cut out 
a type “S” adapter is usually 
stopped before he does much dam- 
age. In a few cases where owners 
and mechanic have both been con- 
victed in city court, wide publicity 
is obtained to prevent a repetition. 
Owners may be fined for hiring un- 


CYLINDER HOLDS CONDUIT SAFELY—Electricians of St. Louis Electric 
Company made the safety pipe holder shown in the accompanying illustra- 
tion by mounting two cylinders, resembling five-gallon ice cream cans, on 
the top frame of their service truck, which will carry up to 50 conduit pipes 
without fear of shifting or jostling. Pipes are loaded into cans through end 
of rear can, which has a hinged lid secured by a padlock. The idea can be 
duplicated at small cost, and will more than repay itself in various ways. 


licensed 
work. 


persons to do electrical 


Advertising sections of daily 


papers are thoroughly scanned 
every morning for any indication 
of a new appliance store or an old 
one offering electrical items that 
are not approved, or who may ad- 
vise mis-use of electricity. New 
stores are called on at once, and 
acquainted with the requirements 
of city ordinances. 

It seems foolish to many people 
that they have to spend $10 to $50 
for electrical work to connect a 
$185 appliance, but sometimes this 
is the case. The inspection Divi- 
sion tries to show interested par- 
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ties why this is so. We have a 
“little black book” filled with pic- 
tures of fires and accidents, as well 
as newspaper clippings, which 
prove our points, but even then we 
sometimes have to “get tough” as 
a last resort. 

Most people can understand (if 
they want to) that wiring which 
was originally installled for only 
six lights, and is now supplying an 
iron, a radio, and refrigerator, can- 
not possibly have an air condi- 
tioner added. This is easily ex- 


plained by using the “water 
analogy.’ 
Selling adequate wiring for an 


(Please turn to page 62) 
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Residential air conditioning on 


@ AIR CONDITIONING loads have in- 
creased rapidly in the southern 
states in the past few years. These 
loads are added gradually, the 
commercial buildings and office 
buildings using air conditioning 
first, with residences 
closely behind. 
Residential air conditioning, at 
this time, may be considered a 
luxury item, but since we have be- 
come dependent on air condition- 
ing in our offices and commercial 
buildings, we will not long con- 
sider it unnecessary in our homes. 
If we review the sales of room 
_air conditioners for the past five 
years, shown in the accompanying 
chart, Figure 1, we can see that 
' of the so-called luxury items the 
room conditioner is most widely 
Fin demand. In 1951, 251,000 room 


following 








Figure 1. This chart indicates the 

sales trend of room air conditioners 

in comparison with sales of other 
so-called “luxury” appliances. 


This article is adapted from a paper 
presented by Mr. Mary before a meet- 
ing of the Engineering and Operating 
Section, of the Southeastern Electric 
Exchange, held recently in Atlanta, Ga. 
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by Austin J. Mary 


Distribution Planning Supervisor 
Gulf States Utilities Co. 
Baton Rouge, La. 


air conditioners were sold as com- 
pared to 42,900 in 1947. In all 
probability, over 400,000 units will 
be sold in 1952 with a still larger 
number to be 
year. 

In order to determine what 
methods might be used to facili- 
tate the handling of these loads, 
we should briefly examine the 
electrical characteristics of the 
room air conditioner. 


planned for next 


The package conditioners are, 
for the most part, powered by '% 
to 1 hp motors with multiple mo- 
tor installations used in larger 
units. The table of characteristics 
of typical units shows that these 
units have a poor power factor 
ranging from 55% to 75°-. These 
motors with their attendant start- 
ing currents not only create the 
problem of building capacity into 
distribution circuits to 
them but, more important, they 


handle 


pose problems of eliminating ob- 
jectionable light flicker. 

When abrupt 
reach a value of from 2 to 3 volts 
they are sure to produce customer 
complaints. These voltage dips 
from two 


voltage changes 


may arise major 


sources: inadequately wired resi- 
dences and inadequately designed 
distribution systems. To keep 
these complaints to a minimum 
we must convince the dealers and 
customers that the wiring for the 
units must be adequate and con- 
nected 240 volts if satisfaction is 
to be obtained. 


Secondary system design 

In spite of the low cost of the 
present distribution 
system and the fact that it has 
proven to be very adequate for 
present loads, the fear is expressed 
from time to time that a whole 
new type of 


secondary 


secondary distribna- 
tion will be needed if the antici- 
pated heavy residential loads are 
to be served satisfactorily and at 
reasonable cost. 

In order to emphasize the load 
carrying ability of present sec- 
ondaries, a step by step procedure 
of load growth will be discussed. 
The problem will be over simpli- 
fied by certain assumptions: 

(1) Loads balanced line to neu- 
tral. 

(2) Loads equally divided on 
each side of the transformer. 














Characteristics of Several Typical Room Air Conditioners 


Rating Watts Volts 


1 Ton 
1 Ton 


34 Ton 


1460 
1200 
1180 
34 Ton 1200 
34 Ton 950 


14 Ton 576 


Amperes Amperes 


Volt- Power Starting 


Factor Amperes 


1860 

2088 35 
1610 d 42 

1739 691 5 
1521 625 23 
941 61.2 33 
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distribution systems 


3) Primary conductors already 
available wherever a transformer 
is to be located. 

(4) There are four consumers 
served from each pole. 

These assumptions do not rep- 
resent the facts in the field, but 
it is not unreasonable to assume 
them, because they give represen- 
tative results which can be read- 
ily corrected for specific cases. 

A load density of 10-kva per 
1000 ft. of secondary is a very 
common one for light load areas. 
Also, a No. 2 wire is the one 
found to be most economical in 
the greatest number of cases and 
will therefore be assumed for this 
example. If, as shown in Figure 
2, we install a 10-kva transformer 
loaded 100% at peak, the per cus- 
tomer transformer demand would 
be 227 watts. If we allow 50% 
overload on the transformer, the 
same transformer will supply the 
future load of 15-kva per 1000 ft. 
or a transformer demand of 340 
watts per customer. 


If, however, a 3-volt dip is con- 
sidered the maximum allowable 
for frequently started motors, then 
the maximum size motor that can 
be started on this system is a %4- 
horsepower, 240-volt motor which 
has a starting current of 24 am- 
peres. If larger motors must be 
started, the must be 
changed to give a lower imped- 
ance, and this means larger cop- 
per, or larger transformers, or 
less length of secondary. Since 
approximately 30° of the drop 
in this case is in the transformer 
and 70% is in the secondary, the 
lowest cost will be obtained with 
a shorter secondary. 

In the second example, of Fig- 
ure 2, it is seen that $3.50 per cus- 
tomer must be added to correct 
for flicker. When this is done 
there is automatically produced a 
system that will carry 535 watts 
per customer or more than double 
the existing 227 watts per cus- 
tomer. The load can be doubled 
without any additional investment 


design 





. 2 


1.-“MIW 


6.25 Kw 





Ay 
2.6 VOLTS Ny 


$24.00 


EXAMPLE 4 


2.75 VOLTS Ad 
2 
$67.50 


Voltege drop due tc load om 120 wolt circuit 
**Motor fluctuation voltage on 120 wolt ci 


3.0 VOLTS** 
—i.—s 
’ A 
24 AMPS, 240 VOLTS 
3/4 & 
3.0 VOLS 
<7 


O 
240 VOLTS 


o 


50 KVA 








Figure 2. These examples show how heavier loads can be handled on secondary 
distribution systems, with the same quality of service, by shortening secondaries 
and enlarging transformer capacity. 
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Conclusions 


The residential air conditioner 
does not present any new prob- 
lems to the distribution engineer. 
From the outset he has changed 
his distribution system to meet new 
demands for service. The follow- 
ing steps can be taken to accom- 
modate these new loads: 

(1) Secondaries can be banked. 
This has been tried by the industry 
only to be discarded because of op- 
erating difficulties. We may be 
forced to solve these difficulties and 
use this excellent means of com 
bating light flicker. 

(2) Use of the 3-kva secondary 
capacitor. Small air conditioners 
and other residential appliances 
have poor power factor. We can 
gain considerably by supplying the 
reactive kva needed as near as pos- 
sible to the unit through the use 
of the secondary capacitor. 

(3) Design for load growth. Dis- 
tribution transformers should be 
initially so spaced as to allow ad 
ditional units to be added as the 
load density increases. 

(4) Use of aerial cable. 
cable has greatly reduced 
tance and, consequently, reduced 
voltage drop. This is increasingly 
evident on low power factor loads. 
Aerial cable is more expensive than 
open wire construction but this in- 
crease may be offset by the savings 
which occur as a result of using 
larger substations spaced at 
greater intervals. Further benefits 
are offered such as: reduced tree 
trimming, reduced storm outages, 
improved appearance, increased re- 
liability, and reduced radio and 
telephone interferences. 

(5) Use line voltage regulators. 
If voltage drop rather than thermal 
loading is the limiting factor, the 
use of line voltage regulators in 
addition to the normal feeder regu 
lators will permit increased load- 


This 


reac- 





in this part of the system. In addi- 
tion, we can 
power motor and stay within our 


start a one horse- 


limits of allowable voltage fluc- 
tuation. 
When the 
former grows to 15 kva, there is 
encountered the first limitation re 
quiring a larger transformer. The 


load on the trans 


voltage drop at the end of the 


secondary at that time is only .93 
volts whereas we can allow a 3- 
volt drop. The next step is to in- 
transformer size 


crease Succes- 


sively until we reach a 25-kva 
size. 

The 25-kva size will carry 37.5 
kva or 1.34 kw per customer. Volt 
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age drop is 2.6 volts—well within 
the 3-volt limit, but too close to 
permit the use of a larger trans- 
former, so the next step will re- 
quire additional 
cations and 


transformer lo- 
shorter secondaries. 
With motor starting fluctuations 
also limited to 3 volts, we can 
start a 1l'-horsepower motor at 
the end of this secondary. 

By further 
length of our secondaries and fur 
ther 
sizes we 
fourth Figure 2 in 
which we have two spans of sec 


reductions in the 
increases in transformer 
ultimately reach the 
example of 


ondary supplied by a 50-kva trans- 
former. With this 
supplying peak demands of 75 
kva, we have established a pei 


transformer 


demand of 6.25 kw 


which is approximately 30 times 


customer 


the assumed present per customer 
demand. 
motor can frequently be 
on this system and kept 
the allowable 3-volt fluctuation 
limit. We are approaching the up- 


A 5-horsepower, 240-volt 
started 
within 


per economic limit for #2 wire. 
If we increase the size of the 
transformer to 75 kva, we will! be 
able to handle approximately & kw 
per customer and stay within our 
assumed voltage limits. 
Frequently, the question is 
asked regarding the economics of 
three-phase systems for larger 
loads. One extra wire is needed 
for a three-phase, four-wire sys- 
tem and three 25-kva transform- 
ers must be installed rather than 
one 75-kva unit. It is obvious that 
single phase utilization would be 
lower in cost 
former on 
about $22 lower per customer. 
When we add the cost of the extra 
service wire and the 


because a_ trans- 


each pole would be 


polyphase 
watthour meter, the saving in fa- 
vor of the single-phase system is 
still further increased. 

However, the utilization equip 
ment consisting of 3 to 5 horse- 
power motors would be lower in 
cost, with reduced maintenance 
and better performance if it were 
three-phase. Further study is 
needed to determine with finality 
the over-all system and consumer 
economics for three-phase or sin- 
gle-phase secondary systems. 

We will next consider briefly 
the loading of the primary cir- 
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cuits. Each primary circuit starts 
from a feed point and extends in 
some pattern until voltage drop 
limitations are reached. We can 
determine, with any circuit pat- 
tern, the maximum load and load 
density than can be handled and 
still give the prescribed voltage 
drop between the first and last 
transformer. When this load den- 
sity is make 


reached we must 


plans to subdivide the area sup- °* 


plied by each circuit and provide 
additional circuits to 
further load 


creases. 


accommo- 
date density in- 

For example, 
given 


suppose for a 
pattern we arbitrarily re- 
duce the scale of dimensions to 
one-half. The area then becomes 
one quarter, giving, for the same 
load per circuit, a density of four 
times the original assumption. 
Since, however, the distance from 
the first to the last transformer 
has been cut in half, the load per 


circuit can now be doubled with 


Bell-ringing short cut... 





no increase in voltage drop. Thus, 
the load 
times the original assumption. 


density can be eight 


On the above basis, a circuit 
which is limited by voltage drop 
to 150 amperes in a 500 kva per 
square mile is good for 300 am- 
peres In a 


1,000 kva per square 


mile area, Since we assumed the 
original area served by one clir- 
cuit to have shrunk to one-quarter 
size, it becomes evident that four 
circuits will be required to serve 
the entire original area at a load 
density of 4,000 kva per square 
mile. 

The application of primary cir- 
cuit design to a given community 
is much more laborious than sec- 
Much sub- 


saved, how- 


ondary system design 
sequent work can be 
ever, by a study of the various 
load areas and comparing them 
with ideal 


previously analyzed 


patterns to determine whethe1 
ideal 


(Please turn to 


any of these patterns are 


page 63) 


Simplify chimes installation 


with supplementary relay 


by I. W. Lippett 


Electrical Contractor 
Houston, Texas 


@ MANY OLD HOUSES still equipped 
with the push-button bell to an- 
nounce callers are changing over to 
the modern and ornamental chimes. 
If the old bell is cut out of the cir- 
cuit and the new chimes are cut in, 
the chances are that there will not 
be enough current to activate the 
solenoid in the chimes. 

The old transformer, usually six 
volts, could be ripped out along 
with the many feet of old wire 
supplying it, but this takes up valu- 
able time, and often results in 
damage to beautiful woodwork. 

Instead of ripping out the old 
and installing an entirely new wir- 
ing system for the chimes, we sim 
ply disconnect the old bell and hook 
in a six-volt relay, and then con- 
nect this with the new 14-volt 


transformer which is usually sup- 
Thus, 


when the original push button is 


plied with the chimes unit. 


pressed, the relay automatically 


extra which 


the solenoid, operating the chimes, 


supplies the boost 
requires. 
This 


respect 


good in another 
also. For example, these 
old bell systems usually have 30 to 


boost is 


60 feet, or more, of wire in them. 
This amount of wire increases the 
resistance to such an extent, for 
example, that a 6-8 volt trans- 
former will hardly push a set of 
chimes. This helps to explain why 
a chimes might not work, or would 
work only weakly, even after it has 
been installed according to specifi- 
cations and using transformers of 
correct capacity, theoretically. 
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Yes, all over the country, builders of such developments as Levittown, New 
York, United Nations Apartments, Long Island, and John Hancock apart- 
ments, Boston, used Leviton wiring devices for good reasons. 


These builders found that Leviton’s “5000” line meets all government speci- 

fications — FHA, REA and others. They found that the “5000” line provided 

double contacts, wide plaster ears to make proper alignment faster. 
The staked brass binding head screws, with large heads, milled slots, 

and up-turned terminal lugs made wiring easier and positive. Cups 5 0 0 +] lin e 

made of heavy, sectioned and ribbed Bakelite assured satisfaction 


in heavy duty performance. wirin a de vices 





For quality’s sake ... make your next installation LEVITON! 


+ main plonts and office: Brooklyn 22, New York 


LEVITON MANUFACTURING COMPANY : warehouses in: Chicago, Ill. and Los Angeles, Cal. 


} offices located in all principal cities 
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CEIL- HEAT 


ELECTRIC RADIANT 
CEILING CABLES 


SO EASY TO 





Install! 





“Before we knew it, Ceil Heat 
was installed and the 
plastering was done in our 
48-unit Skyline Apartments, 
completed last year. The 
installation costs were equal 
MR. R. M. CONDRA to or less than other types of 
Contractor- 
Engineer 
Nashville, 
Tenn. 


heating equipment — and 
comments from occupants have 


been extremely gratifying.” 


THERE is no faster, or cheaper method of 
installing a complete modern heating plant 
to furnish maximum comfort and conven- 
ience, than with Ceil Heat. Now, everyone 
can enjoy carefree, automatic heat with the 
revolutionary electrical ceiling cables that 
prov de invisible radiant heat from above— 


ejust like the sun. 


BWarm even on the cold 


, 


THOUSANDS OF USERS—In Tennessee and 
rby states where Ceil Heat was first installed 
report that it has withstood the severest 
of a lifetime — has kept their homes cozy- 


st days. 


_NEW FREEDOM OF DESIGN—Ceil Hear 


t easier for architects to design more 
e eficient homes by ut 


receded for re 


zing space 
gisters, radiators, pipes, 


, fuel storage, and cellar 


EASY TO ESTIMATE .EASY TO INSTALL— 
ple the cable to the ceiling base according 
Heat engineering directions, and 
CRIY nsta 1 by a 
to calculate heat loss 
nd cab 
SAFE—Invisib it is out of reach of 
rs, fur and dr $s, Y 


nitur et it keeps flobrs 


fingers, 
toasty warm. Its 


t the 


ng system fror ndpoint of fire 


makes 


itis waterproof, non 


TROUBLE FREE—(C 
corrosive--nothing to g 


ceptable for FHA financing 


of order. I Vv ac 


’ nsured loans, etc 


CEIL HEAT IS THE STANDARD — Radiant 


t 


ng heating vy used in homes from coast to 


$s no finer system 


HEATS 
LiKE 


Lomited FRANCHISE areas available 


CEIL HEAT Division, Homes, Inc., Dept. E.S.-1l + 
P. 0. Box 10066, Knoxville, Tennessee 





INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 


Alabama NECA chapters 
unite for representation 


ALABAMA ELECTRICAL contractors 
have taken the first step toward 
organizing a state unit to repre- 
sent them in matters affecting the 
industry, such as state and national 
legislation and labor problems. 

Representatives of the three Ala- 
bama chapters of the Nationa! 
Electrical Contractors Association 

Birmingham, Mobile and Mont- 
gomery—met at the Whitley Hote! 
in Montgomery recently to set up 
the state organization. 

They heard a report from G. T. 
Key, owner of the Key Electric Co., 
Montgomery, regarding operation 
of the state licensing law for gen- 
eral contractors. Mr. Key pointed 
out that the licensing law has been 
inactive in recent but said 
the state licensing board, of which 


years 


he is a member, plans to do con- 
siderably more investigating than 
in the past and will see that con- 
struction in Alabama is done only 
by licensed contractors. 

D. B. Clayton, Sr., president of 
NECA and an executive of Knight 
Electric Co., Birmingham, spoke on 
national legislation that electrical 
contractors throughout the nation 
plan to present to the next Con- 
urged contractors to 
make known their legislative needs 
to chapter and national officers if 
they expect to get action. 

George Erwin, of the Erwin 
Electric Co., Gadsden, pointed up 
the need for appropriations for in- 
spection of installations 
in rural areas. 

The meeting 
Ernest W. Weir, 


gress. He 


electrical 


was called by 


executive-secre- 


tary of the Birmingham chapter. 
Several electrical distributors at- 
tended, and the Montgomery chap- 
ter was host. 


Steel to be tightest 
in first quarter, 1953 

USERS OF STEEL can only hope 
for the best and prepare for the 
worst in the first quarter 1953, the 
Power Transformer and Distribu- 
tion Transformer Industry Ad- 
visory Committee was told recently 
by officials of the National Produc- 
tion Authority, Department of 
Commerce. 

Allotment of steel to the trans- 
former industry for the first quar- 
ter, NPA said, is to be 80 per cent 
of the third quarter 1952 allotment 
which is 20 per cent more than 
most segments of the electrical 
equipment and other industries are 
receiving. 

Committeemen complained that 
the third quarter was not a repre- 
sentative quarter and was too low 
in their industry, and consequently 
the first quarter allotment of 80 
per cent of the third quarer would 
cause a drop in production at a 
time when increased production 
was needed to meet power program 
requirements. 

Complaint was made against the 
30-day inventory limitation on steel. 
NPA pointed out that the intent of 
the limitation is to drive steel out 
into production and 
relates only to receipts of steel after 
Sept. 1. Committee members said 
it was impossible for them to com- 
ply with the regulaion because of 
the irregularity of mill shipments, 
particularly in heavy plant 


of inventory 


and 
structural steel. 
The impact of AEC and associ- 
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TYPICAL TRUMBULL LVD FLEX-A-POWER installation in a large factory 


Modern power distribution made 


more convenient, more economical ! 


Industry has long taken advantage of the benefits 


There is no delivery problem with aluminum LV D. 
of Trumbull LV D FLEX-A-POWER. FLEX -A-POWER’s 


Write for complete information. 
economy of installation. efficient performance and et 
complete flexibility have aided in cutting plant over- i 


head costs throughout the nation. 


Now, Trumbull Electric offers LV D (Low Voltage 
Drop) FLEX-A-POWER with aluminum busbars — a 
major contribution to the busway field. 


LV D now has the outstanding additional advantage 
of being 25 to 35% lighter in weight— making LV D 
FLEX-A-POWER easier to handle and « heaper to install. 


All joints are silver plated for positive contact and 


. 


ONE OF MANY APPLICATIONS OF ALUMINUM LVD FLEX- 


longer life. In many cases there is less voltage drop, 
which contributes to operating efficiency. A-POWER i- as a feeder from transformer to switchboard 


The modern Trumbull LVD FLEX-A-POWER is available with current ratings of from 600 to 5000 amps, in 
2,3 or 4 pole construction, 4000 amps in 2 and 3. poe! 


construction. and is suitable for 600 volt service. 


Trumbull Assures LASTING FLEXIBILITY in Power Distribution 


TRUMBULL ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 
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ated utility requirements on the 
transformer industry late in 1953 
and through 1954 will be terrific, 
the committee was told. In certain 
categories the requirements will 
equal 50 per cent or more of capac- 
itv. An additional production also 
will be imposed by the power ex- 
pansion program. 

Advance allotments of steel for 
the first quarter 1953, amounting to 
60 per cent of the third quarter 
1952 allotments, probably will be all 
the electrical conduit industry will 
receive, NPA said, but after the 
first quarter of 1953 a substantial 
easing of the steel supply situation 
may be expected. 

The over-all supply outlook for 
electrical conduit and electrical me- 
tallic tubing is good, NPA said, and 
if the effect of the steel strike is 
overcome in the next few months, 
sellers of conduit and tubing prob- 
ably will be out looking for orders 
by the middle of 1953. 

NPA reported the electric conduit 
and tubing industry is now opera- 
ing at a rate of $105,000,000 to 
$110,000,000 annually, and the an- 
nual production for the fiscal year 


ending June 30, 1952, totalled 451,- 
961 tons. 

A special notice to encourage the 
use of enameled conduit in lieu of 
zine-coated in the interest of con- 
serving zinc, was cancelled, NPA 
said, because of an ample supply of 
zine. 

Considerable discussion was 
given to the possible discontinuance 
of the production of black enameled 
pipe, but action was deferred pend- 
ing further study. The committee 
agreed the production of black 
enameled pipe imposes an unneces- 
sary financial burden on both pro- 
ducer and distributor, but it also 
was pointed out that the export 
trade in conduit is almost entirely 
in black enameled pipe. 


Heat panel manufacturer 
adopts new firm name 


IN ORDER that the title of the 
company better describe its major 
function, the name of the Apple- 
man Art Glass Works has been 
changed to Electriglas Corp. The 
firm manufactures Electriglas Ra- 
diant Heat Panels. 





HEX-NUT 


A CONNECTORS | 


Quick installation? Yes sir, the extra-large hub 
shoulder completely seals knock-out opening. 
Projections in connector prevent distortion of 
bushing when hex-nut is tightened down. Dur- 
able? You bet! Top quality, non-rusting aluminum 
casting, with tapered rubber bushing for faster, 
longer-lasting installation. Saleable? The year 
‘round! For oval or round cable. With or without 
Duxseal under hex-nut. Write for Catalog 20-B. 


Non-Watertight Connectors — Ground Clamps — Service Entrance 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and 


Romex Connectors. 


. 
a 


SEAL 


the compound does 
Pressure applied in 
tightening hex-nut 
squeezes Duxseal around 
cable rubber, forms an 
extremely weather - resist- 
ant, watertight seal. 











The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, 


OHIO 





Code interpretations 
and interim amendments 
THE ELECTRICAL Section of the 
National Fire Protection Associa- 
tion has issued another official in- 
terpretation of the National Elec- 
trical Code, through its secretary, 
Charles L. Smith. 
Interpretation No. 387 
(Issued October 10, 1952) 
Section 2351-a. Unprotected ser- 
vice conductors : 
family 


STATEMENT A single 


dwelling constructed on concrete 
and cement block foundation walls 
has a two-foot crawl space, between 
the bottom of the floor joists and 
the ground, with no basement. The 
building is served by overhead ser- 
vice drop conductors with meter 
installed on outside building wall 

QUESTION Is it the intent of 
Section 235l-a to permit the ser- 
vice conductors to be installed in 
the crawl space secured to the bot- 
tom of the floor joist extending a 
distance of forty (40) feet to the 
service disconnect in the utility 
room? 


ANSWER— No 


Wakefield makes film 
on school lighting 

A 20-MINUTE, 16 mm color-sound, 
non-technical film called ‘Lighting 
the way to Learning,” has been 
made for the F. M. Wakefield Brass 
Company, Vermilion, Ohio, in the 
interest of glare-free lighting. 

The film visualizes an attainable 
goal in the improvement of school 
room lighting. Prints are available 
for $250 each to power companies 
for showing to school boards or 
other interested groups. 


Atlanta firm new 
Hub representative 

Russ-Don Sales Co., 3105 Rock- 
well Road, N.E., Atlanta, Ga., has 
recently been named sales repre- 
sentative for the Hub Electric 
Manufacturing Co., of Charles- 
town, Mass. The Russ-Don terri- 
tory will include Georgia, Alabama, 
and Florida 

The Hub company is already rep- 
resented in North and South Caro- 
lina and Virginia by Allen G. Gill, 
of Raleigh, N. C.; in Texas, Okla- 
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homa, Arkansas, Louisiana, and 


Mississippi by Milner Manufactur- 
ing Co., of Dallas, Tex.; and in 
Southern Ohio. West Virginia, 
Kentucky, and Tennessee by Louis 
V. Watts, of Cincinnati, Ohio. 


Spero sells fluorescent 
manufacturing equipment 


ANNOUNCEMENT is made by the 
Spero Electric Corp., of Cleveland, 
Ohio, of the sale of its tool and die 
equipment for the manufacture of 
fluorescent fixtures, to the Sun-Lite 
Manufacturing Co., of Detroit, 
Mich. 

According to a statement made 
recently by the Spero company, the 
regular production and operation 
of Spero will in no way be affected. 


Dates Ahead 


Industrial Relations Commit- 
tee, Annual Fall Round Table 
Conference, Sheraton Hotel, 
St. Louis, Mo., Nov. 17-19, 
1952. 


Southeastern Electrical 
Wholesalers Association, “In- 
dustry Day” Meeting, At- 
lanta Biltmore Hotel, At- 
lanta, Ga., Jan. 15-16, 1953. 
M. L. Tice, managing direc- 
tor, 421 Rhodes Building, At- 
lanta 3, Ga. 

American Institute of Elec- 
trical Engineers, Winter Gen- 
eral Meeting, Hotel Statler, 
New York City, N. Y., Jan. 


19-23, 1953. 


Southern Safety Confer- 
ence and Exposition, Atlanta 
Biltmore Hotel, Atlanta, Ga., 
March 1-3, 1953. _. os 
Groth, executive director, P. 
O. Box 8927, Richmond 25, 


Va. 


Sixth Annual Protective 
Relay Conference, Depart- 
ment of Electrical Engineer- 
ing, A and M College of 
Texas, College Station, Tex., 
March 23-25, 1953. L. M. 
Haupt, conference chairman. 


Internationa! Association of 
Electrical Inspectors, Florida 
Chapter, Soreno Hotel, St. 
Petersburg, Fla., April 16-18, 
1953. 


International Association 
of Electrical Inspectors, 25th 
Anniversary Jubilee Meeting, 
Edgewater Beach Hotel, Chi- 
cago, ll., Sept. 21-26, 1953. 
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| Cavalier 


gives you 


The Cavalier 


heavy duty Portable Heater is 


COMPLETELY CLEANED IN 
FIVE MINUTES OR LESS! 


Simply turn knurled knobs 
at bottom and lift off 
outer case. All cleaning 


surfaces readily accessible. 


@ WRITE NOW FOR 
DESCRIPTIVE LITERATURE 


You clean Wall Insert and 


Surface Mounted Cavaliers this way— 


IN 3 MINUTES OR LESS! 


No screws to remove, plenty of 


hand room. Requires only a soft cloth. 


to 
to make them — 


i s 
install under window 


QUALITY PRODUCTS SINCE 1865 


CAVALIER CORPORATION, Electric Heater Division 


CHATTANOOGA 2, 


Avtomatic electric wall insert, surface mounted and portable heaters 


1952 


TENNESSEE 


Bathroom heaters 


53 





Texas firm named 
to represent PECO 

FAIN AND LEVIN, 6134 Overlook 
Drive, Dallas, Tex., have recently 
been appointed to represent the line 
of electrical conduit fittings of the 
Producto Electric Company, of New 
York City. The new representatives’ 
territory will cover Texas, Okla- 
homa, and Arkansas. 


Fisher-Pierece names 
new Atlanta agent 


WALTER W. WILDEMAN has been 
named sales representative for The 
Fisher-Pierce Co., Inc., in the Ala- 
bama, Georgia, and Florida terri- 
tory. His headquarters are located 
at 788 Spring St., Atlanta 5, 
Georgia. 


Statement of Ownership 


Statement of ownership, management, cir- 
culation, etc., required by the Act of Con- 
gress of Aug. 24, 1912, as amended by the 
Acts of March 3, 33, and July 2, 1946, 
of Electrical South, published monthly at 
Philadelphia, Pennsylvania, for October 1, 
1952. 

State of Georgia, County of Fulton. 

Before me, a Notary Public in and for the 
State and County aforesaid, personally ap- 
peared Frank P. Bell, who having been duly 


sworn according to law, deposes and says 
that he is the Business Manager of the Elec- 
trical South, and that the following is, to 
the best of his knowledge and belief, a true 
statement of the ownership, management, 
etc., of the aforesaid publication, for the 
date shown in the above caption required by 
the Act of August 24, 1912, as amended by 
Acts of March 3, 1933, and July 2, 1946, em- 
bodied in Section 537, Postal Laws and Regu- 
lations, printed on the reverse side of this 
form to-wit: 

1. That the names and addresses of the 
publisher, editor and business manager, are: 

Publisher, W. R. C. Smith Publishing Co., 
Atlanta, Ga. 

Editor, Carl W. Evans, Atlanta, Ga 

Business Manager, Frank P. Bell, Atlanta, 
Ga. 

2. That the owners are 
W. R. C. Smith Publishing Co., Atlanta, 
Ga., Estate of W. R. C. Smith, Atlanta, Ga. ; 
O. A. Sharpless, Atlanta, Ga.; T. W. Me- 
Allister, Orlando, Fla.; W. J. Rooke, Atlanta, 
Ga.; E. W. O’Brien, Atlanta, Ga.; J. C. Cook, 

» Ga.; R. P. Smith, Atlanta, Ga., and 
Mrs. E. L. Philpot, Atlanta, Ga.; Mrs. Seba J 
Jones, Atlanta, Ga.;: A. F. Roberts, Atlanta 
Ga.; and Wm. C. Herbert, Atlanta, Ga 

3 at the known bondholders, ortgagees 
and other security holders, g or hold- 
ing 1 per cent or more Y amount of 
bonds, mortgages, or other securities, are 
None. * 

4 Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as 
trustee or in any other 
the name of the person or 
whom such trustee is acting: a 
ments in the two paragraphs show 
fiant’s full knowledge and belief as 
circumstances and conditions under 
stockholders and security holders 
not appear upon the books of the company 
as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner 

FRANK P. BELL 
Business Manager 

Sworn and subscribed before me this 9th 

day of September, 1952 
SEBA J. JONES, 
Notary Public at Large 








RUGGED!! 
SHOWER 





CAT. No. 3071 


DISTRIBUTED THROUGH LEADING WHOLESALERS 





ROOM FIXTURE 


FOR THE 
INDUSTRIAL PLANT 


SPECIALLY DESIGNED FOR 
THE TROUBLE FREE INSTAL- 
LATION. 


CANOPY IS HEAVY STEEL 
WITH QUALITY WHITE POR- 
CELAIN ENAMELED FINISH. 


SOCKET HOLDER IS CAST 
ALUMINUM. 


HEAVY WIRE GUARD IS 
THOROUGHLY ZINC PLATED 
AND FINISHED WITH HIGH 
QUALITY WHITE BAKED ON 
ENAMEL. 


FOR USE WITH 150W OR 200W LAMP 





ELECTRIC MFG. INC. 


& 4223 W. LAKE ST. 


CHICAGO 24 





NAMES IN THE NEWS 


The appointment of W. L. Pearson 
as industrial manager for the South- 
western Public Service Co., with head- 
quarters in the Amarillo general of- 
fice, has been announced by A. R. 
Watson, vice-president of the light 
and power company. 

Mr. Pearson will have direct charge 
of the company’s utilization and sales 
promotion activities, advertising, fuel 


W. LL. Pearson 


gas purchases, and REA relationships, 
Mr. Watson’s announcement said. 

Since 1931, Mr. Pearson has held 
positions in several branches of the 
company’s various activities. Prior to 
his new appointment, he was serving 
as head of all industrial and sales 
promotion activities of the Southern 
Division. 


Two well-known southern electri- 
cal inspectors have been added to the 
personnel of Code-Making Panels of 
the National Electrical Code Commit- 
tee, according to a recent announce- 
ment made by Charles L. Smith, sec- 
retary, Electrical Section, National 
Fire Protection Association. 

H. C. Sale, chief electrical inspector, 
New Orleans, La., has been appointed 
to Code-Making Panel Number 14. 

Richard B. Boyd, Jr., associated 
with the State Insurance Department 
of North Carolina, at Raleigh, has 
been appointed to Code-Making Panel 
Number 16. 

& 


T. C. Wescott, president of Ebasco 
Services, Inc., has announced that 
F. C. Gardner has been elected execu- 
tive vice-president of the engineering, 
construction, and business consulting 
firm. In addition, K. W. Reese has 
been elected vice-president in charge 
of engineering and construction, and 
W. H. Colquhoun has been made en- 
gineering manager of the company. 

Mr. Gardner joined Ebasco in 1939 
as head of the design and construc- 
tion department. He has been vice- 
president in charge of engineering 
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and construction since 1945. 

Mr. Reese joined the conYpany in 
1925 and has been engineering man- 
ager since 1945. 

Coming to Ebasco in 1941 as an ap- 
praisal engineer, Mr. Colquhoun was 
made assistant to the engineering 
manager in 1950 and assistant engi- 
neering manager earlier this year. 


Wagner Electric Corporation has 
announced the appointment of Arthur 
H. Beasley as manager of its Mem- 
phis Sales Branch. Mr. Beasley suc- 
ceeds A. Callaway Allen, who recently 
became sales manager of Wagner’s 
Electrical Division. 

Mr. Beasley joined the Wagner com- 
pany in 1936 as a student engineer. 


Arthur H. Beasley 


After completing his training course 
he was assigned to the company’s 
Cincinnati sales branch, and was later 
transferred to the Chicago branch 
where he remained until his recent 
promotion. 


Ralph G. Cox has been appointed to 
serve as a field represeritative in the 
Charlotte, N. C., area of the Fiber 
Glass Division of the Libbey-Owens- 
Ford Glass Co. Mr. Cox has recently 
been associated with the Duke Power 
Co. His new offices will be located 
at 319-322 Professional Building, 
Charlotte, N. C. 


W. C. Sealey has been named chief 
engineer of the transformer section of 
Allis-Chalmers power department, ac- 
cording to an announcement by G. W. 
Clothier, section manager. 

Sealey joined Allis-Chalmers in 1931 
and has been in charge of the trans- 
former engineering sect.on since 1941. 
He has been very active for several] 
years in the field of electrical engi- 
neering, and is the author of a book 
entitled, “Transformers—Theory and 
Construction.” 

Other new transformer section ap- 
pointments include K. P. Wiederkehr, 
engineer-in-charge of transformer de- 
sign; R. P. Marohn, engineer-in- 
charge of regulator design, and D. T. 
Scag, engineer-in-charge of betatron 
design. 





FIRST: 


THEN: 





Let's all give THANKS that we live in this 
prosperous land with opportunity for all 
and a free government. 


Let's all specify and insist on these fine lines 
from our wholesalers .. . 








CONDUIT 
FITTINGS 


DIVISION 


PRESSED STEEL CAR 
COMPANY, INC. 


Malleable Iron Thin Wall Fittings 
(Compression type up to 2 inches inc.) 
(Set screw type up to | inch inc.) 
CONDUIT FITTINGS, ANGLE, GREENFIELD, 
ROMEX and B.X. CONNECTORS—E.M.T. and 
HEAVY WALL CONDUIT STRAPS—LOCK- 
NUTS — BUSHINGS — ENTRANCE ELLS and 
CAPS — OVAL SERVICE CABLE CAPS, 
STRAPS, and CONNECTORS 
All fittings made of Malleable tron 





STAR-A ELECTRIC MFG. C0., INC. 


WIRING DEVICES 
CORD SETS, SPECIALTIES 
Brooklyn 6, N. Y. 








NEWART MFG. COMPANY 


0 50) 


sect” 


Complete Line of Switch Boxes, 
Outlet Boxes and Covers in all 
} standard types and sizes. 





COMMERCIAL ENCLOSED 
FUSE COMPANY 


PLUG FUSES 
NON-RENEWABLE FUSES 
RENEWABLE FUSES—LINKS 


USED BY SOME OF THE BIGGEST INDUSTRIAL 
PLANTS. THEY MUST CE GOOD. 





MERIT 
MOLDED PLASTICS CORP. 
PROVIDENCE, R. I. 


The reliable design 
for wall plates. 
Ask your whole- |' 
saler about the 
premium offer. J 





PARAMOUNT 
Christmas Lights 
Need No Extra Safety > 

Devices... They Are Safe! 


Underwriters’ Approyed 
for Indoor and Outdoor Use 
At All Good Stores —__ 


RAYLITE ELECTRIC CORP. 
305 Rider Avenue, Bronx 51, N.Y. 





OHM 
WIRE AND CABLE 


BROOKLYN, N. Y. 
POT, Thermostat Cable, and Bell Wire 


PROMPT SHIPMENTS 








ozs 324 PETERS ST., S.W 
>” ATLANTA 3, GEORGIA 
MAIN 6886 





JULES J. DREYFUSS’ SONS 


ELECTRICAL FACTORY AGENTS 


WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 


MEMBER 


New Address: 
1361 N.W. 23rd St 
P. O. Box 187, Allapattah Sta 
Miami 42, Florida 
Phone 2-6736 
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cover New England, New “York, 

northern New Jersey and northern 

Pennsylvania. Mr. Young joined the 

Bryant organization in 1928 and has 

served as field representative in Ohio, 

Michigan and western Pennsylvania. 
© 

Promotion of J. F. “Bub” Tuohey 
to the newly-created position of gen- 
eral sales manager of Arkansas Power 
and Light Co. was made known in a 
recent announcement by W. M. Shep- 
herd, vice-president in charge of AP 
and L sales and development. 

Mr. Shepherd also announced that 
W. H. Kennedy will succeed Mr. 
Charles M. Shreck John RN. Craig F. Cullen Adams Tuohey, who has served since 1946 

as director of the AP and L Industrial 
ee and Area Development Department 


~@ 


Bryant Electric Company, Bridge- gan, Indiana, southern Illinois, 
port, Conn., announces the appoint- tucky, Tennessee, and eastern Mis- 
ment of four regional managers who souri. Mr. Craig joined the Bryant 
will direct the activities of the field organization in 1929 and has served 
representatives in their respective re- as field representative in the Chicago 
gions District. 

F. Cullen Adams, with headquarters Charles M. Shreck, with headquar- 
in Washington, D. C., covers southern ters in Dallas, Texas, will cover lowa, 
New Jersey, southern Pennsylvania, North Dakota, South Dakota, Ne- 
Delaware, Maryland, District of Co- braska, Kansas, Oklahoma, Arkansas, 
lumbia, West Virginia, Virginia, Texas, southern and eastern New 
North Carolina, South Carolina, Mexico, western Missouri, Louisiana 
Georgia, Florida and Alabama. Mr. and Mississippi. Mr. Shreck has been 
Adams has served as field representa- office manager of the Bryant Chicago 
tive in the southeastern states since District office since joining the organi- 
joining The Bryant Company in 1945. zation in 1948, 

John R. Craig, with headquarters Warren H. Young, with headquar- 
in Cineinnati, will cover Ohio, Michi- ters in Newark, New Jersey, will 


J. F. Tuohey 





Mi chey joined the company as 

a sub-station operator in 1931. He 
worked as meter man, clerk, and en 
gineel before be ng promoted to the 
department in 1937 He was 
commercial and residential sales man- 
ager, and served as sales promotion 

2 tM manager n 1942. The company’s 
community and industrial develop 
ment program, which he has_ been 
heading, has gained national recogni 
tion as the “Arkansas Plan,” a pro 


gram of state-wide economic promo 
ion jointly sponsored itl he State 

IN DU STRIA L—COMMERCIAL. ee Re s tn “al ‘ Devel hoses ‘Gane 
sion ane kansas Econ » Ue l. 

FLOODLIGHTING... PUMP Mr. Kennedy joined AP and Lin 
ISLAND INSTALLATIONS — | 2.35, “ycmgina, design 

Mr. Tuohey’s assistant 

There is an Abolite reflector for every 
lighting need. Write today for the new 
Abolite catalog . . . a complete line of 
lighting equipment for all industrial and 


commercial applications. 


THE JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 
WHITER THAN WHITE 


PN :Jof Rha - 
Ati 





W. H. Kennedy 
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Measure current instantly without shutting 
NEW PRODUCT NEWS down equipment or making ammeter connections! 
\ Save costly man-hours by carrying this pocket- 

size tool on every call. Balance loads, locate 
Telescope raceway fittings grounds, trace shorts. Determine load conditions. 
NEW TELESCOPE fittings have been Check motor overloads, start and run current, 
added to the line of flanged wireways relay settings. Check open windings in motors, 
and fittings produced by Keystone 
Mfg. Co., of Centerline, Mich. The fit- check out controllers, check voltage losses, etc. 


tings can be adjusted to allow for . - Ps 
variations when dimensions do not Remember, “you’re the doctor 


conform to standard wireway lengths. when you walk in with an Amprobe. 
size up 
the situation at a glance 


s eS 
? 4a] x 
eo | ~ ser 
' ~~ SCREW 
The fittings are brake formed from 
16 gauge steel, and are painted for 
rust resistance. They are furnished — 


for 2%e-inch, 4-inch, or 6-inch wire- 


ways, and are adjustable in length ™. 
from 8 inches to 12 inches. The set 

screws lock the fittings in place when 

they have been adjusted to the de- ’ 
sired length. The bolt holes are pierced \ 


through the flanges, thus eliminating 
the need for drilling before installa- 
tion. 


* 

Wire connectors 
THE MAKERS of Dutch Brand elec- 
trical tapes, Van Cleef Bros., Inc., 
7800 Woodlawn Ave., Chicago 19, Il., 
have added wire connectors to their 
line. These new connectors, known as 
“DB” wire connectors, are available in 
of the complete with cow- 
hide case and 


four standard sizes, are made 

finest grade phenolic material, and are veltiap ton eed 

listed by Underwriters’ Laboratories. IN 

AMPROBE “300” 

& 0-6/15/30/60/150/300 amps A-C 
0-150 /300/600 voits A-C 

Pole top gin aes Wace enn 

i . AMPROBE 600" 

THE MANUFACTURE of a pole top gin, to 600 amps A-C) 

ised to hoist transformers, switches, 

breakers, and other heavy line equi} = a 


ment, has been announced by the A. AMPROBE “1200” 
, 


3. Chance Co., of Centralia, Mo. (to 1200 amps A-C) 
Rotating in a complete circle, it can $6750 complete 


WRITE TODAY: | 


be placed the bes : 
t yiaced in tne Dest Si nt ver 
- . 2 ee toa PYRAMID INSTRUMENT CORP, LYNBROOK, N.Y 
come such difficulties as secondary Export Div.: 458 Broadway, N Y.C.) 
wire obstructions, various sizes of PYRAMID INSTRUMENT CORP., 


+ 


mounting brackets, and rough terrain Dept. ES 


2, Lynbrook, New York 


at the base of the pole. The gin fits a Send Butietins describing 
R) 
AMPROBE 9 2 
Amprobe Model 300 
the only 
pocket-size 
snap-around 
volt-ammeter 
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Only 


PLUGMOLD 2000 
gives you SWITCHED 
and HOT OUTLETS 


in. the 
SAME Receptacle! 


WirntMoLD’s exclusive 
SNAPICOIL eliminates 
multiple connections 

between short lengths - 


receptacles are pre-wired 
in 50 foot coils. 


n 


= <i ee 


The Snapicoil 3-wire duplex 
receptacles of the new Plugmold 
2000 multi-outlet: system have 
one side switched and one side 
“hot”’—this exclusive Plugmold 
feature means extra convenience 
in homes, stores, offices . .. 
everywhere, 


3-4 


The same size Plugmold 
2000 raceway also accepts Snapi- 
coil 2-wire duplex all “hot” or 
NEMA 2-wire grounded recep- 
tacles. Only one size raceway is 
needed on the job! 


To une ¢$-- =... 


Plugmold 2000 is easier, 
faster and cheaper to install! 


Write today for the new, 
free Plugmold 2000 book! 


PLUGMOLD 2000 





multi-outlet system 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 





atop any solid pole with its compact 
clamp assembly fastened with a safety 
locking chain tightener. The gin beam 
can be raised or lowered 60 degrees. 

Both light and heavy duty sizes are 
made. The total weight of the light 
duty size is 35 pounds and the heavy 
duty size weighs 58 pounds complete. 
The same clamp assembly can be used 
with both sizes as the gin beam is in- 
terchangeable. 

Through various combinations of 
sheave blocks, the gin has lifting ca- 
pacities up to 2500 pounds. After the 
gin is clamped, one end of the beam is 
tied and the rope is fastened securely 
at the base of the pole. A rope is run 
through the opposite end ring and 
through the pulley wheel and then the 
load is lifted by a fall line pulled by a 
workman on the ground. The linemen 
on the pole rotate the gin to swing the 
load away from all obstructions. 


Victor attic fans 


ATTIC FANS have been added to the 
line of products now being produced 
by the Victor Ventilating Co., 320 
South Wayne Ave., Cincinnati 15, 
Ohio. 

The new line will include 30-inch, 
36-inch, and 42-inch models, each 
with rubber-cushioned mounts, and 
capable of being mounted either ver- 
tically or horizontally. 

A complete line of separate auto- 
matic ceiling shutters is offered with 
the new fan line. 

The company, which is successor to 
Victor Electric Products, Inc., is pres- 
ently marketing a line of kitchen and 
exhaust ventilators and accessories. 


* 
Hospital lighting fixture 


A NEW HOSPITAL lighting fixture, 
manufactured by Gruber Bros., Inc., 
125 South First St., Brooklyn 11, 
N. Y., offers direct and indirect light- 
ing throw for general or local light- 
ing over hospital beds. 

The wall-mounted unit uses two 
60-watt 


incandescent lamps its 


upper section for general lighting and 

one 75-watt incandescent lamp in its 

lower section for local lighting over 

the bed. Manual control allows use of 

either the upper or lower or both sec- 
tions of the fixture. 


Constructed of sturdy cast alumi- 
num, the unit has a %-inch Herculite 
tempered glass top which make it 
dust tight, a prismatic lens tilted at 
an angle to project the direct light 
over the bed and reduce direct glare, 
and alzak reflectors in both sections. 
The prismatic lens is held in a hinged 
door which is locked by a self-retain- 
ing thumb screw. 

The unit eliminates the necessity 
for overhead general lighting in hos- 
pital rooms. Full information is con- 
tained in a data sheet on the No. T-580 
fixture. Copies are available on re- 
quest. 


Unistrut pocket catalog 


A NEW POCKET-SIZE, 84-page cata- 
log designed for use by the worker 
on the job, and as a handy reference 
guide for the architect, engineer, 
draftsman, contractor, and builder, is 
now being distributed by Unistrut 
Products Co., 1013 W. Washington 
Blvd., Chicago 7, Ill. 

Included in the catalog are useful 
reference tables, graphical symbols, 
and data covering weights and dimen- 
sions, warehouse and distributor loca- 
tions, and complete ordering informa- 
tion. 


Hook-on volt-ammeter 


A REDESIGNED hook-on volt-ammeter, 
with higher voltage and current 
ranges and a new pointer-stop mechan- 
sm, has been announced by the Meter 
and Instrument Department of the 
General Electric Co., of Schnectady, 


N. Y. Designated type AK-1A, the 
new instrument will measure alternat- 
ing current instantaneously on five 
scale ranges. It can be used on both 
insulated and non-insulated conduc- 
tors by simply hooking it around the 
power line. No separate transformers 
or additional equipment is required. 
The instrument will also measure 
a-c voltage on three ranges of O-150 
300/750 volts. To use these ranges, 
the terminals are connected to the 
line, and a_ positive-action selector 
switch is turned to the desired scale. 
The “hook-on” portion of the AK-1A 
is a split core transformer with its 
secondary winding tapped for differ- 
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ent ratings and connected to a recti- 
fier instrument through a_ range- 
changing selector switch. When the 
switch is thrown to any voltage-range 
position, the rectifier is connected to 
the binding posts through proyer in- 
ternal resistors. Voltage may be mea- 
sured by connecting leads to the bind- 
ing posts on the front of the instru- 
ment. The entire instrument is shielded 
magnetically. 

The new pointer-stop mechanism 
permits the user to quickly determine 
peaks in motor starting currents. 


Adjustable bar hangers 
ADJUSTABLE bar bumpers for non- 
metallic outlet boxes have been in- 
troduced by Fast-Lok Manufacturing 
Co., Bridgeport, Conn. These new bar 
hangers are furnished with the popu- 


lar snap-on stud or snap-on button, 
and it is not necessary to disassemble 
and reassemble the bar hanger to 
attach a non-metallic outlet box. 

Further information about this new 
line of adjustable bar hangers is 
available by writing to Fast-Lok 
Mfg. Co., Ash St. at Bedford, Bridge- 
port, Conn. 

4 


Heavy switches bulletin 

THE COMPLETE LINE of “B-2P” high 
capacity switches for outdoor service 
is described in the new bulletin put 
out by Delta-Star Electric Company, 
a division of the H. K. Porter Com- 
pany, Inc., of Chicago, Ill. 

The bulletin, No. 5207, is fully il- 
lustrated by means of photographs, 
diagrammatic drawings, tables, etc. 
These heavy duty switches utilize high 
pressure contacts at clip and hinge 
ends without the use of threads or 
other complicated clamping devices. 
The cam shaped pressure applicator 
and other design features make the 
opening and closing operations of the 
“B-2P” easy and positive. “B-2P” 
switches are available in 2, 3, 4 and 
5 thousand amperes, up to 34.5 kv. 


New Hab catalog 

A NEW CONDENSED catalog, No. 952, 
is now ready for distribution by the 
Hub Electric Co., 2255 West Grand 
Ave., Chicago 12, Ill. 

This catalog is made up in the same 
quick reference format that has 
marked the company’s previous con- 
densed catalogs. It presents a repre 
sentative selection of the Hub line of 
recessed, surface, and suspended 
lighting equipment for schools, 
theatres, churches, stores, offices, 
banks, hospitals, and institutions. 





switchgear 


{drawout or stationary) 


“Concentrol"’ motor 
control centers 


panelboards 


feeder & plug-in 
bus duct 


unit substations 
instrument panels 


*“Weather-Loc’’ 
enclosures 


theater switchboards 


wireway 








DATA ON INSTALLATION PICTURED 
High voltage sections: Load 8 
terrupter Switches 


Transformers: Askare| Immersed, 1500 KVA, 


3-Phase, 12,000-480 V. 

Switchgear: 600 V., Drawout Type Air Cir- 
cuit Breokers 

Bus Duct: Continental Low Impeda 
Bus Durt. 


e Feeder 


Before you decide on 
any Electrical Distribution 
Equipment, be sure you have 
Continental's engineered pro- 
posals and delivery schedules! 
Your inquiries will be given 
prompt attention .. . and Con- 
tinental’s standardized equip- 
ment will get you into action 
«.. fast! 


@ @ @ the modern, low-cost 
‘packaged’ method of supplying 
power. This Continental installa- 
tion is a 3000 KVA Double Ended 
Unit. With Continental equipment, 
you can coordinate your complete 
electrical distribution system. And, 
Continental craftsmanship gives 
you top performance and appear- 


ance value. 


ELECTRIC EQUIPMENT CO. 


BOX 1055-S, CINCINNATI 1, OHIO 


«++ manufacturers of 
one of the most complete lines of 
Electrical Distribution Equipment 


Send for 
literature and standards 


Specify Continental . . . with Confidence! 
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Fluorescent lampholders Southern States Equipment Corp., « 


tion when a new lamp is installed. It 
; Hampton, Ga also protects ballasts from overheat- 
A COMPLETE line of turret-type a Aborss a 

picetiadiens tie alma ae iad ted : The bulletin discusses Type HMH1 ing due to continuing starting at- 

« ynoiaders for singie 1 anc yi-pir : ° » 

Pte cent lamps in Ron and te expulsion power fuses for extra heavy tempts. 

eae ail _—" * Sa ~ino agen duty application on utility and indus- a 

le Cc é ns as -e an- Tr 

age I it th I oF ie Divisi f trial power systems. The fuses carry 

e D ks is ‘ r a . c . ‘ . ac 

Sy cates <f as neared a gt a voltage range of 7.5 kv to 69 kv, 50.‘ Small-town contractors 

. ivi é miectric ‘oO cts, peg . . 

Br ae ion ase City. Fiv to 400 amperes, and 115 kv to 161 kv, 

roar é ew yr © e - 

“igi : : 50 to 200 amperes. 

styles of single pin and three models 7 , one 4 ne materis — 

yregtioals - he ot ations Operating features include fu!) pliers shipped us material on every 

oO y1-p olders are avallé > ° 9 

I ‘ ae dropout action, double venting, inter- bus and train. 
changeability, high pressure line con The job was completed and the 
rete es latching, portend plant was in operation within three 
hinge, and snubbing action which aids ’ - ° 
pal Sera or eg ie week’s time. The cost was high. 

in eliminating shock on the holde 


and lower insulator unit. There were no complaints about it. 


Continued from page 43) 


f Also covered by the booklet are con- With the dehydrating plant in 
- j struction features and recommended operacion, Cummings soon ordered 
- a , mounting clearances of the Type some large mixing and batching 

; HMHA1. ' . 
> A e e tanks . .. all to be electrically 

operated. 
Fluorescent lamp starter jut... by this time, Cummings 
A NEW AUTOMATIC reset fluorescent had another idea. He was in a 
Joth the bi-pin and the single pin lamp starter, the FS6-NA, has been position to feed out cattle. That is, 
holders possess certain features whict announced by the Lighting Division of cattlemen were bringing their feed- 
Bo wiveante Electric Products 39 . he 
prevent binding and sticking, vibra- a 8 greeny : “< ag 1740 ers into Cummings, weighing them, 
tion, and poor contact or arcing. roadway, New York 19, N. Y. . and le: y the to C encane 
The FS6-NA is a two-pin starter fo = caving em , umming 
a ise with 85, 90, and 100-watt lamps Cummings would feed the cattle, 
Heavy duty fuses Like the FS4-NA starter, recently an- and when the owners came for 
“ t nounced for 40-watt lamps, it auto- 
RECENTLY PUBLISHED, bulletin No. matically cuts out a blinking and extra weight he had put on them 
52HMH1, describing their line of flashing lamp which has reached the \ m ‘ P 3 = 
° . ° ’ a is Ss ‘ > rs s 
extra heavy duty expulsion power end of life, and it automatically resets . this is written, Cummings 1 
fuses, has been announced by the the cut-out to provide normal opera- feeding out 12,000 head. 


them, they paid Cummings for the 


If you ever slopped old Bessie, 
you will appreciate the fact that 
feeding out 12,000 head of cattle 
& comes under the heading of big 

business. Cummings could not pos- 

& DUST-TIGHT sibly mix the feed for this many 

LIGHTING cattle by hand. He, therefore, 

FIXTURES bought the mixing and batching 
tanks, previously mentioned. 

Farm hands are still farm hands. 





..-for hazardous locations where 
flammable or explosive dusts are = : “a 
To eliminate the chances of thei. 
present. Class II, Groups E, F, G Ki : eatigeet 
making an error in mix e 

and Class Ill. patage aN 
feed, Cummings devised a means 


of to proportion out the feed auto- 
resign? matically. That is, by pushing a 
series of buttons, grain would rur 


Pr » tanh slectric: °On- 
t Lampholders are located from one ank, electric ally con 
within the conduit box as- ; } j 5 
y veve t é ate yr ti Ssev- 
sembly of both pendent and eyed, into a hatching t ink. eV 
junction box types, permit- ‘al varieti 7 
' , . eral varieties of 
R&S Type DL Lighting Fixtures contribute outstand- ting installation and wiring 
ing advances in fixture construction and installation without regard to size or manv tanks 
simplicity! They operate very cool —'way below al- . style of fixture : 
lowable temperatures for this type of installation When there 
Iwo exclusive design features, in addition to basic « } | . } ] 
. . > : > ows over tn nstrument board 
advantages common to other well-constructed dust- 2 All pesca? gio a ae veE Se! rumen 
tight fixtures, assure faster, easier installation, cleaning - flector assemblies fit either \ 1at horn blows, the operator 
nd relamping. They're made of cast aluminum alloy mete — are venly attached 
a li } ade a Q F y > 4 ae 
— designed with streamlined simplicity — and shaped ee ee knows where the trouble is. 
a simple bayonet slot and 
to prevent dangerous accumulation of dust — the 


grains from as 


are thus controlled. 





is a jamming, a horn 


screw arrangement, without This was another detail to he 
Write for Information Data Sheet No. 7 disturbing electrical connec- 


tions, figured out on the job. In this set- 


Box bas : : : : te 
tt AP up there is everything from 250 to 
lube —re- di 2 hp motors 


Isai Cummings’ power bill for a 
RUSSELL & STOLL COMPANY, Mad * 125 BARCLAY STREET, NEW YORK 7 





month runs $1,500. 


For an electrical magazine, we 
have gone into a great deal of de- 
tail about the nature of the job, 


PRECISION-BUILT ELECTRICAL EQUIPMENT — SINCE rather than a detailed account of 
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the electrical work involved. 
There’s a reason for this. 

All through the South and the 
Southwest changes are coming so 
fast that what’s new today, will be 
old stuff tomorrow. Take this job 
we have just finished — already, 
this job is slated to be redone. 

Buildings are to be torn down, 
all wiring is to go underground. 
There will be a new control room 


(the next one large enough to ac- 
commodate all the cans and boxes). 


New uses for electricity 

Cattlemen can no longer depend 
upon the range for feed. Range- 
fed cattle are a drug on the market. 
Dairymen have reached a_ point 
where they must feed out their 
stock. The South and the South- 
west, already are pushing the Dela- 
ware-Maryland area for first posi- 


ARRGFLUTE “ES 


CARBIDE MASONRY DRILL 


CARBOLOY CEMENTED CARBIDE TIPS 


@eeeseeeeeeeee eeeee COSHH HOHHHOH OHH OOO OOO OOHM 


tion in broiler raising. This means 

new uses for electricity. It means : 

new and unusual jobs for electrical 

contractors. For All Masonry 
Who’s going to get these jobs « 

coming up?’ The small town con- : = 

tractor will get his share, provid- Removes Dust 

ing he gets the man-power to han- —> Automatically 


dle them. Otherwise, they will be 7 
let to the city contractors. = Drills Full Depth 

“We are encouraging our small ‘ 
local contractors,” said McGee, “to : 
get out and bid this residential , Faster Cutting 
work we just can’t get to. We i ee 
boost what many contractors con- Longer Life 
sider their competition . . . the : e 
small contractor working out of his ‘No Stalling 
home or garage. We even go so 
far as to recommend them to our 
customers wanting small jobs. The 
competent ones are our salvation. 
They take a load off us that would 
burden us, if we had no one we 
could turn these jobs over to.” 

McGee, who keeps his ear to the 
ground, started to prepare for what 
is now happening two years ago. 
He has built up a small crew of 
three top men who are capable to 
handle on-the-job problems. These 
are journeymen who can work as 
such, or at a moment’s notice take 
over as job superintendent. 

Locally, McGee has executed 
some pretty difficult jobs. 

“Does this build your prestige?” 
we asked. 

McGee thought it did. 

“Does this make it possible for 
you to bid and get your price on 
small residential work?” 


Se eee eee SSS SSS SSS eeeeeeSeeSeeeeeeeeeeeeeeeeeeeeese 


Now, you can drill any type of masonry easier . . . brick, 
concrete, marble, slate, tile, and plaster. Arro’s new improved 
Arroflute Masonry Drill with carboloy cemented carbide tips 
drills faster, easier, cleaner and deeper than any other drill. 

The New Arroflute Masonry Drill is designed to remove 
the dust as it drills. No packing—no stalling . . . Arroflute 
drills full depth without removing. 

Ideal for... Expansion-bolt installation—sign hanging—insulation 
work — installing equipment — plumbing anchoring partitions — wiring 
buildings — building maintenance — tile setting — antenna installation 


Write for Catalog +68 Describing Arro’s Complete Line of Anchoring 
& Drilling Devices for Masonry 


ARRO EXPANSION BOLT CO. © MARION, OHIO 
Sold through distributors only 
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A NAME 
GROWING BIG 
—ELECTRICALLY 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. 








“Dongan” Luminous Tube 
... Fransformers... 


THEY GIVE 
LONGER 
SERVICE 


The longer life of Dongan Trans- 

30% LIGHTER formers is due to their high quality 
20% SHORTER and extra load-carrying capacity. 

20% NARROWER They are tops in performance, re- 


ducing service calls to a new "low." 


DONGAN ELECTRIC MFG. COMPANY 
2998 Franklin Detroit 7, Mich. 


Southern Representative: 


George R. Koein 
144 Walker St., S.W. 
Atlanta 3, Ga. 


Send for 
The Dongan Line NEW 


Since Nineteen-Nine CATALOG 

















“If we are $15 high on a bid,” 
McGee answered, “our competitor, 
the low bidder, nine times out of 
ten gets the job.” 

Here is a situation that the aver- 
age contractor fails to understand. 
McGee understands it fully. 


Room cooler safety 


(Continued from page 45) 


appliance is part of the salesman’s 
job. He should know this part of 
his job if he is to satisfy the cus- 
tomer and stay in business. Since 
requirements of the National Elec- 
trical Code and city ordinances are 
enforced impartially, the cost of 
adequate wiring falls on all alike, 
and no dealer or salesman has any 
advantage. They know that their 
competitors will have to live up to 
the law, just as they will. 

For a city that has been snowed 
under by room air conditioners, or 
has let it get out of hand, the prob- 
lem is more difficult. The first step 
in clearing up the situation should 
be to make sure enforceable, sen- 
sible laws are on the books to cover 
electrical work of this type. 

The second step is to enforce the 
law impartially. 

The third step is to educate the 
public and dealers through public- 
ity of all kinds. 

The fourth, and most important 
step, is to keep at it—it’s part of 
the job. 


Contractor convention 
(Continued from page 40) 


trical contractors has been due 
almost entirely to their depen- 
dence on competitive jobs only. 
As long as this situation prevails, 
and the electrical contractor fails 
to take advantage of the new and 
expanding opportunities available 
through creative selling and in- 
terpretative engineering of heavy 
equipment installations, it will be 
impossible to carry out an intelli- 
gent expansion program adequate 
for tomorrow’s industrial demands. 

The committee further recom- 
mended the allocation of 20 per 
cent of the annual revenue of the 
national association to defray 
costs of the promotion program, 
and a similar 20 per cent contribu- 
tion from the annual budgeted ex- 
penses of each of the 105 chap- 
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ters throughout the country. 
Norvell Ogden, president of the 
Power Electric Co., of Jackson, 
Mississippi, addressed the conven- 
tion on the subject of Advertis- 
ing. He stressed the importance 
of market analysis and media se- 
lection, pointing out that any 
successful advertising campaign 
must extend over a period of time, 
building up slowly, without ex- 
pectation of over-night results. 


Distribution systems 
(Continued from page 48) 


useable or can be adapted. 

It is not wise to be too arbitrary 
in the choice of allowable voltage 
drop between the first and last 
transformer in the primary cir- 
cuit design. This voltage range 
often can be increased to advan- 
tage by overloading distribution 
transformers near the feed point 
and not loading as heavily the 
transformers farthest away. We 
might also reduce the average 
length of secondary runs as we 
move farther from the feed point. 








LOCK-OVER 
CLIPS 


Made in three sizes that are adapt- 
able to all sizes of service entrance 
cable. 


No. SCI5 No. SC20 No. $C25 


Adaptable to Adaptable to Adaptable to 
Sizes Size 3 
8 &N 


Makes Neat, Permanent, Rust Proof Job 


EASY TO INSTALL: Fasten to side of 


building with screw, insert cable, fold 
over with fingers, and f necessary, se 
cure with hamn 

MADE OF ALUMINUM—NON CORRO- 
SIVE—will n r discolor building 


i t stair i 
(Cadmium plated screws furnished) 


Also Manufacturers of 
STAPLES STRAPS 
For BX, Romex and For Thinwall Conduit 


Service Cables and Service Cable 


FISH WIRE SILL PLATES 


BRISTOL 
ELECTRIC MFG. CO. 


15 WILLOW STREET 
NATICK, MASS. 














The primary feeders in residen- 
tial areas are operated most com- 
monly at 2400/4160 volts, three- 
phase, four-wire. There isa grad- 
ual trend toward the use of 
7620/13,200 volts. This voltage is 
rapidly being adopted in light 
density rural areas, and in the 
past few years many companies 
have gone to this voltage or other 
voltages higher than 5 kv in urban 
areas. 

Higher primary voltages permit 
using smaller conductors and few- 
er feeders, energy losses are re- 
duced, regulation is improved, and 
load capacity is increased. 

Higher voltage distribution 
feeders increases cost of trans- 
formers, protective equipment and 
line insulation, and also increases 
the problems of maintenance, tree 
clearance and clearances on the 
pole when sharing poles with the 
telephone company. 

Higher voltages cannot be justi- 
fied economically unless the cir- 
cuits carry more load. More load 
per circuit means that a greater 
number of customers will be out 
for any given fault conditions un- 
less some means of sectionalizing 
is used. 


Infra-red lamps 
(Continued from page 41) 


The plan was to dry the field in 
30-foot-square sections at a time. 
The banks of lights were moved 
from section to section at 40-min- 
ute intervals throughout the night 
before the game. By playing time, 
the field was in vastly improved 
condition—it was usable! 

“The infra-red drying lamps 
should be a part of the equipment 
of every outdoor athletic field 
ground-keeper,” says Mr. Dorsey, 
“not to replace tarpaulins used to 
protect fields against expected rain 
or snow, but as an auxiliary to 
remedy whatever dampness tarpau- 
lins fail to keep off. The best 
method for using the infra-red 
equipment is: dry up the wettest 
and muddiest spots first, then move 
the banks of lights to less damp 
spots.” 

He recommends using the equip- 
ment for race tracks, tennis courts, 
and out-of-door sports fields of all 
kinds. 

Banks of infra-red lamps may 
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POLES 
WITH A 
FULL LINE 


OF 
LUMINAIRES 


MERCURY-VAPOR 


43 


INCANDESCENT 


CONVERTIBLE 
AREA LIGHTER 








HIGH, MEDIUM AND 
LOW BAY REFLECTORS 





OPEN AND ENCLOSED FLOODS WHITEWAY 
FROM 75 TO 5000 WATTS PYLON-LITES 


ve 


CONSULT US 
TODAY 


FULL LINE 
OF AIRPORT 
FLOODS 





THE 
HOTTEST 
ITEM IN 
STREET 
LIGHTING 
° 


HINGED 
POLES THAT 
ELIMINATE 
CLIMBING 





REVERE ELECTRIC MFG.CO. 


6005 BROADWAY e@ CHICAGO 40, ILL. 
LIGHTING EQUIPMENT FOR EVERY NEED 





63 








also be used to keep players on the 
bench comfortable 
while they wait 
These 


days, 
the 
would 


cold 
go into 
banks 


on 
to 
lamp 
great 
game, 


game. 
have 
1951 
zard 


been a comfort 
football 


with 


at a 
bliz- 
winds 


when a 
50-mile-an-hour 
blew on benched 


players during 


their inactive periods in the game. 


Cost relatively small 
To sports 
the best 


managements, 
things 


one otf 
about infra-red 
lamps is that the cost of drying a 
sports field with them is negligible 

certainly 
the of cancelling a game or 
drying the field by the other, less- 
successful methods used. 

In the initial experiment, two 
movable banks of sixteen 500-watt 
industrial-type 


when compared with 


cost 


lamps used. 
Each bulb cost $1.25, but bought in 
quantity were subject to a 30 per 


were 


cent discount, and so cost only 88 
That made the total of 
32 lamps cost only $28.16, plus any 
local or federal taxes. 


cents each. 


The cost of electric current con- 
sumed in field drying would vary 


with the rate in a location 
The writer consulted an authority 
in Florida Light Co., 
and found for & 


kilowatts 


given 
Power and 
that 


used 


its charge 
16 would be 
$5 to $15, depending on what local 
The rate for 
industrial users is 


hours 


base rate was used 


quantity and 


lowest. 


Fabulous Fagan 


(Continued from page 36 


appliance display to make room for 
He liked 
that stuff 


the auditing department. 


to come in and see all 


vleaming there.” 
Sharp when 
his 


Was not 
asked 


theory of doing business. 


present 


Fagan Was to define 
Fagan 
had never thought of it in that re- 
spect and before he could be pinned 
down for a definition, the conver- 
sation of a group was in new chan- 
Later it came out, a bit here 

bit there. This bit 


from Sharp: 


nels, 
and a came 
“The man is inherently and ab- 
solutely honest. I not trust 
myself to accept a bag of uncounted 


would 





i ch 


, hi 
yall I | 
fr h \! ily il 


information about the ‘'N"' 


90% 
ONE 


EXCLUSIVE 


CONF 


EFFICIENCY 

MAN LOUVER INSTALLATION 
“VIBRA-LOCK" END SECTION 
ORMS WITH A.S.A. REQUIREMENTS 


SIMPLE LOW COST MAINTENANCE 


AVAI 
35 


LABLE IN 3 CUTOFFS 


- 25°, 35° - 45°, 45° - 45 


FLUORESCENT OR SLIMLINE, 4, 6, 8 FOOT UNITS 
a colorful NEW CATALOG SHEET with complete 
Series. 


Write for yours today. 





EASTERN FIXTURE COMPANY 


170 VERNON STREET - 

BAGBY CO 

822 West Morehead St 
Charlotte, N.C 


S$. & 


BOSTON 20, MASS. 
FRANK E. KEENER 

169 Feild Ave 

Decatur, Ga. 








money, travel with it around the 
world, return and swear | had not 
But | would trust Ellis 
do that.” 


tnere were demonstrations 


touched it. 
Fagan to 
Later 
that this intangible is quite a 
tangible part of the business. Cus- 
tomers who drive in unannounced 
the 
are an example. 
In Little Rock 


there in progress 


from far corners of Arkansas 


in September, 
Was a campalgn 


to raise money by public subscrip- 


of 
This prompted Shan; 


tion for a project trade area 


significance 
to lay emphasis on the amount « 


effort 


Fagan to the advance of 


time contributed b 


public wel- 
fare. 

“In such campaigns, some people 
give time,” 
“Ellis 


He spends at least one- 


vive money, others 


Sharp commented Fagan 
gives both. 
fourth of his time on projects in- 
volving the welfare of the people 
of Little Rock and Arkansas.” 
Meanwhile, Fagan is increasing 
his NECA. 
of the 
chapter and currently a member of 
the board of 
Arkansas 
wanted 


He is a 
Arkansas 


activities in 


past president 
governors represent- 
ing 
Fagan to show this 
chronicler, among other things, his 
first hospital job of which he was 
He that 
anger followed frustration when he 
had bid several 
hospitals. 
“We bid 


“So 


quite proud. conceded 


unsuccessfully on 
got beat,’ he 
bid another one and 
After this hap- 
pened three or four times I began 
decided there were 


and we 


said we 
we got beat again. 


to get mad. I 
a lot of things, short cuts and all 
that, we didn’t know about hospital 
jobs. So I put our bunch to work. 
We got ourselves an education and 
there is our first hospital job.” 

as a 
traveling contractor, too. He 
named a city and a job in another 


Fagan got an education 


state. 

“We went out of the state and 
bid on this job and got it,” he ex- 
plained. “Well, I found out as the 
job progressed that there were a 
lot of angles of significance that 
didn’t take into account. We 
missed pretty badly and did I take 
It took a long time to 
get over that one. No more travel- 
There’s plenty of work 


we 


a trimming! 


ing for me 
here in Arkansas. 
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For the first time in the South! 
STANDING POLE INSPECTION 


By Professional Experts 





Our Service gives you 

this detailed report 

ee | showing the conditions 
— Sa all of your older poles! 


Modern standing pole inspection isa job for professionals, 
not for men on the sick or retired list. Osmose Inspec- 
tors are all graduate foresters, who are specialists in the 
maintenance of standing poles. In addition, they are 
backed up by modern laboratories skilled in analyzing 
and handling all types of wood preserving problems 
The continuity of your service depends on your poles. 
But . . . what do you really know about their condition 
. especially the older poles? In order to keep your 
plant operating efficiently under all conditions, 


you 
should have the answers to the following questions: 


OSMOSE WOOD PRESERVING CO., INC 


- © 988 ELLICOTT ST. 


ITEM: How much creosote has leached or evaporated 


from the upper poruons ot pines over 20 years old? 


Idn't all 
and bored, 
to determine shell thickness 


ITEM: What poles have hollow heart? Shou 


your older pines be sounded when 


necessary, 
ITEM: What poles have woodpecker holes, broken in- 
sulators, timber overloads, loose pins or faulty guys? 
ITEM: What poles need numbering or tagging ? 
ITEM: Are your pole maps and records up to date? 


An Osmose Pole Inspection progfam will give you 
If you like, 


we will inspect only a portion of your system as a trial 


all the answers and the charge is very modest 


job to demonstrate the many advantages of this service 


WRITE OR WIRE US COLLECT for Osmose System 
Survey Check List and basic price information. 


e BUFFALO 9, N. Y. 





Wire Pulling Lubricant 


for Lead, Rubber, Braid or 
Synthetic Covered Cables 


Nothing else gives “slip” to electric cables like Y-Er 
Eas. This creamy. non corrosive lubricant simplifies 
cable pulling, especially through saddles and sharp 
turns 


Y-er Eas is never harmful to cables or conduit It 
pertorms its slipping tunction, then dries out and 
shrinks in volume leaving only a light film of powder 
Only Y-Er Eas has al! these features! 

Never messy or greasy to use 

Never harmful to hands or clothing 

Prevents sticking and setting of cables 

Does not run back on cables 

Facilitates removal of cable at later date 
Improved Y-Er Eas has been tested and approved 

by the Underwriters’ Laboratories, Inc 


At all leading Electrical Supply Houses 


ELECTRO COMPOUND CO.” 


3812 W. 150th Street © Cleveland 11, Ohio = 
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DIXISTEEL 


HOT-DIP GALVANIZED 
GROUND RODS 


4X 





The finishing touch 
to a first-class job 





THE MARK of a good electrical job well 
done isa DixisTEEL Galvanized Ground Rod 

Sharp-pointed for easy driving . . 
dip galvanized for positive protection 
against rust, %%’’x 8’ size carried in stock 
Other sizes available. 

Write or telephone collect for prices. 





Atlantic Steel Company 


+ DIXISTEEL since vs 


ATLANTA, GEORGIA 

















. hor- 





“Of course, we do go out of the 


state on airport lignting jobs, but SALESMAN WANTED 
we are specialists in that line and Headquartering in Atlanta Ga 
, Va. 


other contractors are not.” ache 
. mi R i Pa Excellent opportunity for salesman 
Personal flying, and Fagan’s with knowledge of electrical business 


broad acaqu: ance > people and not over 35 years of age. Head- 
acquaintance with the peo} caustae te te Sian, Gussie ant 
of aviation at all levels, naturally territory consisting of Georgia, Florida 


» > ¢ ‘ rj airpor " and part of North and South Carolina 
led the company into airport lignt Remuneration will be in the form of 


ing. One airport group proposi- salary, expenses and bonus based on 
. . i ; total annual sales Here is a real 
tioned Fagan, knowing he was in opportunity to establish yourself with 
the contracti siness 2 rd a well known national manufacturer. 

e contract ng business. It seeme Write giving full information to Box 
that no contractors thereabouts had 676, Electrical South, 806 Peachtree 
known just exactly how to proceed ee 


UNIVERSAL Tap Connector without excessive costs. 


Made in 3 Surface Finishes Fagan and some of his key men 


Approved by Engineers and looked the situation over and de- CORROSION ENGINEERS 
Contractors doing R E A work cided that there was a field for ex- Leading engineering and constructior 
ploitation. By last summer the air- firm offers staff positions to corrosior 


engineers with minimum of three or 














Effectively used as guy line ground, or , 
transformer and lightning arrester con- port lighting department had 15 four years’ experience in corrosion in 
nection to A.C.S.R. or copperweld con- men permanently on the payroll vestigations and design of cathodic 
i h sale ons f / ' 

ductors where the diameter may re ‘ . ; . . : yrotection on pipe lines and lead cables 

7 and had lighted, or was lightin y 

from 8-A copperweld to .595” A.C.S.R. ‘ : 18 = EB g, ountry and city networks. Must be 
armour rods. a total of ten Southwestern air- graduate electrical engineer (or equiv 


ADAPTABLE TO A WIDE RANGE OF USES | ports. _ecenyge tetany nr hetgsenelb fe 
= —— This is no losing venture, either. coe eeypanecntta oieiaerthed 

a — = Fagan bought a $20,000 ditching en gh rage emi nygertrdemerone 

ad = machine. It not only digs the ditch, —————. I = 

but permits laying cable simul- 





with headquarte i New York City 


























8- taneously. Common labor costs for 











o a i such ditching are 20 cents a foot, 
elighe tore hive Sy Coosa but the machine does it for not 


Set eteeece 5 © CIRCINN AT) Sy ORES much more than 6 cents a foot. ha Quality Residential 
Reference to the ditching ma- Lighting Fixtures 
chine reminded Fagan that he in- The Packaged Line 


There’s Money To he Made tends to buy a newly-perfected pipe ACY Ace Lighting Products Co 


bender, adding it to other assorted 914 Piedmont Ave., NE 
: LIGHTING PRON ' 
By Selling labor-saving equipment — Atlante, Sewgie 


ATLANTIC to the Trade Recently the construction depart- 


ment received major attention in a 


company broachure which was WANTED 


heavily illustrated with photo- 














Experier Supy 


+901 graphs of all manner of heavy con- AB ar ager ape ih 
: structi bs. an flavore with nished. Libera 
Non Metallic ‘a ction Jo — a d AV re d ss I bonus arrange me 
Connector highly-commendatory letters. The vation 
: ne HN 
letters generally raised Fagan 506 Peach 
: I 








Electric for highly satisfactory 





work, and completion on schedule 





within the original estimate 
2523 This heavy construction depart- STA-BRITE SETS THE PACE 

Entrance Cap ment is headed by Clarence H * IN THE SOUTH * 

LeVee, vice-president and chief en- If it’s fluorescent 

gineer. He has a staff of about 40 MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO 


permanent employees, including a 325 NW 22nd Lane, Miami, Fla 





general superintendent and fore- 





men, but it is ordinary for his pay- 
roll to include 300 to 500 at-the- 
job men. MANUFACTURER'S REPRESENTATION 
Fesco is a contraction of Fagan WANTED 
Engineering Service Company, r ight & Power Utilities ¢ 
Inc., a separate corporation which : 
ATLANTIC CONDUIT performs all engineering services 
for Fagan Electric, and accepts a 
FITTINGS CO. substantial amount of outside work 


BOSTON, MASS. It is headed by Chester Hutchison, 


who supervises a staff of five. 
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Fesco does not do the engineer- 
ing for the Fagan Air Conditioning 
Company, in which there are an- 
other 15 people and which did a 
volume of approximately $400,000 
during the past season. 

The purchasing department pre- 
viously referred to is headed by an 
engineer and experienced construc- 
tion man, Bigbee. This division of 
the business, responsible for get- 
ting men and materials to the job 
at the same time, is referred to by 
Fagan as the most efficient of all 
within the organization. 

In major appliances, there are a 
home demonstrator and one sales- 
man, who account for the reported 
$8,000 monthly volume through ac- 
tivities normally expected of each. 
Fagan explains that the depart- 


by any department under the 
Fagan roof is that for heavy ser- 
vice, where 25 people are employed. 
There are five winding machines, 
with four in constant use and one 
for emergencies. Here the trans- 
formers and bigger motors are re- 
wound and the department can and 
does rewind or rebuild anything 
electrical to fit factory specifica- 
tions. 

For years now Fagan Electric has 
had the transformer business of 
the principal Arkansas utility. This 
department is under direction of a 
veteran, T. H. Dunkle, yet Mrs. 
Anna Fagan could still go back 
there and take over, and things 
would run smoothly. 

Then there is the small appli- 
ance service department and small 


ment gets practically no help motor shop, which employs five 
through advertising and other pro- men. Fagan explained that four 
motion, but that the long and fav- of the men devote themselves 
orable record of the company in largely to rewinding, rebuilding or 
Little Rock has established a sub- repairing small motors. 

stantial list of satisfied customers “But they can be shifted 
who do much of the company’s sell- around,” he added, “and we can 
ing. and do repair anything in the small 

By far the most space occupied appliance field here. 


“Of course, we hardly expect a 
profit from this department. We 
have it because we are just about 
compelled to have it. So many 
people in Little Rock believe that 
if a small appliance must be re- 
paired, only Fagan Electric Com- 
pany can do it right. The Fagan 
Electric Company has operated in 
Little Rock for 40 years and it 
would be folly on our part to dis- 
pense with this shop.” 

At that point a woman, obviously 
unknown to Fagan, approached 
him and made inquiry about a 
small appliance repair. The trans- 
action, it developed, might involve 
a dollar and a half. 

Fagan didn’t brush her off, didn’t 
direct her to see some shop em- 
ployee, nor assert himself by beck- 
oning to one of the five service 
men. He handled it all himself and 
in a manner that left the impres- 
sion he was there for that purpose 
alone. 

In that little tableau it may be 
that Ellis Fagan defined with ac- 
tion, better than he could with 
words, his theory of doing business 








CON POURED 


BRUSHES 4" (! 


ANCE 
ep IMPROVED MOTOR PERFORM 

iE > ep FEWER, FASTER BRUSH CHANGES 

mam LESS MOTOR “DOWN” TIME 


HELWIG CO. eR) caneem, 


2536 N. 30th St., Pa 10, Wis. ; 


Reg. U.S. Pat. Off 
Fluorescent Fixtures 
For every commercial and industrial use 
Quality High—Cost Low 
Write for catalog and prices— 
Also operational cost 








Ask about 
Lok’s other 
aving supports for 


LIGHT & POWER UTILITIES CORPORATION | | 220 "s's0 


and wood-frame 
1035 Firestone Blvd., Memphis, Tenn., Dept. E rie ia 


etalog 52 
Southern Representatives 

W. A. Wakeman 
P.O. Box 759 
Shreveport, La 


Chas. K. Ramond Co 
1021 Carondelet Bidg 
New Orleans 12 La 


Craig-Owen Co 
736 Georgia Ave 
Chattanooga, Tenn 


C. B. Bastin 
126 Thomas Road 
Decatur, Ga 
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Install Metallic or Non-Metallic Outlet Boxes 
in Wood-Frame Buildings FASTER, with 


FAsr ow. Adjustable Outlet -Box Hangers 


The only Hanger used without locknuts, 
disassembly or reassembly at any time. 
Fit between beams no notching or cutting 
Two Styles, two Sizes, mount any Box ony 
where in old or new work eliminate large 
inventory of many types and sizes of old 
fashioned “bar hangers 

Simply snop the Outlet Box on the exclusive 
Fast-Lok Button or Fixture Stud tap the end 
plate prongs into beam and nail for perma 
nence — slide the Box to position and lock it 
with your screwdriver 

Presto! The neatest, strongest job is done in 
half the time! 


THE FAst-[ok. MANUFACTURING CO. 


Ash Street.at Bedford + Bridgeport 5, Conn 











How to be Sure 


You don't vet 


“SHORT-CHANGED” 


- . « NEXT TIME YOU BUY TAPE. 


While minimum leneth can be depended on to be 
accurate in any roll of tape, its the weight of the 
roll that you must watch. It is important for you to 

know: Does the No. 4 Roll actually weigh 4 ounces, 
American Blower Acropel Kitchen Fan, as it should: and the No. 8 Roll 8 ounces: 


For weight reveals whether tape is full strength 


in substance, or whether its protective and ad- 
DESIGN SEI LS hesive properties have been weakened due to 


skimpy materials. Underweight tape means you 





must use more of it, and take the extra time to roll 
American Blower’s Aeropel Kitchen Fan is the Wanne! more on, when a job requires maximum tape pro- 
of two Fine Arts Awards for beauty and utility in the ‘ 


home } tection. 

In addition to its trim lines and attractive appear You can always weigh every roll you buy, of 
1 oh eg eter i eager la antaggh erage) course, but why bother when HAARTZ-MASON 
offensive kitchen odors in a jilly Keeps a clean, cool “ at 
fresh-as-a-daisy atmosphere in kitehens the vear-round } publicly makes you a DI AL Gl ARANTEE a 





; vuarantee covering both weight and length, and 
You can't miss making more money, building a better 


reputation, when you sell time-honored, top quality prints this information boldly on every roll and 


American Blower Ventilating Equipment. Why not start 


container. 
today? 


\sI ‘a BI - So get full measure the next time you buy tape 
sh \ neares merican ysower Dra x - ome . 
data by accepting none but the DUAL GUARANTEED 


HAARTZ-MASON brands: 
AMERICAN BLOWER CORPORATION, DETROIT 22, MICH. 


CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of Aweeicay Raouvror & Stavdard Savitary corrorarion Haartz -Mason, Inc. 
Sell quality! WATERTOWN 72, MASS 


AMERICAN © BLOWER 


Air Handling Equipment 





PARAPLASTIC Tape 
does the work of 
both friction and 
rubber 


Model AVenturafans Utility Sets—-Fine as Model C Ventura 

Smartly styled supply or exhaust Attic Fans—Built in 
No exposed Pinay fansinstores, schools capacities up to | 
Smooth, eas) ete. lave Aileron 21,500 efm for either 
clean surfaces. Built Control for regula vertical or horizon 
in capacities from — tion of air flow. Ca tal operation. Lower 
1000 to 97000 cfm pacities from 517 to power consumption, 
free delivery. 12 sizes 17.925 cfm at,” SP quiet-operating 








Note: Weight and length information are 


Serving home and industry: MMERICAN-STANDARD + AMERICAN BLOWER + ACME CABINETS printed boldly on every roll and container. Alssociation 
! Aegrness Hage Sanang 
CHURCH SEATS + DETROIT LUBRICATOR + KEWANEE BOILERS «ROSS HEATER + TONAWANDA IRON ware -PoU 
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“WE'VE NEEDED A SMALL ATTIC FAN LIKE THE 
WAL4i (cet: yea Vceltl. teed tae) wwe), icmil | ae 
says GLENN E. BULLIS, Oklahoma City Distributor 


‘I've looked the Viking ‘822’ over pretty carefully and it’s a dandy. A power 
ful attic fan for the small home, or motel, that installs easily, and makes ware- 


housing simple, that’s just our meat around here 


GLENN E. BULLIS, Gas & Electrical Equipment Co 
1134 West Main St., Oklahoma City 4, Okla 


Here’s what Oklahoma City dealers who previewed the VIKING ‘822’ are saying... 


My customers will like that Automatic 

Timer feature, because it ties the most 
comfort in with the lowest cost to operate 
To me, the ‘822’ looks efficient, well-built 
and easy to install. And it weighs only 49 
Ibs. You know my men like that 

WILLIAM F. BUTLER, Home Builders Supply Co 

838 American National Bank Bidg., Oklahoma 

City 2, Okle 


. “iking 


5601 Walworth, Cleveland 2, O. 


Here's a fan I've been waiting to handle. No matter how 


the new Viking ‘822’ attic fan 


little headroom in the attic 
will fit, because of its low silhouette. Look at the insulation 
once, and you know there wont be any noise, and it does 
not require a suction box or any other special construction 
MONROE W. HAIR, Arrow Service Co 

816 North Walker St., Okichoma City, Okla 








One of America’s 
Leading Lines 


You won't miss 


a single sale 


with this line-up! 


Jackson Table-Top Electric 
Water Heaters come in a 
range of models and prices 
to fit any customer demand. 


Your customers may choose any one of 
these models according to their family 
needs. Available in both 30 and 40 gallon 
capacities, the counter height heaters are 
designed to fit in any kitchen, laundry, 
bathroom or rumpus room as a useful and 
attractive piece of furniture. 

All cabinets are finished in gleaming 
white, with lustrous black “toe rail” at the 
bottom. Tanks are made of heavy gauge 
steel, hot dip galvanized; a full 2 inches of 

moat insulation surrounds each tank and 
Eaberetorien, tac. minimizes heat loss. 230/240 Volts A.C. only. 

These heaters are your answer to cus- 
tomer demand and increased profits. 

Phone, wire or write today for full infor- 
mation on this outstanding line. 


W. L. JACKSON MANUFACTURING COMPANY, INC. 


1222 FE. 40th Street Chattanooga, Tennessee 
SALES REPRESENTATIVES 
J. A. LLOYD FACTORY SALES AGENT L. 0. LEDFORD EXCELL ENGINEERING & SUPPLY 
Warehouse Stocks Carried SALES AGENCY INC. 
375 Whitehall St., S. W , 


- L ucena tree i Cc 
Atlanta, Georgia “Charlotte ‘ Rossville, Georgia 
Telephone LAmar 1977 elephone 5.8258 Telephone 89-5554 


hickamarga Avenve P. O. Box 5083 
Indianapolis, Indiana 
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ZENITH’S 
NEW “PERSONAL PORTABLE” 


The new “‘mighty mite” of the Zenith Portable 
line. Compact, trim, and power-packed— with 
loads of new features youcan talk up and promote: 

New “Range Finder’ Switch—increases bat- 
tery life up to ten times that of ordinary personal 
portables. Handy “Carry-About’” Handle and 
Easy-Grip “End Tuning” Knobs. 


CPC 
UE EUE TELL EE i hee 
ANASSSASAAS SE 


HTH HTT THT 
seas 


—_ 


Model K401 — Bottery only 


TO " 


X 


THE NEW ZENITH “CREST” 
Packs in a suitcase — plugs in anywhere. A new concept in 
portable radios, designed for the traveling man or the woman 
working all over the house. Less than 5 inches high, this new 
“CREST” is the most powerful radio—inch for inch—you have 
ever heard. 
Plenty of new features to promote and sell: 


New “Hand-Tenna’’—with powerful loop antenna built 
into the handle. Detachable cord—for easy packing. Comes 
in Ebony, Maroon, Grey or Ivory case, with Carrying Bag. 


a 
UT, 
r* 
| 
Model K412— AC-DC Y 


New Zenith handfuls of radio 
give you tists full of profits 


They're the Zeniths your customers 


have beqged for -theyte the hand-sized 
Zeniths that will complete your line 


suns ounce RADIO =, - "= — , A 
and TELEVISION * ZENITH RADIO CORPORATION, Chicago 39, Illinois 
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zz. The big new 
rornmerms | COOLERATOR 
dership Line 





Oresescorrart! 


Perfected Automatic Defrost, new roll-out shelves, 
separate freezer chest, extra shelves in the door, butter 
savers, adjustable shelf space, left-or-right opening 
doors—they're all here—every feature your customer 
is looking for, in sizes from space-saver to “super. 


Model UFB-183, 18.3 cu. ft. 


/ 


. 
Space-saver range for a small kitchen? Big low-cost 
louble-oven model? Deluxe push-a-button double 
oven model? Not one—but fwo—infra-red broilers? 
They're all here—and more besides—for tops in choice 
for every Customer 


In 18, 25 and 32 cu. ft. sizes here are the 
new upright freezers that are zooming in 
popularity! Every shelf is a fast freezing 
plate for efficiency and economy. ‘Cupboard 
convenience’ for fingertip selection 

It’s our biggest, newest, most brilliant line ever! This is a line 
which in itself is a complete, comprehensive pattern for selling. 
Every model has been designed for a need —to sell every customer, 
no matter what their purse or purpose. And—there’s no private 
brand competition when you sell Coolerator. 


See your distributor today! 


F NEW 


ROOM AIR CONbITIOWERS! ELECTRIC REFRIGERATORS, RANGES, 


FREEZERS, & ROOM AIR CONDITIONERS 





See Coolerator’s Full-Color National Advertising in: 
Model FB-200, 20 cu. ft. 


McCall's Good Housekeeping 
Saturday Evening Post Farm Journal 

Better Homes and Gardens Household Sunset 
In 10, 14 and 20 cu. ft. sizes these are the chest-type freezers : 
that take care of every family from large to small. Con- 
venience is built r.ght in with baskets, space dividers, trays, 


separate fast freeze compartments THE COOLERATOR COMPANY * DULUTH, MINNESOTA 
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Spearhead holiday 
gift displays with 





Arvin 


Electric Housewares 


Christmas shoppers 
go for the 
gift which is 


4 appliances in 1! 


Arvin Lectric Cook 
Sandwich Toaster, Steak Grill, Double Griddle, 
and Automatic Waffler—all in one eye-catch- 
ingly beautiful appliance! Opened as a griddle, 
cooking area equals 3 ten-inch skillets. Converts 
in seconds to fully automatic waffler with signal 
light and heat control. Watch it pull 


traffic and pile up sales! $29.95 


(Weffle Grids included) 


Just what gift 
shoppers will 

be looking for 

this holiday season! 


Arvin Automatic Coffee-Perk 
Highlight this “perfect perk” in your gift section 
and watch coffee-loving shoppers rally ‘round! 
Makes 3 to 9 cups of perfect coffee, any desired 
strength, always uniform. Keeps coffee hot 
indefinitely; safety control prevents damage if 
water is forgotten. Trouble-free range- 
type heating element. Non-drip spout. $29.95 


Be sure to feature these other fast-selling Arvin Electric Housewares: Arvin Automatic Toaster, $22.95; 
Arvin 5-Year Guaranteed Electric Irons, $9.95 to $12.95; Arvin Electric Heaters, $11.40 to $34.95. 


Electric Housewares Division, ARVIN INDUSTRIES, Inc., Columbus, Indiana 
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A FULL LINE 
OF PROVED PRODUCTS 


A full line of major appliances thoroughly proved through engineering 
leadership, public t » t satisfaction, trouble-free operation, 
and dealer profit. 





@ Hotpoint Dishwasher and Disposalls® 


«+» Hotpoint introduced the first practical 


@ Hotpoint Electric Ranges. . . Hotpoint 
manufactured the first electric range 
back in 1910 and has since pro 
duced more than 3 million 
Hotpoint was first to produce 
acompletely automatic range 
with automaticoventime and 
temperature controls, and 
was first with the hermetic 
ally glass-sealed Calrod 
Heating Unit. Hotpoint engineered 
and perfected Pushbutton Cooking, and 
will continue to lead, with a complete line of 1953 , 
ranges featuring Super Calrod Units and king size . ae mer Home Laundry Appliances 
Super Ovens otpoint features a complete line of 
} Home Laundry Appliances— Automatic 
Washers, Electric Drvers and Rotary 
lroners. Hotpoint revolutionized the 


Automeuc Electric Dishwasher over 22 
vears . go, and was first with gasketless 
door front-opening and top-inlet rotary 

spray Hotpoint was first with the double 

washing and double-rinsing cycles, and was first 

with electric-heat drying. Hotpoint engineered the first electric 
food-waste disposer with a control cover which governs the 
rotation direction of the reversible impeller Hotpoint simpli 
fied disposer installation with the Disposalls that can be ro 
tated 360° to fit existing plumbing connections, and will con 
tinue to lead the field in 1954 with amavit ew developments 


@ Hotpoint Refrigerators and Food Freezers... Dryer industry with the first sealed 


Hotpoint engineered and perfected 
the first combination Refrigerator 
Freezer, and was first to 
introduce the Butter 
Bin Hotpoint's 
Thriftmaster® Unit 
—the original her 
J metically sealed re 
irigerating unit—enjoys @ Hotpoint Electric Water Heaters... 
the most trouble-free record in the industry Hotpoint pioneered the electric 
Hotpoint Food Freezers were the first with Water Heater and has pro 
removable storage baskets and the aluminum duced over one millioa nts 
freezer liner which have now become the i t of all chose ie use to 
standard of the industry. The convenience day. Hotpointengineered 
features of Hotpoint Super- Stor refrig- the first pressurized conduction heat 
erators and freezers are unequalled ing—Calrod Magic Circle Heat. and 
throughout the world. Hotpoint developed the double-throw 
will continue to lead the thermostat for faster hot 
industry in 1953 with its water recovery. Hotpoint 
revolutionary new willlead the field in 1953 
rost-Away 


chamber electric Dryer. Hotpoint in 
troduced the first single-control 
Automatic Washer when ut designed 
the WOND-R-DIAL, and was the 
first major manufacturer toemploy 


fluid-drive in washers. Hotpoint will continue to lead 








the field in 1954 with sales-impelling new develop 
ments in the Home Laundry field 


with a complete line of 
system conventional and 
table-top models 





RANGES - REFRIGERATORS - DISHWASHERS - DISPOSALLS”- WATER HEATERS 
HOTPOINT Co. (A Division of General Electric Company) 5600 West Taylor Street + Chicago 44, Minois 
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PROVED ADVANTAGES IN THE... 


~ FulkLine Franchise! 


. 
. 
fe. 
. 
*e 
te 
2g 
%e 
*e 
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*e 
te 
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PROFIT-PROVED ~ 
MARKETING PRINCIPLES 


A completely coordinated and proved retail merchandising program 
to pre-sell Hotpoint products, plus a program of expanding facilities to 
back up Hotpoint’s faith in the future of the major electric appliance business. 


@ Hotpoint was the first electric appliance manu 
facturer to promote its products through national 
advertising. Always a leader in national magazine 
advertising ‘Hotpoint now triples its advertising im 
pact with its new radio and television smash-hiu—*"The 
Adventures of Ozzie and Harriet —on a full coast-to 
coast radio and television network 


@ Liberal local dealer cooperative advertising 


@ Hotpoint pioneered and developed the successful full 
line selling technique multiple sales through en 
semble selling of complete All-Electric Kitchens and 
Home Laundries 


@ A year ‘round promotional program backed by a full 
line of products to create appliance sales and profits the 
year ‘round. No off-season sales slumps 


@ Comprehensive sales training program for group or 
individual training 


® Kitchen planning tools and techniques to expand 
multiple sales and ensemble selling 


@ One source of supply with all the advantages of 
coordinated promotional programs, preferential 
service, simplified accounting and credit benefits, 
plus the complementary effect each product in 

the line creates tor the others 


@ Horpoint’s full recognition of the fact 
that its success and growth are, in a large 
measure, dependent upon the volume 

in which it is able to distribute its 
products to the consumer 

through retail dealerships 

Therefore, it is, and 

always willbe, 


Hotpoint’s 


Franchise of proven Produc / 


foremost business policy to place at the 
disposal of its dealers every selling advantage 
within its power 


Hotpoint—the world’s largest exclusive man- 
ufacturer of electric appliances—supports its 
faith in the future of the appliance business 
with— 


@ The world’s largest range plant devoted exclusively 
to the manufacture of Hotpoint Ranges 


@ The world’s newest refrigerator plant devoted ex 
clusively to the manufacture of Hotpoint Refrigerators 


@ Seven other huge plants devoted to the manutacture 
of a tull line of better Hotpoint products for more people 
at less cost 

@ Expanded engineering program of research and 
development to even further Hotpoint’s product su 
periority 

@ Continued introduction of new proved products to 

expand All-Flectric Living to every room in the 


house 


This 18 Point Franchise Program cov- 
ers the advantages enjoyed by Hot- 
point dealers. Before re-franchising, 
why don't you talk to your Hotpoint 
distributor and get the entire 
profit story. If you're inter- 

ested in growth, expansion, 

and profits, Hotpoint's 

Full-Line Franchise 

was developed 

with you in 

mind. 





FOOD FREEZERS 
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AUTOMATIC WASHERS - CLOTHES DRYERS - ROTARY IRONERS - CABINETS 





WAY Y ue) REA 


sTOCK 
PRESTIGE- 
EADING 


The CAPEHART “Monticello.” 
When you sell a Capehart to a customer, you’ve made a long-term Smartly-styled cabinet — with life-like 
21-inch Crystal-Clear Picture, exclu- 
sive Symphonic- Tone, new Extra Power 
Capehart quality performance and workmanship assure you of com- Margin chassis. Only . $34995" 


investment that will make profits for you now and in the future. For 


plete customer satisfaction—satisfaction that turns first customers into 
permanent customers. Only Capehart provides the brilliance of Crystal-. 
Clear Picture . . . world-famous Symphonic-Tone . . . the new chassis 
with “Reserve Supply Video Power for clearer, brighter pictures 

and cabinetry that is the standard for styling and craftsmanship. A 
Capehart franchise may be available in your territory ...see your 


Capehart distributor or write Fort Wayne. 


The CAPEHART “Deluxe 6” Clock 
The CAPEHART Table Radio (Model Radio (Model TC-62). The world's The CAPEHART “Charlestown.” For 
T¥-522). As distinctive in styling as it is most beautiful, most imitated clock ra- - those who must economize in space, but 
in performance. Automatic volume con- dio. 6-tube performance, am accurate demand the finest. 21-inch Crystal-Clear 
trol, tone compensation, Vernier tuning. clock, a superb radio, turns on appli Picture, Capehart Symphonic-Tone Sys- 
Plastic cabinet in choice ** ances. In rich green and +. tem. Amazing Extra * 
of rich decorator colors. on. $2995 choice of other decorator wor $4Q95 Power Margin chassis - $399 


Cay « 2 colors. Only Only 





CAPEHART-FARNSWORTH CORPORATION, Fort Wayne 1, Indiana 


An Associate of International Telephone and Telegraph Corporation **Zone | price. 
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it’s a cinch 
to install this 


Kiemicy Vite), Be ly \aiaé 


EXTRA-FAST 
RECOVERY 





COMPLETELY AUTOMATIC 


AGA approved for use with Nat., Mfg. or LP Gas 


HERE’S A WATER HEATER 
DESIGNED FOR YOU! 


The new SAF-T-HOT tabletop takes only 1/5 the time 
to install or service, lets the plumber work 

standing at the front of the heater. 

Simply slide heater into corner or between other 
appliances, remove top and front, 

quickly attach to exhaust vent and water and gas 
piping entering through wall or floor, with a wide 
centering range. Service points and controls are easily 
reached when top and front are removed. 

Has all the quality features for which 

SAF-T-HOT is famous. 


ALSO ELECTRIC MODELS. Same ease of installation with wiring 
connections quickly made at top rear. 


Standard cabinet size 35 or 45 gallon capacities. 


THE HEDGES Line 


M. M. HEDGES MANUFACTURING CO., INC. 
Chate y 





© WATER HEATER SPECIALISTS @ 


table top 


Water pipes connect 
with the outlets at top 
rear, adjust liberally to 
fit outlet piping. 


Gas exhaust outlet 
slips directly into flue 
opening in wall. 


Cut-away back— 
plenty of pipe and 
wrench room. 


Heavy one-piece base. 


Entire front snaps open 
and top slides off. 


All controls, 
installation connections, 
and service points 
quickly accessible at 
top and front. 


Redesigned down-draft 
diverter built 
inside—unit sits flush 
to wall and line of 
appliance fronts. 


Write for Descriptive Literature 








Sold Only to Plumbers 





Thor Distributor 
Mr. E. H. Willford, says— 


These new design 


Reg.U S Pat. O79. 


wringer washers 
sure ring the bell 


with me! 





| 
| 
| 


Thor Sales Manager, Carolina 
Sales Corporation, Greenville, N.C. 





MODEL 531 MODEL 532 MODEL 534 
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Here's Jane Oliver, Thor’s home economist, giving 
me a preview of the beautiful new Thor Wringer 
Washer — Model 531 Almost without realizing it 
1 caught some of her enthusiasm for the smartly 
streamlined new Thor that was the center of attrac 
tion in the Test Laundry at Thor's Chicago plont 
Within oa few minutes, | was to see o revelation 
in modern wringer washer engineering and con- 
sumer appeol 























| thought I'd seen everything—in my long career 
in the major appliance business. But Jone’s dem 
onstration of the exclusive THOR MAGIC-ACTION 
WRINGER nearly floored me! A thick, heavy stick 
1s passed through rollers at one end—while o 
fragile glass medicine dropper passes through the 
opposite end without breaking! Proof thot this 
Thor-built wringer gets more woter out of clothes 
yet won't ever crack a shirt button! 








Like me, you'll feast your eyes on all the sales 
pocked features of this new Thor Wringer Wosher 
Believe me, brother, it’s got them all! A new Super 
Agitator Washing Action 
Rinse. . 


new Thor Electro 
. new Single-Dial Fingertip Control... a 
new Safety Light thot signals when machine is in 
operation... a full 9-lb. capacity to nome just 
a few more of the mony wonderful features of this 
greot new Thor. 


9-YEAR 
GUARANTEE 


No other washers offer a guarantee like it! 


The biggest confidence- winner of them all. 


re, 


Next, | saw the kind of advertising and promotion 
that Thor is putting behind all three new Thor 
Wringer Washers. As you see from the banner 
VALUE IS VITAL! THOR BRINGS YOU MORE 
VITAL VALUE!” is the virile new theme! One 
look at these value-pocked new Thor applionces 
will convince you that the new theme fits like o 
glove! It’s value that will tip the scales strictly 
in favor of the Thor Franchise Deoler! 








We relox—just like millions of American house 
while the Thor does the wash and the 
work. New Automatic Timer will shut off washer 
at the pre-set time. It doesn’t take much imagino 
tion to see how this great new Thor feature will 
appeal to every womon who's a prospect for a 
new wringer washer. As Jane sacid—here’s the 
next-best thing to a new Thor Automatic! No other 
washer offers the Thorbuilt AAA MAGIC-ACTION 
WRINGER and this new AUTOMATIC TIMER! 


wives will 





Even without the plone, | would hove been ‘float 
ing on air’ on the woy home! | kept dreaming of 
the beautiful green dollars that will start pouring 
into the cash registers of Thor Deolers—as soon 
as those wonderful new Thor Wringer Woshers 
reach their sales floors. | couldn't wait to get 
home to stort spreading the good news about 
another sales-stirring development by Thor! 


A Thor Appliance to meet the needs 


of every customer! 


=>» 


- 


a 
CORPORATION, 222 Chicago 50, Illinois Ne 


When you're a Thor Franchise Dealer, you are al- 
ways ready to meet the needs of practically any 
customer who walks into your store. With the well- 
rounded line of new Thor Washers and Dryers, you 
can do business with more of the market in your 
locality —because you sell the appliances that sat- 


isfy the needs of more people everywhere! 


Automatic... Spinner Washers... Dryers 
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Yon need Dominion / 


..-TO SELL TODAY’S MARKET PROFITABLY ! 


The tougher sales come the more you for special promotion business builders. 
need this “hot’’ Dominion Line.- Their Tie in with Dominion’s BIG FALL ADVER- 
utility is presold big values that are TISING — cash in on your share of the 
quickly seen exclusive features that increasing volume of customers that de- 
clinch sales and they're made-to-order mand Dominion. 


y 


f 





e BIG FALL ADVERTISING... 


in leading national magazines 





e EYE APPEALING... 


value, quality, design 





e EFFECTIVE TIE-IN 
MERCHANDISING 


RATE WITH THE BEST 
YET SELL FOR LESS! 


DOMINION ELECTRIC CORPORATION e@ MANSFIELD, OHIO 
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(Additional items will be found on pages 23, 25 and 83) 


2010—Water Heaters. An illustrated folder describing 
Bell Water Heaters and the ten-year guarantee and war- 
ranty is available from Adacar Mfg. Co., Napier Field, 
Dothan, Ala. 

2012—Domestic and Industrial Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion-Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, Illus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and suggested uses; alse includes 
instructions for installation of wall model heaters. 

2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 

2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 

2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 

2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


| 
| 
| 
| 
| 
| 
| 
| 
| 





2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 
Electrical Heater Company, 6110 Case Ave., Detroit 2, 
Mich. 

2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc 

2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder. 

2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Bivd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 

2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 

Please send me the bulletins and catalogs indicated. 
(Print Plainly) 

Name Title 

Company 

Address 


City & State 





November, 


Circle numbers below. Bulletins and 


1952 catalogs will be mailed promptly. 





2010 
2024 
2056 
2072 
2112 
2124 
2150 
2160 


2012 
2030 
2058 
2078 
2114 


2014 
2034 
2064 
2090 


2018 
2038 
2066 


2136 
2152 
2162 
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Here's a tip that will make you money! 








Are You Making Use 
of Our 


Reader Service? 


Sell Chromalox 


‘ SUPREME 
Zunititnl 


the Range Units Homemakers Know Best! 


The editorial and business 
staff of ELECTRICAL SOUTH 


is eager to serve you. One 





way in which we can help you 





is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications, These 
are available without charge. 
meas, 


Check over the list of pub- 
be 


m UNIFORM 
Here’s why. eas 


OVERALL numbers of the ones you 
HEAT need, and mail the coupon 


lications available. circle the 


to us with your name, title, 
T company and address plainly 

coll HEA ; 

INNER written. We will tell each 
manufacturer to send directly 
to you the information you 


want, 


Che staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems, They 
will obtain expert advice for 


of the 
into large : up to 45% OF nal you on both technical and 
4 of heat goes oreo cooking: » inner unit sOve> aaa small Po : " 


« inne’ siators 
n = for ec The “extTo gin perc busine ble The se 
Outer encrap «and utensi electricity Ue yusiness problems. The ser- 
frying P ‘ 

vices of a number of consul- 


tants are available. Whether 


Naturally, you'll want to handle Chromalox 
Supreme Range Units for replacement 
when the nation’s homemakers show such 
an overwhelming preference for electric 
ranges equipped with the ‘2-Units-in-l" 


It will pay you to stock the famous 
Chromalox line. You'll find you can make 
replacements faster, easier, more profit- 
ably because the Chromalox units come 
complete, ready to install. A small assort- 


your problem relates to sales 
promotion, lighting or wiring 


layouts, applications of the 


surface units that give the “‘right’’ heat 


ment of Adaptor Rings permits proper fit 
and “right’’ cooking area. 


: National Electric Code, or 
of all range openings. 


equipment application, it will 
Get the Full Story receive careful attention. 
Write for Bulletin RU-149 and “The Switch Is On" 


booklet. They show you how to make more money < 
selling and servicing ranges. } an, i . 


EDWIN L. WIEGAND CO. 
7600 THOMAS BLVD. 
PITTSBURGH 8, PA. 
on new ranges and for replacement 


_ CHROMALOX 
means =e, amiadl 


Atlanta 5. Ga.; L R War d © 
“Houston 3. ‘Texas: 1 Ave 
P R ° Raleigh. N. C. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 


Atlanta 5, Ga. 














Tulsa 14, Oxla: 





Dallas 1 aes 814 "Te xas Ave 
W. R 
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2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 


2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 


2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 


_2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 


2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2112—Oil Heaters. Colorful 4 page catalog, entitled 
“Nescontro] Heating” describing and illustrating the com- 
plete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the Nesco, Inc., 201 North Michigan 
Ave., Chicago 1, II. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 


for every room in the house and other applications are 
described. 


2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
onanees Manual No. 5 from Tuttle & Kift, Inc., 1825 
N. Monitor Ave., Chicago 39, Illinois. 


2118—Electric Fans. Robbins & Myers, Inc., Fan Divi- 
sion, 387 So. Front St., Memphis, Tenn., offers an attractive. 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952. 


2122—Surface Heating Units—For electric ranges, 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by requesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali- 
fornia. offers a greatly enlarged line of Air Coolers for 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of cool air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements. 
New this year also is a line of five “Down Discharge” 
models for easier roof installations. The complete line 
includes 25 models. ranging from 1500 CFM fan-type 
coolers to 12,500 CFM industrial sizes, including 11 win- 
dow-mounting units. Write for further information. 

2136—HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St., Chicago 38, Ill. 
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2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 


2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2152—Shutters and Dampers. Air Conditioning Prod- 
ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 11-page illustrated catalog No. 44 
describing their line of shutters and dampers. 


2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional drawings and specifications. 


2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 


2158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for key dealership franchises; and 
full technical data on Hallicrafters’ world-famed precision 
radios and television. Hallicrafters now GUARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN- 
TEES WORLD-WIDE RADIO RECEPTION. These exciu- 
sive products may now be available for your territory, so 
write today. The Hallicrafters Company, Chicago 24, 
Illinois. 


2160—Electric Hot Water Heaters. A new catalog de- 
scribing. Rex Electric Water Heaters is available from 
THE CLEVELAND HEATER CO., 2310 Superior Ave- 
nue, Cleveland 14, Ohio. It illustrates both the conven- 
tional round and the “Table High” models. 


2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chel<ea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 


2164—“TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Mc- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts, and steel tubing. All materials are 
heavily zinc-plated & chromate dipped for great rust-re- 
sistance.” 

2166—Radiant Glass Panels. Specifications and appli- 
cation data on electric radiant Glassheat panels is now 
available from the Continental Radiant Glass Heating 
Corp., 1 East 35th St., New 16, N. Y. The new bulletins 
describe both the flush mounted and surface mounted type 
of panels. 
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WANTED: DEALERS 


WHO CAN QUALIFY FOR 
NEW MERCHANDISING FRANCHISE 





_ New Plan Forces Manufacturer to Work for 
the Dealer to Create Store Traffic and Sales 


Time and again as you leaf through trade papers, Mr. Dealer, you come upon 
impressive ads by manufacturers telling you what tremendous backing their 
national advertising is giving you. You read lists of big national magazines, check 
over the figures on circulation and readership and sales impression. And you’re 
impressed. You know that the name and virtues of the item are getting a tremen- 
dous airing before the general public, and you realize that somehow all that is 
going to do you some good when the reader gets round to being a prospect. 

Still, you’re never quite satisfied, are you, what direct effect all this will have on 
your own particular store in your own particular town? You’re quite willing to 
admit that the national advertising will puff and publicize a product but you’re 
not going to lay any bets on how much traffic the advertising will bring to your 
store. Much less are you willing to wager on the actual sales in your store that 
result from the national ads. 

We know you’ve been thinking for a long time that national advertising does 
a job of selling for the manufacturer but has little effect on your own cash 
register. And the manufacturer keeps on telling you to “tie-in” with his national 
advertising and expects you to do it with odds and ends of selling material he 
sends you. Much of this material is bothersome to handle and of questionable 
value to use. And the busy dealer can’t always use it. 


GEARED TO YOUR MARKET—TIMED WITH YOUR CALENDAR 


We too, have been worrying about this for some time. But we’ve done something 
about it. We’ve taken our national advertising, studied its effectiveness—and 
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scaled it down to dealer level. We've taken all the bones of a good ad and re- 
assembled them so that the ad sells directly for the dealer. We’ve worked out a 
complete program so that there is no gap between the customer reading the 
national ad, getting the same message in her local paper or local radio program, 
seeing it again in your store display, hearing it from your salespeople and having 
it told her until YOUR cash register rings. 


THE PLANS ARE COMPLETE—EASY TO USE 


It’s what we call a “packaged promotion.” All parts fit. There is a continuous 
flow of sales effort right from the strong national advertising right down to the 
compelling ‘‘close’”” on YOUR sales floor. It’s timed, it’s ‘‘gimmicked.”’ It includes 
special offers in mats and mailers and coupons ~all ready for you. 

Of course this won’t work with any dealer. It takes a dealer who is alert to 
opportunity, who sees the sense of selling by continuous planned pressure instead 
of spasmodic hit-or-miss jabs, who will take the follow-through material which is 
tailored to his measure— and use it. 


CAN YOU QUALIFY FOR THIS DEALER FRANCHISE? 


If you’re a dealer like that, you can qualify for a Franchise with Dulane Inc. A 
dealer with this packaged-promotion Dulane Franchise, is a member of a new, 
scientific merchandising team that will net him traffic (for everything in his store) 
and sales and profits. 

Fill out the coupon now. We'll send you a questionnaire which will help us 
determine if you can qualify. 


THEN MAIL THIS COUPON TODAY! 


a 


DULANE INC., Dept. ES 


TO OUR DISTRIBUTORS 1900 River Road, River Grove, Illinois 


This is the first of a series of 
messages to help you tell your 
dealers of our revolutionary new 
Advertising-Merchandising 
Franchise. Complete information 
will be sent to you in the near 
future. You will be called upon 
to choose a select list of dealers 
from the candidates who wish 
to qualify for this new type of 
franchise. 


Please send me your questionnaire immediately. | understand 
there is no obligation to me and | will not be solicited by any 
representative until | have seen your questionnaire and give 
my permission. : 


cpimmemeneooenomoenued 


ELECTRICAL SOUTH for NOVEMBER, 1952 85 





g 
Y 
7 
+ 
: 
5 





INDUSTRY NEWS BRIEFS — GOVERNMENT REGULATIONS 





Substantial gains 
in appliance sales 


FACTORY SALES of standard-size 
household washers in September 
totalled 283,732 units, compared to 
254,537 in August, an increase of 
11.5 per cent, according to figures 
for the organization’s membership 
announced by the American Home 
Laundry Manufacturers’ Associa- 
tion. The September total compares 
to an industry-wide total of 313,746 
units sold in September, 1951, or 
a decrease of 9.6 per cent. 

Automatic tumbler dryers sold 
in September aggregate 71,516 
units, compared to 53,376 in August, 
an advance of 34 per cent, and were 
63.5 per cent more than the 43,752 
sold in the corresponding month 
last year. 

Factory sales of household iron- 
ers in September were 22,492 units, 
up 36.5 per cent from 16,477 sold in 
August and were 22.9 per cent 
greater than 18,300, sold in Sep- 
tember a year ago. 

Factory sales of standard-size 
household vacuum cleaners in Sep- 
tember totalled 237,541 units, com- 
pared to 222,413 in August, an in- 
crease of 6.8 per cent, according to 
industry-wide figures announced 
here today by C. G. Frantz, secre- 
tary-treasurer of the Vacuum 
Cleaner Manufacturers’ Associa- 
tion. September sales represented a 
gain of 13.1 per cent in comparison 
with 210,086 units sold in Septem- 
ber, 1951. 


“Service” businesses 
post ceiling prices 

REPAIR SHOPS and other “service” 
businesses must soon post ceiling 
prices plainly on official posters. 

Businesses affected include shops 
doing repair work on radios, tele- 
vision sets, household — electrical 
equipment, clocks, furnaces, and 
heaters, as well as certain other 
service trades. 

Posters are being mailed to all 
such businesses shown on OPS rece- 
ords as subject to the ceiling price 
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regulation governing charges for 
services (CPR 34). 

Businesses of this nature have 
previously been required to post 
ceiling prices, but the posting meth- 
ods used have varied so widely from 
shop to shop that customers often 
have not known that ceiling price 
lists were available for their inspec- 
tion. Through use of the new post- 
ers, shops all over the country will 
follow a uniform easy-to-read meth- 
od in listing ceiling prices. 

The new order specifies that re- 
tail service establishments to which 
OPS sends the official posters, if 
they are subject to the posting re- 
quirements, must display the post- 
ers within seven days afer receipt. 

Businesses which do not receive 
diréct mailings or establishments 
needing more than one poster may 
obtain posters on request from the 
regional offices of OPS, and must 
display them no later than Novem- 
ber 26, 1952. New sellers of retail 
services covered must display the 
posters not later than 30 days after 
the establishment of new ceilings. 


OPS ceilings restored 
on radio-TV parts 


PRICE STABILIZATION Director 
Tighe E. Woods has ordered price 
ceilings restored on radio, television 
and phonograph parts. The order 
marks the first recontrol action 
taken by OPS. 

The parts, along with radios, tele- 
vision sets and phonographs, have 
been suspended from price controls 
since August 29, 1952. 

Price ceilings on parts were sus- 
pended at that time, OPS explained, 
on the basis that parts prices nor- 
mally parallel the prices of the fin- 
ished products—the radios, televi- 
sion sets and phonographs. Radio 
and television sets were at that 
time, and still are, selling below 
ceiling prices. 

However, information from the 
industry recently made available 
to the agency revealed the following 
facts: 

(1) Effects of the suspension of 


parts extended considerably beyond 
the radio and television industry 
and would impair effective price 
control on commodities remaining 
under ceilings and not intended to 
be suspended from controls. 

Many of the parts used in radios 
and television sets, with the excep- 
tion of tubes, generally are not made 
by radio and television manufac- 
turers. Some of these parts are used 
in a wide variety of products still 
under controls. Also, tubes and 
other parts made by radio and tele- 
vision manufacturers likewise are 
used in products still under price 
ceilings. 

Thus, OPS could not practicably 
administer suspension of controls 
on radio and television parts while 
at the same time maintaining ceil- 
ings on the same or similar parts 
used in other products. 

(2) The suspension of price ceil- 
ings on parts made price controls 
ineffective in an important con- 
sumer area—the repair services on 
television receivers. 
Charges for repair services, gen- 
erally involving parts replacement, 


radio » and 


are at or near ceiling prices and 
are not intended to be suspended 
from price control, OPS said. 

Under the recent action, ceilings 
are reestablished on all radio, pho- 
nograph and television parts, in- 
cluding antennae and boosters, with 
the exception of cabinets. The 
“across-the-board” suspension from 
price controls for radio and televi- 
sion cabinets continues in effect. 
Restored ceilings are the same ceil- 
ings which applied before the sus- 
pension. 


OPS interpretation on 
service and warranties 


FOLLOWING the exemption of or 
suspension from price control of cer- 
tain commodities, questions have 
been raised regarding the effect of 
such actions on services, charges or 
terms and conditions of sale which 
relate to such commodities. OPS 
has issued an interpretation to an- 
swer such questions. 
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More appliance dealers use 


Commercial Credit financing 


than any other national plan 


NO NEED TO TIE UP WORKING CAPITAL 


The CommerciaL Crepit PLAN offers dealers everything 
they need in the way of financing . . . from wholesale 
financing of floor stocks right down to the last detail of 
retail financing, credit investigation, collection, adjust- 
ment and prospect follow-up. This plan enables dealers 
to free their working capital for use in their business. 








% 


COMMERCIAL CREDIT HELPS MAKE SALES — Shown 
here (right) talking to two members of his organization 
is Mr. J. H. Baine, Jr., Vice President of The Crenshaw 
Co., Memphis, Tenn., users of the Commerciat Crepit 
PLAN throughout their entire 14 years of business. 
The Crenshaw Company likes the flexibility and 
complete service Commercial Crepir offers ilso 
the aid that it gives customers in buying products they 
couldn't afford to buy outright. 


FIND OUT HOW COMMERCIAL CREDIT HELPS BUSINESS 
LOOK UP — Ask your distributor for a copy of suy 
and Sell with Sound Financing,” or contact your 
nearest CommerciaL Crepir office. This interesting 
pamphlet gives complete details on ComMMERCIAL 


Crepit’s many benefits. There is no obligation, 


COMMERCIAL CREDIT 
CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
. .. Capital and Surplus over $125,000,000 . . . offices 
in principal cities of the United States and Canada 














In general, services, including 
warranties, which are sold as such 
are subject to Ceiling Price Regula- 
tion 34 and remain under price con- 
trol, unless specifically exempted or 
suspended from control by General 
Overriding Regulation 14. However, 
certain services which are incidental 
to the sale of exempted or suspended 
commodities are now exempted or 
suspended from control by the ac- 
tion taken with respect to the com- 
modity. These services must clearly 
be incidental to the sale however. 

For example, the sale of television 
sets is suspended from price con- 
trol and this suspension carries 
along with it the suspension from 
_control of the sale of the warranties 
accompanying the sale of the sets, 
which are included in the price. 
Such warranties include a compul- 
sory warranty, whether or not its 
price is separately stated. They do 
not include an optional warranty 
which need not be purchased with 
the set. An optional warranty is 
not incidental to the sale of the set 
and remains under control. 

Interest or financing charges in 
connection with the sale of a com- 
modity are likewise placed outside 
control when the commodity is ex- 
empted or suspended, inasmuch as 
this interest represents an enhance- 
ment in the ceiling price of the com- 
modity sold. It should be noted, how- 


ever, that interest for the use of 
money loaned by persons other than 
the seller of the commodity has 
never been controlled by this 
agency. 

The exemption or suspension 
from control carries with it the ex- 
emption or suspension of the entire 
transaction of the sale, thus obviat- 
ing the requirement for mainte- 
nance of customary terms and con- 
ditions of sale in connection with 
sales of that commodity. Accord- 
ingly discounts, terms for payment 
and differentials between classes of 
costomers need no longer be main- 
tained after a commodity has been 
exempted or suspended from price 
control. 


Mid-South appointment 
made by Crosley 


Graybar Electric Company of 
Memphis, Tenn., has been ap- 
pointed the new distributor for 
Crosley appliance and electronics 
products in the mid-southern area, 
according to an announcement by 
W. A. Blees, vice president of 
Aveo Manufacturing Corporation 
in charge of sales for the Crosley 
Division. Headed by Memphis 
manager, Wayne Berry, Graybar 
will distribute appliances and 
television sets and radios to some 


Pictured at the recent Crosley distributors meeting held in Memphis, left to 
right, seated: F. F. Duggan, general sales manager for appliances, Crosley ; 
C. S. Powell, Mississippi Valley District manager for Graybar Electric Co.; 
W. A. Blees, vice president of Aveo Manufacturing Co.; and Wayne Berry, Gray- 


bar Memphis Standi 





ger. § g are: C. A. Rettenmayer, district operating 


manager; Graybar; Ed Grimes, new Graybar 





e sales r; Howard 


rr 


Sommer, operations manager, Graybar, Memphis; T. H. Mason, eastern sales 
manager, Crosley; L. R. Walker, regional manager, Crosley; and T. A. Huston, 
Graybar, New York. 
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400 Crosley dealers in west Ten- 
nessee, east Arkansas, and north 
Mississippi. 

Appointment of this new dis- 
tributor marks a planned increase 
in advertising and sales promo- 
tion efforts throughout the area, 
with Graybar enlarging its appli- 
ance sales department under the 
new appliance sales manager, Ed 
Grimes, of Dallas, Blees pointed 
out. 

The announcement was 
during a meeting of Crosley dis- 
tributors to introduce the 1953 
Shelvador refrigerator and room 
air conditioner lines. More than 
175 distributors attended this 
meeting and a preliminary confer- 
ence the day before on Crosley 
television and radio. 

National Rose Company was the 
former Crosley distributor in 
Memphis. It carried lines far re- 
moved from the appliance field, 
according to Mr. Blees and Harris 
P. Patton, president of National 
Rose. Graybar handles lines more 
closely associated with appliances. 


made 


Deepfreeze not to offer 
air conditioning this year 


RUMORS THAT DEEPFREEZE will 
add home air conditioning units to 
its product line on January Ist 
have been dispelled by Ben G. San- 
derson, the company’s general sales 
manager. 

However, Mr. Sanderson made it 
plain in his recent announcement 
that the Deepfreeze Appliance Di- 
vision will eventually enter the air 
conditioning market on a_ broad 
scale, possibly before the end of 
1953, and certainly during the fol- 
lowing year. 

“We assigned the design of a 
large-capacity air conditioning unit 
to our engineering staff early in 
1951,” Mr. Sanderson disclosed, 
“and handmade models had been 
completed in January of this year. 
They have been subjected to about 
ten months of careful work. 

He went on to point out that the 
between engineering and 
mass production of mechanical de- 
vices are long and serious ones, and 
that his company expected to pro- 
ceed with extreme care before any 
new product was placed on the mar- 
ket bearing the Deepfreeze trade- 
mark, 


steps 
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@ This year more than two million American 
families will buy automatic water heaters! A good 


many people in your trading area have already 


decided that the best in automatic water heating 


costs less in the long run. Keep your gravy train 
on the right track by promoting the features that 
have made Toastmaster Water Heaters main-line 
profit-builders for nearly thirty-five years: the 
Life-Belt* Element . . . the optional Ionodic* 
Rod . . . external temperature selector . . . the 
Toastmaster 10-Year Service Warranty. 

‘our Toastmaster* Water Heater distributor 
can help switch your gravy train over to the main 


line—and your own engineering can keep it there! 


IOASIMASTER 


AUTOMATIC GAS AND ELECTRIC WATER HEATERS 


McGRAW ELECTRIC CO. © Clark Division © 5201 W. 65th St., Chicago 38, III. 





* Toastmaster, Lite-Belt and lonodic are trademarks of McGraw Electric Co., makers of Toastmaster Water Heaters, Toastmaster toasters and other Toastmaster products. Copyright 1952, by McGraw Electric Ce., Chicage 


ELECTRICAL SOUTH for NOVEMBER, 1952 89 








Food is really 


~y 
A 


y FAVORITE FOODS 


by Roy Heinecke 


@ A SIX-WEEK “Freezer Fiesta” re- 
cently completed in New Orleans 
produced results 60 per cent higher 
than a similar promotion a year 
ago. 

Dealers participating, a total of 
103 of them, sold a total of 414 
home freezers during the “Fiesta,” 
which ended August 20. And at the 
same time, they picked up a host 
of selling ideas easily applicable 
to the promotion of other appliance 
items. 

The “Freezer Fiesta,” attrac- 
tively advertised in the fiesta 
theme, was the brain child of New 
Orleans Public Service, Inc., which 
merchandises no major appliances. 
NOPSI constantly promotes the 
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New 


This Freezer Fiesta display depicts the four seasons of the 
year, emphasizing the fact that with a home freezer you 
can eat vour favorite food anytime of the year. 


sale of all appliances, builds up 
customer leads through its resi- 
dential contact personnel and then 
distributes these leads to dealers 
on an equitable basis. 

E. N. Avegno, dealer sales man- 
ager for NOPSI, and his staff drew 
up the prospectus for the six-week 
“Freezer Fiesta” promotion. 

At a breakfast “kickoff” meeting, 
this handsome outline, printed in 
color, was presented to dealers and 
salesmen. 

It outlined the campaign for 
them in the following manner: 

1 Advertising — Nine different 
newspaper ads (27 insertions) fea- 
turing “See Your Dealer” running 
in three local dailies, call attention 


to home freezer benefits. 

Over 200 radio spot announce- 
ments will hammer home the home 
freezer story, further directing 
listeners to your stores. 

Car cards in all transit vehicles 
will tell the riding public how to 
save time, work, and money with 
a home freezer. 

Ann Villere, on ‘“Homemaker’s 
Holiday,” (a NOPSI television 
show) will show the TV audience 
how wonderful life can be with a 
home freezer. 

And ‘‘Homemaking,”’ 
NOPSI publication distributed 
monthly with residential service 
bills, will tempt 143,000 New Or- 
leans homemakers with facts on 


a new 
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_ freezing 


Orleans way 


home freezer uses and advantages. 
Dealers 
participating in the ‘Freezer Fi- 
esta” will get an allowance of $2 
for each home freezer sold (to cus- 
tomers of NOPSI) to apply to their 
advertising expenses, up to 25 per 
cent of the total amount spent dur- 
ing the campaign. 

3. Display A mammoth “Fi- 
esta” display of freezers (each 
wholesaler may display two models 
wholesaler may display two mod- 
els) on the first floor of the NOPSI 
building will help to pre-sell the 
more than 18,000 people who pass 
through each week. Dealer sales- 
people are invited to be there to 
capitalize on this event. 


2. Promotion allowance 


4. Salesmen's awards — Each 


dealer and wholesaler will put up 
$2 for each freezer sold during the 
“Fiesta.” This money will be dis- 
tributed at the second and third 
meetings in amounts from $2 to 
$20. In drawings, salesmen will 
receive one chance for each freezer 
sold. 

5. Free 
Colorful lapel badges with the leg- 
end: Save time, work, money. 
These badges will surely perk up 
attention. 


promotional material 


Display streamers fea- 
turing the freezer economy story. 

6. Direct mail—A series of di- 
rect mail pieces to residential and 
commercial customers will stimu- 
late interest in freezer ownership 


7. Dealer leads — Publie Service 


New Orleans dealers tell ’em and 


sell °em over 400 home freezers 


during six-week *‘Freezer Fiesta” 


representatives in the field and on 
the sales floor will develop home 
freezer sales leads for participat- 
ing dealers. 

8. Riders’ Digest—Through this 
popular NOPSI transit publication, 
more than 100,000 streetcar and 
bus riders will be urged to see their 
dealers for 
sparing home freezers. 


money-saving, time- 


9. Freezer demonstrations 


Three powerful  sales-promoting 
demonstrations conducted by Pub- 
lic Service home service advisors 
will show the ladies of the house 
what a home freezer will mean to 
them and tell them to see their ap- 
pliance 


dealers. Everyone’s wel- 


come at these demonstrations in 

the Public Service air-conditioned 

auditorium and dealers are encour- 
(Please turn to page 113) 


Discussing the promotion are, left to right, E. N. Avengo, dealer sales manager, 

New Orleans Public Service, Inc., D. C. Pearce, national retail sales manager, 

Freezer Division, Sears, Roebuck and Co., and M. M. Kramer, manager Sears, 
Roebuck, New Orleans. The hats hide prize money awarded to salesmen. 
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Dealer growth and profit building 


through planning 


This article on business planning for appliance dealers is the 
first of two articles discussing planning and controls and based 
on an address made by Mr. Price at the 1952 Midyear Meeting 
of the National Appliance and Radio-TV Dealers Association, 
in Chicago. The concluding article will appear in the December 


issue of ELECTRICAL SOUTH. 


@ A SHOPKEEPER will never be a 
successful appliance dealer. A 
shopkeeper allows economic and 
sociological forces to determine 
his destiny. An appliance retailer 
has the opportunity to combat ad- 
verse circumstances with inge- 
nuity and sales power. 

Crying about conditions never 
consummated a sale; finding fault 
with a supplier never met a pay- 
roll; complaining about your com- 
petitors won't improve your profit 
position. So why don’t you stop 
spending your energies in a nega- 
tive way? Dust off your “know- 
how” of specialty selling, and put 
it to work for you. Re-examine 
your operation in the light of good 
business practices and then adjust 
your sights high enough, within 
the limits of your capabilities and 
financial 
grow. 

I am convinced that in this busi- 
ness you either grow or wither. 
Growth under the present tax 
structure must be gradual, but you 
must grow. If you don’t nurture 
your business with new ideas and 
constant personal attention, you 
will stunt its growth. 

In our organization, we have 
kept our sights as high as possible 
and attribute our growth to hard 
work, good franchises, and sales 


resources, so you Can 
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power. However, over the years, 
we have developed certain plan- 
ning techniques and controls. I 
shall endeavor to explain some of 
them, speaking from practical ex- 
perience as an appliance retailer. 

We define “planning” as an op- 
erating forecast for the future 
based on factual data. I would like 
to qualify the need for planning 
by saying that you need planning 
to manage your organization effi- 
ciently and to make decisions pred- 
icated on sound judgment estab- 
lished on factual evidence. 

Before you can lay plans, there 
are a few things that you must 
know, and particularly you must 
understand your capital limita- 
tions. One of the guide-posts to 
how elaborate your plan can be is 
your working capital. I would like 
to spend just a few seconds on 
working capital, because after go- 
ing around and asking dealers 
about it, I have found that the ma- 
jority don’t understand how im- 
portant it is that you know about 
it if you are planning an expan- 
sion, increasing your inventory, 
extending your sales force, or if 
you are planning any operation 
that requires a capital investment 
greater than you now have. 

Accountants in the business de- 
fine working capital as the excess 


by H. B. Price, Jr. 


Price’s Inc. 
Vorfolk, Virginia 


of your current assets over cur- 
rent liabilities, on the theory that 
all current liabilities will be liqui- 
dated from your current assets. 

But, after much discussion with 
accountants, I prefer to define it 
in a working man’s terms, and in 
a form that you can establish from 
your financial statement in about 
three minutes time. 


Finding working capital 

I have never found accountants 
who considered this information 
to be off more than five per cent 
at any time. From this you can 
develop your position, as far as 
working capital is concerned, at 
any given point that you have a 
statement on, or that you take a 
statement of. 

Here is the method: take your 
fixed assets (that is the moneys 
that are now available to you), 
and subtract it from your net 
worth. Your net worth, of course, 
is your original invested capital 
plus any surplus you might have 
accumulated. Subtract the money 
you have invested in fixed assets 
such as trucks, fixtures, building 
improvements, etc., and you get a 
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quick summary of exactly the 
amount of money available to you 
for buying and selling merchan- 
dise. 

Too frequently, when a man 
opens a store or takes on a new 
line, or develops a new depart- 
ment, he gives absolutely no con- 
sideration at all to where the 
money is coming from. After he 
has been in it six months, he finds 
he is over-extended. If you will 
devote one complete night some- 
time to analyzing your working 
capital, and go one step further 
and try to determine where it is 
tied up, you will have a little 
keener basis upon which to make 
decisions of expansion. There is 
no reason for your just thinking 
that you can expand because you 
want to. You must have the means 
to do so. 

The next step that we must take 
in this matter of planning, is to 
talk about sales. 
many 


I wonder how 
plan their sales 
yearly, seasonally, or monthly. For 
information on a yearly basis, go 
to your manufacturer or distrib- 
utor. They should be anxious to 
show you your trade area’s past 
year’s totals. NEMA gets figures 
out about every sixty days for the 
previous ninety-day period. These 
can be broken down into counties 
and cities, if you need such in- 
formation. Some utilities have ad- 
ditional records that might assist 
you. 

To begin on the right foot, es- 
tablish the number of washers, 
refrigerators, etc., that you think 
you can sell in any given year. Of 
course, that basis can be predi- 
cated upon your past sales, or the 
potential of the market and the 
percentage you got last year. It 
should be worked out with some 
factual evidences that will help 
you establish your sales potential 
for the year you are planning. 

The next step is most import- 
ant: how much manpower do you 
need to sell, install, and service 
the quota of units at which you 
have arrived? You must be realis- 
tic because these decisions will 
have a bearing on your budget. 
This yearly quota should be 
broken down by months. Histor- 
ical patterns have changed so you 
will have to use your own exper- 
ience with adjustments. 

In the past, January was a cer- 


dealers 


tain percentage month; February 
was a certain percentage of the 
total. Of course, the Korean War 
and shortages have come along, 
but I suggest you go back to his- 
torical patterns and changes, be- 
cause they are the most realistic 
ones we still have. 

After you have broken the total 
figure down percentage-wise, by 
product, indicating what percent- 
age of washing machines you are 
prepared to sell that year, what 
percentage of dryers, and what 
percentage of other things, then 
multiply that average sale out, and 
get a volume figure. You will, then, 
have determined how many dollars 
and cents of business you want to 
do. This is made a cross-index by 
your taking into account the fact 
that January, historically, 
been a six and a half per 
month. 


has 
cent 
Usually it works out that 
you have thirteen per cent in Jan- 
uary and February of your total 
business volume. 
in each month upon 
weather conditions. If it is bad in 
January, it goes into February. 

These percentages are not im- 
portant. The important part is 
that you at least analyze what you 
plan to do during the year. 

In making our plans, we have 
to consider 


The proportion 
depends 


seasonal business, 
such as the refrigerator business. 
There are only two or three things 
to be given consideration in pre- 
paring your expense budget and 
sales budget, and attention should 
be given to the peak handling and 
inventory investment, so that sur- 
plus merchandise will not be car- 
ried over. 

Who is going to install the re- 
frigerators? Do you have the man- 
power? Will it cost you overtime? 
Those things must be given some 
consideration, if you are going to 
prepare a budget intelligently. Of 
course, at all times, give seasonal 
items real consideration if you do 
not expect to carry over surplus 
inventory. 


Monthly projection 


Now we get down to the monthly 
projection, and we come to the 
thing which I think is indispen- 
sable in my business. We could not 
exist without it, just as if we 
failed to go to the bank or meet 
a payroll. That is the breaking 
down of our units in monthly fig- 
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ures a few days before the end of 
each month. 

We start off, before we agree on 
a quota for any given month, by 
working up to that quota. Let’s 
consider washers. We divide that 
figure into conventionals and au- 
tomatics. My store manager and 
I make these out in advance be- 
fore the planning meeting. If we 
agree right off the bat, we are 
probably pretty nearly right. Sup- 
pose there is a difference of opin- 
ion. Then we try to justify either 
my figure or his. 


Figuring sales expectancy 

Now suppose, for example, we 
say, “We can sell 10 conventional 
washing machines and we can sell 
15 automatics.” We know in our 
operation that the conventional 
averages $160. So we extend this 
and we have $1600. 
We have 
$300 for an average sale, and that 
comes to $4,500. That is what we 


Now, on to automatics 


have agreed we can sell, keeping 
in the back of our minds our sales 
capacity. There is no sense in se- 
lecting a figure that we do not 
have the sales capacity to sell. We 
have our own reasons for believ- 
ing that this is correct. 

The next thing we put down is 
refrigerators. We come to that, 
and we agree we are going to sell 
30 at an average of $300 per sale, 
which gives a total of $9,000. We 
go on to gas, and on gas ranges we 
count 20. We count on selling 5 
electric ranges. The average sale 
for gas ranges is $180 and $200 for 
electric ranges. This gives a total 
of $3,600 plus $1,000. 

Then we go on to dryers. If we 
sell a total of 5 at $250, that makes 
$1,250. 

Then we come to freezers. Let’s 
say you are going to sell 10 freez- 
ers at $350 each. That makes a 
total sale of $3,500. 

After you have figured all these 
items, the next thing you have to 
consider is the miscellaneous 
vacuum cleaners, cabinets, any- 
thing you don’t have as a special 
line, but that you do sell occasion- 
ally. In this particular operation, 
we assume that we are going to 
sell $2,000 worth of other items. 

We have one other income, and 
that is service. In my bookkeeping 
system, we have warranties, de- 

(Please turn to page 111) 
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@ BY AGGRESSIVE promotions, 
Britts, Inc., with two stores in 
Orlando and one in adjacent Win- 
ter Park, Fla., has increased its 
annual volume, exclusively in elec- 
trical household appliances, from 
$400,000 to more than $1,000,000 
within a few years. 

“Not all of our home appliance 
promotions click,” says E. M. 
Kelly, president, “but that doesn’t 
discourage us. Those that pay 
make up for the failures. We don't 
know why some succeed and others 
fail; it may be the weather or the 
day of the week.” 

Bob Jones, vice-president and 
sales manager of the company, 
department-store trained, 
“We have applied the principles 


says: 


of department store merchandising 
to a specialty business and it has 
paid off.” 

Jones, who is responsible for 
the promotions, has spent his 
working life in department store 
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Britt's uses all manufacturers’ helps as store decorations 
to work with its promotions in increasing appliance sales. 


lance sales by three 


electrical merchandising depart- 
ments. He has worked in several 
stores of the Allied Stores group, 
including the well known Jordan 
Marsh store in Boston. More re- 
cently he has Maas 
Brothers, in Tampa and St. Peters- 


been with 


burg, Fla. 

Britts’ largest store, 60 by 150 
feet, is on North Orange Avenue, 
the main business street of Or- 
lando. Its other Orlando store, 30 
by 50 feet, is several blocks away 
on Church Street. Its Winter Park 
store is 40 by 160 feet. All promo- 
tions are worked simultaneously at 
the three stores. 

By way of showing what aggres- 
sive promotion has accomplished, 
the record of the Church Street 
store may be cited. Prior to the 
advent of the present merchandis- 
ing policy this store’s largest 
month had total 
$4,300, with a monthly average of 
only $1,800. By July, 1951, when 


been sales of 


by C. E. Wright 


the new policy had been in effect 
long enough to take hold with the 
public, the volume was $28,000. By 
September, 1951, an average of 
$25,000 a month had been reached 
and has since been maintained. 
“This opened our eyes to the 
real value of persistent 
tion efforts,” 


promo- 
says Bob Jones. 
Britt’s promotions are supported 
mainly by newspaper and radio 
advertising, expenditures totaling 
about $10,000 a month, including 
co-operative programs. Radio plug- 
ging consists of 20 spot announce- 
ments a day on two stations, a 15- 
minute radio program five days a 
week and a Saturday night one- 
hour program of hillbilly music. 
not go for 
says Bob Jones, 
“but we believe the majority like 


“Some people may 
hillbilly music,” 


it, and what we are after is mass 
appeal.” 

One of the earliest successful 
promotions tried out by Britts was 
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“This was a 
slow moving item with us,” said 
Jones. “We weren't selling more 
than ten to fifteen a month. We 
put on a special offer of a $139.95 
washer (its fair trade price at that 
time) and with it gave a $9.95 
automatic iron, a set of tubs worth 
$17.95, a set of 16 towels and wash 


on wringer washers. 


cloths and 12 boxes of a detergent, 
a saving of $46. We announced this 
offer with 48 inches of space in 
the Sunday newspaper, with no 
mention on the radio. We sold 50 
washers within one week. This 
started wringer washers moving, 
and they still sell well. By repeat- 
ing our offer we sold 420 washers 
in nine weeks. We have continued 
to push them ever since.” 

Another promotion involved an 
electric range usually sold at a 
price of $209.95. A promotion, 
sponsored by the manufacturer at 
the low price of $179.95 didn’t 
click, so Britts staged its own pro- 
motion, raising the price to the old 
selling price of $209.95 and allow- 
ing a year’s electricity free ($2.50 


a month average for a family of 
four persons). Forty ranges were 
sold in the first three days, Mr 
Jones reports, and not all of them 
were the model that was being pro- 
moted. 
Another 


promotion, in which 


four 90-inch newspaper advertise- 


ments were used, resulted in the 
sale of more than 180 automatic 
washers at $350 each. 

Although the Britts stores go in 
strongly for promotions, they do 
not favor the highly 
demonstrations that bring several 


publicized 


hundred persons into the store at 
one time. “We prefer to bring in 
at a time,” 
so that we will have an oppor- 
tunity to give individual] attention 
to each one. That cannot 
when you have too large a crowd.” 

The Britts organization co-oper- 
ates in the promotion plans pre- 
sented by the manufacturers it 
represents, but oftentimes changes 


fewer 


Says Bob Jones, 


be done 


the offerings to suit its own con- 
ditions. 
Bob Jones strongly believes that 
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Promoting an appliance by offering gifts with the sale is 
one way that Britt’s makes advertising pay with sales. 
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promotions will not succeed, no 
matter how well-planned and exe- 
cuted they are, if there is not com- 
plete co-operation from a satisfied 
sales force. Of Britts’ total work 
ing force of 60 persons in the three 
stores, 18 are sales people. When 
Jones took over sales, one of his 
first problems was to cut down on 
turnover of sales help. 

Many plans were tried such as 
salary plus commission, and vari- 
ous arrangements of commissions, 
but the method finally adopted was 
the setting up of a reserve fund 
for the purpose of protecting the 
salesmen and the company 

When the meter plan was insti- 
tuted as a means for customers to 
buy on a low-payment installment 
basis, commissions were cut to six 
per cent on meter plan purchases 
and on sales involving low down 
payments of less than ten pe 
cent 

From 
salesmen a reserve of three per 
cent is withheld until a total of 

(Please turn to page 111) 


commissions owing to 


When another merchant needs an electrical appliance 
in a window display, 


Britt's is always ready to co-operate. 
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Bonuses get results... 





Company’s profit-sharing plan 


nets appliance sales 


@ By FAR THE MOST effective means 
of leveling out the peaks and val- 
leys of yearly appliance sales vol- 
ume, we have found, lies in setting 
up an incentive plan, whereby 
every person in the store shares in 
the store’s profits, providing he ex- 
tends his selling efforts more in- 
tensively, during what would nor- 
mally be “slack seasons.” 

Because bonus payments are 
made on a quarterly basis to each 
employee, he can readily see the 
benefit 


possible through “selling 
harder” during the off-season to 
increase his yearly earnings. 

Our company adopted this plan 
a little more than 5 years ago, and 
have found since that permitting 
employees to share in profits, pro- 
portionately to their salaries, has 
wiped out many problems of pe:- 
sonnel management, incentive re- 
ward, and initiative-sparking. 

The bonus plan has been spread 
out to cover 20 employees of the 
store, and includes not only sales- 
people, but the store custodian, all 
deliverymen, servicemen, and ex- 
ecutives. It has been found un- 
necessary to confine appliance sales 
rewards to selling employees, be- 
cause if the non-revenue employees 
are given sufficient stimulus, they 
will invariably surprise the man- 
agement by producing unexpected 
sales. 

The method of controlling the 
bonus system is based on a “cash 
reserve” fund, which is set up at 
the first of each fiscal year. The 
amount of the fund is based on the 
previous year’s operations, plus 
any increased volume which may 
be anticipated on the basis of in- 
creased population, lower selling 
costs, ete. By full attention to 
every detail, this type of projected 
income can be worked out ac- 
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curately. The amount thus estab- 
lished amounts to anticipated sales 
for the following year. 

The past sales pattern is ob- 
tained by averaging the base sales 
for the previous three years. Next, 
the bookkeeper breaks the sales 
down month by month, and thi 
monthly percentage of the total 
sales for the past three years is 
used as a pattern to determine 
monthly sales for the coming year. 
Net result is that at the end of the 
calculation, we know what percent- 
age of the total yearly sales volume 
should be sold during each month 
of the coming year, and then de- 
duct the total amount of the “profit 
sharing fund” from monthly earn- 
ings on a pro-rated basis. 

A quota of “monthly minimum 
volume” which each employee must 
contribute to is set up and approxi- 
mately 12 per cent of total profits 
from sales, over and above the 
minimum quota is put aside for 
“incentive profits” 
employees. 


to be paid to 
All of the bonus pay- 
ments from these funds are paid 
out quarterly, and the amount of 
the check which goes to each em- 
ployee is determined by dividing 
the firm’s total 3 months payroll 
into the fund. This figure provides 
an individual share, on each dol- 
lar of salary, to which the employee 
is entitled. 

Next step is to multiply the 
share by the number of dollars in 
the employee’s salary, and this sum 
is then tripled to obtain the bonus 
due the employee for the full quar- 
ter. In this way, salespeople whose 
sales were low for one month, can 
readily make up the balance dur- 
ing the other two months in the 
quarterly period. 

The result is a handsome bonus 
for all salespeople. For example, 


by Hugh C. Ross 


McGee-Ross Hardware Co. 


Jackson, Tennessee 


if an employee’s share on each dol- 
lar of his salary amounts to 25¢, 
and he earns $200 per month, his 
monthly bonus for the period cov- 
ered will be $50, or $150 for the 
No matter what his job 
may be, every employee benefits ac- 
cording to the length of time which 
he has been on the store payroll, 
and his selling initiative, or the 
extra business he brought in. 
Naturally, it may appear at first 
glance that there is a “gap” in di- 
rect application of the profits to the 
This is covered merely 
by the fact that all personnel are 
paid on a basis commensurate with 
their ability. Naturally, every em- 
ployee works harder for promotion 


quarter. 


employee. 


and a better salary, inasmuch as 
this is the guiding factor in: allo 
cating his bonus. 

Employees think a lot of the sys- 
tem, inasmuch as during the off- 
season, they may utilize their spare 
time for aggressive selling, con- 
customers by telephone, 
writing letters, ete. Often, during 
the fall and winter season, em- 
ployees’ total profit shares have ex- 
ceeded their salaries, which is, of 


tacting 


course, highly agreeable to every- 
one concerned. 

Distributing the bonus over a 
quarterly system, has the effect of 
doing away with personnel turn- 
over, since every employee always 
has something to look forward to. 
While it is realized that Christ- 
mas-time bonuses have advantages 
the length of time involved makes 
the bonus somewhat “intangible,” 
particularly during the early spring 
and early summer months. When 
the employee can see the fruits of 
his labor every 90 days, he is “kept 

(Please turn to page 111) 
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Floor demonstrations such as the one pictured, accounted for some of the 400 per cent sales 
volume increase at Lee’s Appliance Co., Bethesda, Md., during a six-week contest. Here R. F. 
Cosby. sales manager, points out the features of an electric range. 


Concentrated promotion 


skyrockets range sales 


by Beatrice Miller 


@ A 400 PER CENT GAIN in the 
sales volume of electric ranges was 
chalked up for Lee’s Appliances, 
in Bethesda, Md., when a six-week’s 
campaign ended recently. Placing 
second in the area’s competition 
among members of the Electric In- 
stitute of Washington, D. C., Lee’s 
Appliances sold approximately 25 
ranges over other dealers and was 
beaten only by a large department 
store which sold 7 more. Lee’s sold 
63 ranges within 6 weeks. 

“We used every promotional 
means available but also have to 
give due credit to the Potomac 
Electric Power Company for its 
prompt response to customer re- 


quests for demonstrations and es- 
timates of all kinds,” said R. F. 
Cosby, sales manager for Lee’s. 

Lee’s ran 2-column advertise- 
ments for 4 weeks in the local 
shopper’s weekly on electric ranges 
exclusively. Three times daily dur- 
ing the six weeks a radio spot 
plugged electric ranges. Trade-ins 
were accepted. 

Lee’s hammered away at direct 
mail. They took their large service 
file on TV and major appliances 
of over 1,000 names and sent out 
postcards weekly promoting noth- 
ing but electric ranges. Several 
days later the postcards were fol- 
lowed up by telephone calls by the 
inside and one outside salesman 
who offered to visit the customer’s 
home to detail the features of the 
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electric range. 

“Our outside salesman was ring- 
ing doorbells all day long,” said 
Cosby. “We were particularly for- 
tunate here because there are a 
number of new homes going up, 
ind by contacting the builders and 
contractors we were able to ap- 
proach the homeowners on electric 
ranges. New homeowners proved 
a very fruitful source of business.” 

Lee’s Appliances hooked up de 
luxe electric ranges in their win- 
dow and on the selling floor. With 
an attractive backdrop of display 
material furnished by the manu- 
facturer, a flasher overhead and a 
lighted panel, electric ranges 
caught the eye and imagination of 
passers-by and customers. 

(Please turn to page 111) 








: 
: 
{ 
i 
i 


by Baron Creager 


George Byers shows one of his small 

appliance display boards that have 

proved particularly effective. His place 

of business is located near a trading 

center for rural population, in Fort 
Smith, Ark. 


Radio spots sell farm trade 


@ WITH YEARS of appliance mer- 
chandising in his background, yet 
less than a year as a dealer, George 
L. Byers is convinced that high ad- 
vertising and sales expense is justi- 
fied by the volume produced and 
the prominence gained. 

Mr. Byers owns and operates 
The Appliance Company, of Fort 
Smith, Ark., and says he is the 
only exclusive appliance dealer in 
the city. His competitors include 
long-established merchandising in- 
stitutions with lists of regular and 
charge customers. 

Byers is sold on the radio spot 
announcement over any other types 
of advertising and promotion. He 
has used as many as 285 spots in 
one week and has planned to use 
as many as 90 a day. Such radio 
spots are so effective with the farm 
population that 90 per cent of 
Byers’ volume is of rural origin, 
10 per cent urban. 

“The farm wife is at home more 
than the city wife,” explains Byers. 
“Many of our radio spots are on 
the air before city people are 
awake, the best time for rural 
listeners being between 6 and 6:30 
in the morning. Other spots go 
on between 7 and 8 in the morning, 
to reach the country resident who 
works in town, and between 2 and 
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4 in the afternoon. Other stations 
take over our channels for evening 
broadcasting.” 

One show made a radio convert 
of Byers. On this program he 
offered a $200 allowance for any 
old refrigerator, regardless of age 
or condition. Within 15 minutes 
after the program started, custom- 
ers began appearing at the store, 
where salesmen were waiting. 

Ten $520 boxes were sold within 
two hours as a result of that pro- 
gram. A net profit of $50 per box, 
counting radio expense and sales- 
men’s commissions, satisfied Byers. 

In one month he spent $1,200 
for advertising and moved $46,000 
worth of merchandise, he reports. 
He says the minimum appropria- 
tion for advertising in his store 
will be six per cent, since coopera- 
tive assistance by the factory pro- 
vides for three per cent. But, 
month in and month out, he ex- 
pects to spend far in 
six per cent. 

Byers tells of an incident he 
thinks demonstrates the effective- 
ness of radio spots on the rural 
population. 

“A farmer came in this morn- 
ing,” he related, “after parking. 
Two cows were in his truck.” 

“The farmer wanted to look at 


excess of 


a certain refrigerator, and did, re- 
porting that his wife had heard so 
much about this refrigerator from 
our spot announcements she in- 
sisted that something be 
about getting one.” 


done 


Byers quoted the farmer as say- 
ing: “As soon as I sell my cows, 
I'll be back.”” The farmer generally 
heard spots at breakfast, 
just after the milking had 
done. 


Byers’ 
been 
Byers wants is 
convinced the 
farm population will provide it. 
“Farm people 


what he 
traffic, and he is 


says 


from as far as 
100 miles shop in Fort 
Smith,” he continued, “and my 
location is near the principal trad- 
ing center for farm people. 

“When country wives come to 
Fort Smith they come to my store 
because they want to see what has 
been advertised. When city wives 
come to town, they do most of their 
shopping in the big stores, over on 
the main thoroughfare.” 

To get traffic, and ultimate 
volume, Byers committed himself 
to $10,000 worth of traffic appli- 
ances for the winter season. He 
proposed to spend $2,000 in adver- 
tising. He did not expect to show 
a profit on traffic appliances. 

(Please turn to page 110) 
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Distributor’s meeting on TV 


shows public 


@ THE PUBLIC generally isn’t in- 
vited when a distributor shows new 
model appliances to dealers for the 
first time. But an estimated 100,000 
Virginians recently “sat in,” via 
television, on the dealer meeting 
put on by 
poration, of Norfolk, when a new 


Bowers Wholesale Cor- 


automatic home laundry line was 
shown. 

Actually the 100,000 guests were 
a happy accident. It all 
when 


started 
President George Bowers 
was scouting about for a cool, air 
conditioned meeting room where 
his dealers wouldn’t notice the heat 
wave. The only air-conditioned spot 
available at the time he wanted to 
hold the meeting was the audito- 
rium at WTAR-TV. 

“As long as we're having the 
meeting here, let's make a show 
out of it,” 
tives. 


he told station execu- 
And they agreed. 
Accordingly, the distributor 
group planned a full half-hour 
show with entertainment blended 
right into the introduction of the 
new 1953 washer line. And fortu- 
nately, the washer sales story lent 
itself to fashion show treatment. 
This theme is based on the claim 
that the 


washer will safely and 


new models 


automatically wash the new miracle 
fabrics like Dacron, Orlon, Dynel, 
and Acrilan. 

Smith & Welton’s Department 
Store, in Norfolk, provided five 
models and fashions of the new 
fabrics. Danny Teagarden and his 
orchestra were engaged and the 
show went on from 8:30 to 9 p.m. 
on a Thursday, a top video hour 
in Norfolk. There are 100,000 sets 
in the station’s territory. 

Station officials 
afterwards 


elated 
received 


were 


because they 


only six telephone calls asking why 
the regular program scheduled for 
that period had been pre-empted 
Normally, they said, they would 
expect between 40 and 50 

The show unveiled to dealers and 
the video audience the new washer 
models simultaneously. Commercia! 
elements were kept to a minimum, 
according to Mr. Bowers, and 
every effort was made to provide 
entertainment and instruction. 
Regular commercials were used for 
the strict “sell’’ on the appliances 

“The dealers were enthused about 
both the product and the program,” 
Mr. Bowers said. ‘Unfortunately, 
we had been short on washers be- 
fore the meeting so there is no 
way to gauge whether or not or- 
ders were higher than normal.” 


Pump purchasers come back, 


buy other appliances 


@ ALABAMA HOME Com- 


pany of Birmingham, uses electric 


Supply 


water pumps as foundations for 
highly successful unit sales of elec- 
trical appliances. 

Morris Rubel, store manager, ex- 
plains the procedure 

“Once a month, or oftener, we 
offer electric water pumps at a re- 
duced through 


price, newspaper 


Since the only air-conditioned auditorium available in Norfolk, Va., was a tele- 
vision studio, Bowers Wholesale Corporation turned their dealer show into a TV 
performance and reached an audience of 100,000 or more potential customers. 
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ads. We direct the ads, of course, 

to suburban and rural residents. 
“The 

pumps alone are good. But the real 


sales results from the 
feature is the unit sales. 

“A man came in recently to take 
advantage of our special price on 
the pump. That was less than $140 
Before he left, we sold him $1,800 
worth of appliances.” 

Those extras include all the ap- 
pump 


pliances that the makes 


possible: water heaters, sinks, dis- 
posal units, dishwashers, and auto- 
matic washers. 

Mr. Rubel pointed out that nat- 
urally the attention of the cus- 
tomer who comes in to look at a 
pump is kept on that product until 
he’s sold. No attempt is made to 
interest him in tie-in appliances 
until the original sale is made 
unless the customer himself 
broaches the subject 

Once he’s sold on the pump, how- 
difficult, says Mr 
Rubel, to convince him of the ad 


ever, it isn’t 


vantages of the additional appli 
ances. And to make the salesman’s 
work easier, Alabama Home Sup- 
ply has the water heater, the dish- 
washer, etc., displayed either with 
the pump or in an adjacent area 
on the floor. 
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Nales incentives sell washers 


@ How WOULD you like to sell 60 
automatic washers in 30 days— 
then pinch yourself and find it 
wasn’t just a dream? 

Most appliance dealers would 
be tickled pink to sell half that 
many $299.75 washers in one 
month. Especially when they can 
be sold without gimmicks, give- 
aways, or absurdly high trade-ins. 

Yet perhaps it isn’t as easy as 
it sounds. Few sales of $299.75 
items actually are easy. Salesmen 
have to work. Incentive is the key. 

The Home Equipment Co., of 
2529 Summer Ave., in Memphis, 
Tenn., one of the Mid-South’s out- 
standing appliance dealers, re- 
cently sold 60 automatic washers 
in 30 days by staging a lively con- 
test in which its 30 salesmen par- 
ticipated. While the company sells 
several other makes of washers, 
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Each Monday morning the Home Equipment company salesman having the 


highest total volume of sales for the 


pany’s ad. 


the contest was for one brand only. 

The Home Equipment salesmen 
went on to sell a total of 149 wash- 
ers in 90 days—including the con- 
test period. And the impetus is 
still being felt in washer sales-— 
long after the contest. 

How did the contest work? 

The contest carried prizes of 
$100 for the highest number of 
washers sold by any one salesman, 
$66 for second place, and $34 for 
third. In addition, salesmen were 
offered a $5 bonus above their reg- 
ular 10 per cent commission for 
every washer sold after the con- 
test quota of 30 was reached. 

This double incentive had the 
salesmen hustling. 

The contest winner? The only 
woman on the sales force, Mrs. 
Bess Tucker, put the men through 
the wringer by selling nine wash- 


preceding week is featured in the com- 
His picture frequently brings quick sales his way. 


by Richard Lane 


ers during the July competition. 
The runner-up, Vic Barkman, sold 
eight. 

Since Mrs. Tucker sold five of 
her nine washers after the contest 
quota of 30 was reached, she 
picked up an additional $25 in 
That, with the $100 top 
money, made the contest 
profitable for her. And, of 
course, there was $269 in regular 


bonuses. 
prize 
quite 


washer sales commissions. 
While Mrs. 
automatic 


Tucker was selling 
washers, she wasn’t 
neglecting the many other appli- 
ances and home improvement items 
offered by Home Equipment Co. 
The sale of washers represented 
only $2,697 of her $9,200 total sales 
volume for the month. She found 

as many other good salesmen 
have found—that intensive sales 
effort in behalf of one item often 
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George B. Bates, president, Home Equipment Co., hands a check to Mrs, Bess 
Tucker, washer sales contest winner. At right, Mrs. Tucker writes up the order 
for a washer she has just sold after a floor demonstration. 


to the sale of other items, 
not necessarily related. For exam- 
ple, one washer sale was coupled 
With a new refrigerator. 

Let Mrs. Tucker tell 
sells washers: 
of the nine washers I 
sold during the contest were to 
old customers of mine. | think that 
clearly illustrates the value of 
working your old customer list,” 
Mrs. Tucker declares. 

“All of the sold 
in the homes without floor demon- 


leads 


how she 


“Seven 


washers were 


strations being necessary. My sales 
manual and my sales presentation 
were enough for such a well-known 
washer. Three of the nine washers 
were sold without trade-ins. Two 
were sold to negro school teachers. 
Incidentally, teachers always are 
good prospects. They have steady 
income and are considered good 
credit risks. 

“I consider myself fortunate in 
having such a well-advertised, na- 
tionally known washer to sell. An 
important selling point, which I 
stress, is that it is an all-porcelain 
automatic washer—porcelain in- 
side and outside. Also the fact that 
it gets clothes cleaner and dryer 
is an important sales factor. And 


the pulsator principle is something 
else that influences customers. 
“Many limited 
space also like the washer because 
of its 25-inch width. Not as wide 
some can go into 
places where some others 
are simply out of the question.” 
Does Mrs. Tucker find it easier 
to see the customer prospects in 


persons with 


as washers, it 


smal] 


house-to-house canvassing during 
the day, than do the men selling 
for Home Equipment Co.? 

“I find that woman 
makes it easier for me to get in to 
talk with the housewife during the 
day,” Mrs. Tucker explains. “And 
it’s usually the housewife, in the 
final analysis, who decides whether 
her family buys a new washer. 

“Of course, the man of the house 
often has to be sold, too. That usu- 
ally requires canvassing at night. 
During the contest, I sold one 
washer to a man who wanted to 
surprise his wife with it as a birth- 
day gift.” 

What about trade-in offers? Mrs. 
Tucker frequently trades for the 
down payment. 

Home Equipment Company sells 
on the basis of 10 per cent down, 
24 months to pay on appliances. 


being a 
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The company feels if the custome: 
can’t pay 10 per cent down, either 
in cash or a trade-in, he probably 
risk. The 
required on the washer 


is a poor credit down 
payment 
featured in the contest is $30.75 

One of Mrs. Tucker's 
tive washer sales aids is the com- 


most effec- 


pany’s lead fee system. Here is 


how it works: 

Salesmen give their customers 
lead fee books, in which the cus- 
can fill out blanks with 


their friends’ names and addresses 


tomers 


and the type appliance or home 
improvements they are interested 
in. From time to time, the custom- 
ers mail these leads to the Home 
Equipment Co. 

If a salesman makes a sale from 
a lead furnished by a customer, he 
pays the customer $5 for the lead. 
This lead fee is borne entirely by 
the salesman. However, the sales- 
men pay the fee gladly because the 
commission on the sale is high 
enough to permit it. For example, 
the on the $299.75 
automatic washer is $29.97. Even 
after the lead fee is deducted, 
there is $24.97 for the salesman 
The lead fee system has been used 

(Please turn to page 110) 
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News Koundup 





Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


GE distributors 
hear 1953 plans 

A FIVE-POINT merchandising pro- 
gram for General Electric major 
appliances, including a major sales 
campaign, was outlined to distribu- 
tor principals and their top aides 
recently at a preview showing of 
the 1953 product line. 

Other key points in the program 
include: revamping of the market- 
ing operation, expanded advertis- 
ing, intensive sales education ac- 
tivities, and a planning calendar 
for the major appliance division 
and its distributors and retailers. 

Clarence H. Linder, general 
manager of GE’s major appliance 
division, and other division execu- 
tives spelled out the 1953 plans pre- 
liminary to presentation, over a 
two-day period by product depart- 
ment specialists, of the new re- 
frigerators, home freezers, room 
air conditiones, ranges, and water 
heaters, home laundry equipment, 
and electric sink, including the 
dishwasher and food waste dis- 
poser. 

During a visit to “Appliance 
Park,” under construction in Louis- 
ville, Ky., where the meeting was 
held, distributors watched initial 
assembly of dishwashers, the first 
appliance to be produced at the new 
manufacturing plant. Mr. Linde 
said that by this time next year, 
manufacturing of all of the divi- 
sion’s major appliances, except re- 
frigerators, would be under way at 
the plant. 

He reported that sales of a num- 
ber of GE major appliances, in- 
cluding refrigerators, are ahead of 
last year at the retail level, despite 
the first quarter lag. He also fore- 
cast that industry-wide sales of 
major appliances at the retail level 
in 19583 would total about 12.4 mil- 
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lion units, up about 16 per cent 
from the estimated 10.7 
units this year. 


million 


The GE executive said that the 
opening gun for the 1953 campaign 
was fired earlier this year when 
the division’s marketing depart- 
ment was reoganized. 

The special sales campaign will 
cover the full line and will take th 
form of a “Diamond Jubilee Sweep- 
stakes,” in recognition of the 75th 
anniversary of the company. 


Capehart announces 
Nashville distributor 
Curry’s RADIO Service Co., Nash- 
ville, Tenn., is the newly-ap- 
pointed Capehart radio and tele- 
vision distributor for Nashville 
and the surrounding area, Louis 


J. Collins, director of sales of the 
Capehart-Farnsworth Corp., has 
announced. Curry’s is located at 
2206 Elliston Place. 

Robert R. Gibson and H. W. 
Rodebaugh are partners in the 


firm, which has operated for 
twenty years as a radio sales and 
Many of the 


installa- 


service organization 
largest public address 
tions in the South have been han- 
dled by Curry’s, who specialize in 
this field. Mr. Rodebaugh is gen- 
eral manager of the company and 
B. F. Carney is service manager. 

In addition to Capehart televi- 
sion and radios, Curry’s distrib- 
utes room air conditioning equip- 
ment and public address sound 


systems. 


New Martin branch 
opened in Charlotte 


A TWO-DAY celebration formally 
cpened the new Charlotte branch 
headquarters of the Walker Martin, 
Inc., recently. Persons connected 
with the retail sale of General Elec- 
tric appliances and Sylvania TV and 
radios attended the opening along 
with officials of the Martin company. 

R. Walker Martin, president of 
the state-wide distributing firm, of 
Raleigh, N. C 
sion of the company in Charlotte 


.. said that the expan- 


Robert R. Gibson, standing, and H. W. Rodebaugh, seated at left, of Curry’s 


Radio Service Co., Nashville, Tenn.; and Louis J 


. Collins, director of sales, 


and J. H. Riddel, market research manager, of the Capehart-Farnsworth Corp., 
are shown above as they sign Curry’s Capehart radio and television franchise. 
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brings facilities there to a total of 
22,000 square feet, including new 
display room, general 
warehouse. 


office, and 


Attending the ceremonies from 
Raleigh in addition to Mr. Martin 
were J. Yates Parker, sales man- 
ager; George E. Lortz, secretary- 
treasurer; Oliver Crawley, adver- 
tising and sales promotion man- 
ager; and E. B. Peabody, sales man- 
ager for traffic appliances. Also 
present were representatives from 
the General Electric Company, of 
Louisville, Ky.; Sylvania Electric 
Products, of Buffalo, N. Y., and 
others. 


Hamilton names 
new Memphis outlet 


MCDONALD BROTHERS Company, 
Inc., of Memphis, Tenn., has been 
appointed disributor of Hamilton 
automatic clothes dryers in the ter- 
ritory comprised of Western Ten- 
nessee, the northern part of Mis- 
sissipi, and Eastern Arkansas. The 
announcement was made by R. G. 
Halvorsen, vice-president in charge 
of sales, Hamilton Manufacturing 
Company, of Two Rivers, Wis. 


Distributors see 
°53 Coolerator line 


TWENTY-EIGHT new Coolerator 
models in four product lines includ- 
ing electric refrigerators, electric 
ranges, chest and upright freezers, 
and room air conditioners were un- 
veiled to Coolerator distributors re- 
cently. 

Attention was focused on three 
new upright 


freezers and four 





The custom design HB-20 electric 

range of the new Coolerator line 

features double ovens and push- 
button cooking apparatus. 


room air conditioners models, new- 
comers to the regular Coolerator 
lines. They are a part of the com- 
pany’s expansion program insti- 
tuted after acquisition by Interna- 
tional Telephone and Telegraph 
Corporation last year. 

Four room air conditioners in- 
corporating compact size as an 
made their 
Features of all the Coolera- 
tor conditioners are 
control, two-speed 


engineering feature 
entry. 
thermostatic 
operation, and 
reduced projection into the room. 

The three new space-saver up- 
right freezers are equipped with 
door racks for extra storage con- 
venience, coils in all shelves for 
fast-freezing capacity, special five- 
year food warranties from $225 to 
$325 for added protection, and are 
styled to harmonize with kitchens 
and other locations 

Three new models in the Coolera- 
tor chest type freezer line for 1953 
also made their debut. For added 
storage convenience, each provides 
up to ten separate freezer storage 
compartments. Each is equipped 
with a full complement of up to 
four wire baskets, Handi-store di- 
vider which provides four separate 
storage compartments in the gen- 
eral storage section. Port-A-Tray 
for carrying food to and from the 
freezer and for storing small food 


Holding 700 pounds of frozen food 

in its 20 cu. ft. of space, the FB-200 

Coolerator freezer features the 

Port-A-Tray and four-compartment 
space divider. 


packages, and a fast-freeze 
partment. 


Coolerator has expanded its 


com- 


space-saver refrigerator design line 
in 1953 models, and has added five 
models to fit into a small area, yet 
provide maximum refrigerator 


storage space. These space-saver 
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FOWLER 
hile 
CLOTHES DRYER 


o 


(@ 


more advantages, 
more for the money! 


There’s more to this clothes dryer 
This out- 
standing combination of plus fea- 
tures is the reason why women ev- 
erywhere are choosing the all-new 
Fowler over all other dryers on the 
market today. 


than just convenience! 


Large porcelain-lined 
cylinder. 
Single dial heat control. 
Wide-opening door 
(teft or right opening). 
Safe ‘‘black heat’’ element. 
Sunshine lamp and interior 
light. 
Overload-protected motor. 
Powerful fan and blower for 
outdoor venting. 
There's an opportunity for you now 
to join the Fowler-dealer family and 
to sell this clothes dryer that offers 
more advantages, more for the 
money. 


FIND OUT ABOUT 
FOWLER CLOTHES DRYER 


Write today! 


FOWLER MANUFACTURING CO. 





satan 


: 
; 
: 
§ 


models are suitable for use in trail- 
ers, apartments, and other small 
modern kitchens. 

All electric ranges in the 1953 
Coolerator line will feature hidden- 
heat ovens, and the push button ar- 
rangement for automatic cooking. 
Two kitchenette models complete 
the 1953 range line. 


Crosley introduces new 
refrigerators and coolers 


CROSLEY DIVISION of Avco Manu- 
facturing Corp., of Cincinnati, in- 
troduced its 1953 Shelvador refrig- 
erator and room air conditioner 
recently at a distributors’ 
meeting held in Atlantic City, N. J. 

The Shelvador refrigerator line 
is composed of nine models, rang- 
ing in suggested retail price from 
$199.95 for a seven cubic foot 
model to $519.95 for a 12 cubic 
foot twin-door refrigerator. The 
line is the shortest in recent years 
and concentrates more features in 
each model than ever before. Chief 
among the horizontal 
freezer appearing in all models, in- 
cluding the lowest price model, and 
the automatic defrosting appearing 
on all custom models. 


lines 


these are 


Introduced four room air 
conditioners, ranging in size from 
1/3 hp to 1 hp units. Each of the 
models is capable of being installed 
under normal installation condi- 
tions in twenty minutes and the 
three larger ones have thermostats 
as standard equipment. 

This is the second year Crosley 
has presented room air condition- 
ers. An additional feature of the 
units this year is a cabinet design 


were 


104 


with special lid which permits easy 
filter removal. 

The 1953 refrigerator line was 
designed and styled after a nation- 
wide survey of Crosley distribu- 
tors, dealers, and owners to deter- 
mine desires of the public. 

Introduction of “Soft-Glow,” the 
new color treatment in refrigera- 
tor interior styling, brought out 
by Crosley two years ago, proved 
so popular that in its 1953 line 
Crosley has added another interior 
color treatment. The new line now 
features color in every Shelvador 
but the lowest priced model. 

The “Soft-Glo” treatment has 
been retained in all custom models 
of the line. The new color treat- 
ment is known as “Sea Mist” and 
is a blend of a gray-green pastel 
shade with accents of gold and 
white. 

Neither “Soft-Glo” nor the new 
“Sea Mist” are colors in themselves, 
but are combinations of colors and 
materials that create an over-all 
effect of sparkle and brilliance. 


Distributor sponsors 
promotion at ball game 


“WHIRLPOOL 
wot »d 


NIGHT” at Russ- 
-ark in Memphis, a promo- 
tional idea to expose the public to 
the Whirlpool machine 
while they attended a Memphis- 
Nashville baseball game, was spon- 
sored late in the summer by the 
Wallace Johnston Distributing 
Company, of Memphis, Tenn. 
Following three weeks of promo- 
tion of the event with 
streamers, radio spots and 
paper ads, over 200 dealers and 
salesmen were in the reserved sec- 
tion of the park on Whirlpool 
Night. Each held a placard with 


washing 


window 
news- 


his name, county, and state writ- 
followed by “Votes Whirl- 
pool the Recommended Washer.” 
Five washers were given to win- 
who 


ten in, 


ticket-holders had re- 
tickets 


event, 


ning 
ceived their from dealers 
prior to the and _ refresh- 
ments were served the guests dur- 
ing the game. Dealers were given 
free box seat tickets with the pur- 
Whirlpool product 
from the Wallace Johnston Co. 
The makers of Tide 
operated with the distributor by 
placing streamers in grocery store 
night, 
and by giving tickets for the draw- 


chase of each 


soap co- 


windows to announce the 
ing with soap purchases. 

The Johnston company was high- 
ly pleased with the results not only 
from the response at the ball park 
but from the wide exposure to po- 
tential customers through the gro- 
cery stores. 


New distributor 
for Ameriean Kitchens 


BRAID Electric 
Nashville, Tenn., has been ap- 
pointed the exclusive American 
Kitchens distributor for Nashville 
and the middle of Ten- 
nessee. 

Braid Electric will handle the 
complete American Kitchens line, 
including steel sinks, cabinets, 
disposers, and the newly intro- 
duced American Kitchens Roto- 
Tray dishwasher. Braid Electric 
already has merchandise and is 
ready to serve in their 


Company, of 


portion 


dealers 
area. 

B. S. Gambill, president; Julius 
Harwell, vice-president; R. C. 
manager; and 
James L. Sisk, advertising man- 
ager, are the key personnel of 
Braid Electric. 


Greenleaf, sales 


Hoover names Belknap 


Belknap Hardware and Manufac- 
turing Co., Louisville, Ky., has been 
appointed distributor for the spe- 
cial products of the Hoover Co., it 
was announced this month by Wil- 
liam H. Bond, manager of Hoover’s 
special products division. 

The products include Hoover floor 
polishers, irons, dustettes and 
Hoover “Specials,” vacuum cleaners 
which have been completely recon- 
structed at the factory. 
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Product Parade 





Admiral TV models 


HIGHLIGHTING the 1953 line of tele- 
vision receivers manufactured by the 
Admiral Corp., of Chicago, Ill, is a 
21-inch receiver with deluxe features 
but in the low-price range. This com- 
pact set, model 121DX11, features a 
DX-53 long range chassis, a range 
finder for further increasing reception 
in outer fringe areas, and a built-in 


aerial. A removable safety screen, 
and a turret tuner in which snap-in 
UHF tuning strips are easily inserted 
for reception of UHF signals are also 
incorporated into this new Admiral 
model. 

As an indication of the trend to 
larger screen sizes, only two 17-inch 
sets were announced, while 17 receiv- 
ers have 21-inch tubes. Distributors 
also were shown two 27-inch consoles 
with a viewing surface of 400 square 
inches. They contain twin 10-inch 
bass and treble loud speakers for high 
fidelity reproduction of music and 
sound. : 

Cabinets in the new line have been 
styled for both traditional and con- 
temporary homes and reflect the use 
of fine materials and painstaking 
craftsmanship. Three custom-made 
California models have been designed 
in maple and silver fox consoles with 
full doors. They will be available 
primarily in Florida, California and 
the Southwest. 

€ 


Deluxe range models 


THE INTRODUCTION of two new de- 
luxe, 40-inch models will launch the 
1953 electric range line of the Deep- 
freeze Appliance Division of Motor 
Products Corp., North Chicago, II. 
The new ranges are compact in size, 
but unusually roomy in cocking and 
baking accommodations. Both ranges 


are 40 inches wide, 23% inches deep, 
and 36 inches high. 

Both models, the RE-4 and the RD- 
1, feature a control panel that is sim- 
ple in design but functional, with 
easy-to-understand controls. The new 
ranges have four fast-heating Mono- 
tube units which feature 7-speed con- 
trol, and which are self-cleaning and 
are readily removable so that the re 
flectors and drip cups can be easily 
reached and cleaned. 

Another notable feature of the two 
models is that both ranges are in- 
sulated with extra-thick, non-sagging, 
lifetime fiberglass on all six sides of 
the oven. 


Upright freezer 


COOLERATOR has entered the up- 
upright freezer field with the intro- 
duction of three new models at the 
annual Coolerator distributors con- 
vention. Highlighting the line is a 
32 cubic foot two-door model with a 
capacity of 1127 pounds of frozen 
foods. Runner up in the new Coolera- 
tor line is a 25 cubic foot upright 
freezer model complete with door 
racks and 24.8 square feet of shelf 
space. It has a frozen food capacity 
of 882 pounds. 

An 18.3 cubic foot model providing 
a frozen food storage space of 641 
pounds completes the line of 1953 
Coolerator upright freezers, all de- 
signed to meet the requirements of a 
growing market. 


* 
Trepic-Aire blanket 


A COMPLETELY new line of Tropic- 
Aire automatic electric blankets has 
been announced by McGraw Electric 
Co., Elgin, Ill. The new blankets will 
be sold in a range of six colors, and 
will be boxed in a drawer-type, com- 
bination gift case and storage con- 
tainer. The improved “Comfortrol” 
temperature dial on the blanket is 
easy to read and easy to clean. 

A practical service plan is being put 
into effect along with the blanket. 
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mas. Wnifé today to... 


General Mills Home Appliances, 
Advertising Department, 1620 Central 
Avenue N. E., Minneapolis 13, Minn. 
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Each distributor will have testing 
equipment to check blankets on the 
spot, and will be authorized to replace 
defective blankets immediately rather 
than making it necessary to return 
them to the factory. All Tropic-Aire 
blankets are guaranteed for one year 
from the date of consumer purchase 
The guarantee includes moth damage. 


8 
Hallicrafter clock radio 


THE FIRST UNIT in the Hallicrafters 
Company’s line of precision radio and 
television receivers to utilize its revo- 
lutionary foto-etch chassis will be a 
new Atom clock radio introduced in 
November. 

The photo manufacturing process 
eliminates the possibility of human 
error in assembly operations, making 
the millionth set identical with the 
first, and eventually will result in low- 
ered costs to the consumer. Previous 
methods of radio manufacturing con- 
sisted of hand soldering of hundreds 
of tiny connections in the chassis of 
the set to complete an electronic cir- 
cuit. By the “Foto-Etch” method, 
Hallicrafters’ version of the printed 
circuit technique, the base of the 
chassis is formed by laminating a 
sheet of Formica and copper under 
high heat and pressure until a _ per- 
fect bond is achieved. 

The copper side of the sheet is then 
covered with an emulsion. A negative 


of the circuit is laid on the emulsion, 
an exposure made and the base is 
then developed like a photographic 
plate. Next, the sheet is given an 
acid dip, which washes away the un- 
wanted copper, leaving only the lines 
of the circuit. 

Small holes for the tube sockets and 
the leads of small component parts 
such as condensers and resistors are 

y punched in the 
base and the parts manually mounted 
In position The sheet is then dipped 
into a non-corrosive cleaning solution 


then automatically 


which is followed by a single dip into 
a solder pot which solders all connec- 
tions in one operation. The whole 
assembly operation requires only a 
few minutes and with further perfec 
tion will eventually be adaptable to 
the more complicated chassis of a 
television receiver. 

The new clock radios have a stand 
ard broadcast receiving band ranging 
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from 535 to 1620 kilocycles, a “wake- 
up” switch connected to the radio, 
simplified controls and built-in an- 
tenna. Cabinets are plastic and come 
in white, forest green, and mahogany. 


Automatie tailgate loader 


AN IMPORTED Venco tailgate loader, 
with a completely automatic load 
brake, has been introduced by the Ven 
Corporation of Los Angeles, Calif. The 
new model 30 loader, for ‘2, “4, or J 
ton trucks, features an improved tail- 


gate latch, a more durable finish, and 
a higher position for the crank. The 
automatic brake is similar to the type 
used in spur geared chain hoists, and 
is completely self-adjusting. 

The new loader has a load capacity 
of 600 pounds. The loader which 
closes flush to the truck, is easy to 
install and easy to operate 


1953 television models 


EIGHTEEN new 1953 television mod 
els have been introduced by the Senti- 
nel Radio Corp., of Evanston, II! 
Heavy emphasis was placed on these 
television models to meet the require- 
ments of all metropolitan and fringe 
areas. All models will feature 17-inch, 
21-inch, and 27-inch size screens in a 
variety of cabinet styling to suit any 
setting in any home. Many models 
are equipped with Telechron electric 
clocks which turn on programs auto- 
matically and also turn them off at 
any time desired. Other features in- 
cluded in the new models are the new 
power factor chassis, a locality ad- 
juster, and an almost-instant adapta- 
bility to any UHF channel. 


Table size broiler 


THE ANNOUNCEMENT of the addition 
of a new broiler to Nesco’s line of 
roaster-ovens and accessories was 
made recently. The new Nesco table 
size, deluxe, infra-red broiler has a 
Nesco-Fleck-Tor-Unit that radiates 
intense and concentrated heat (1200 
degrees) covering the entire broiling 
area, making pre-heating unnecessary. 

This intra-red broiler is easy to 
clean, and has a heavy cast aluminum 
pan with a “hide-away” handle that 
can be used as a stove skillet also. 

The unit operates on a-c or d-c, 110- 
120 volts; and the cord set is included. 


Upright home freezer 


AN 11.3 CUBIC-FOOT upright home 
freezer will be put on the market 
shortly by the Deepfreeze Appliance 
Division of. Motor Products Corp., 
North Chicago, Ill. Requiring only 
about half of the floor space needed 
by the conventional chest type freezer 
of similar capacity, the new Deep- 
freeze product has been designed for 
the space limitations of the smaller 
home and apartment unit. 

The outstanding feature of the new 
product is its combination of styling, 
convenience, and large capacity. It 
holds 400 pounds of frozen food, and 
it is all within easy access. 

The freezer has five spacious 
shelves with a total area of 15.3 
square feet. The bottom shelf is 





equipped with a “push-pull” wire bas- 
ket for storage of smaller packages. 
The inside of the door is equipped 
with three sturdy racks where food 
can be stored. 

The temperature is 
single d 
freezer, which enables the user to set 
the freezer at ten different levels of 
cold from minus 10 degrees to zero. 

The cabinet of the new Deepfreeze 
unit is constructed of one-piece wrap- 
around steel, welded and reinforced, 
and sealed against moisture. It is fin- 
ished on the interior and exterior in 
white baked enamel. 


controlled by a 
, centered at the top of the 
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Automatic *Coffee-Perk™ 


AN AUTOMATIC percolator that wiil 
brew perfectly as few as three or as 
many as nine 5‘2-ounce cups of coffee 
has been placed on the market by 
Arvin. The new “Coffee-Perk” turns 
out a mild, medium, or strong brew 
for. the individual taste. 

The new coffee maker is constructed 
on a shell of corrosion-resistant nickel 
and chrome-plated brass. It has a 
brown plastic handle, control knob, 
and round feet. 

Avin’s coffee maker is easy to clean; 
its wide 4'2-inch diameter top per- 
mits easy access to the inside for a 
quick and easy wash-up. 

The unit operates on 110-120 volts, 
60 cycle, a-c only. It draws 500 watts. 


e 
Arvin 27-inch TV 


A NEW 27-INCH screen television 
set called the Ambassador has re- 
cently been introduced to the market 
by Arvin Industries, Columbus, Ind. 

The Ambassador, which goes into 
production in October, will be offered 


in traditionally styled mahogany and 
modern blond. The set has a “Super 
Custom” chassis with 28 tubes, in- 
cluding picture tube and rectifiers. 
Standard equipment on the new 
Ambassador is the built-in “all-chan- 
nel” tuner. This television improve- 
ment permits the viewer to tune in 
the existing 12 VHF channels, as well 
as all 70 of the proposed new UHF 
channels recently authorized by FCC, 
on a single dial. No “strips” or con- 
verters need to be added to the set. 


Two-oven range 


A TWO-OVEN model electric range 
has been introduced by the Perfection 
Stove Co., Cleveland, Ohio. Known as 
model L404, this new range has a 
divided cooking top, and four fast- 
heating Chromalox surface units, each 
having seven heat speeds. 

The “Flavoramic” oven, finished in 
gleaming white porcelain enamel, has 
fully-automatic, timed heat control. 
The concealed oven unit is 2100 watts, 
the broiler unit, 3000 watts. Both 
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units are removable for easy cleaning. 
The economy oven-broiler has a 
satin black porcelain 
thermostatic heat control. 
Under both ovens are roomy, step- 
saving storage drawers for the home- 
maker’s convenience. Both ovens have 
“Tele-vue” windows in the 
which allow the cook to watch her 
cooking. : 


lining and 


doors 


A manual “time-chimer” on 
the front panel and two electric out- 
lets, one standard and one timed, are 
standard equipment on the new range. 

This 40-inch range is finished in 
white, acid resistant titanium porce- 
lain enamel. A final touch to the en- 
tire ensemble is the Adjusta-lamp, 
which slides up or down, tailoring the 
light to the cooking. 


Clothes dryer 


A NEW ELECTRIC clothes dryer has 
been placed on the market by the 
Fowler Manufacturing Co., 2545 S. E. 
Gladstone, Portland 2, Ore. 

The Fowler dryer incorporates air 
and heat drying in a white baked 
enamel cabinet featuring a convex 
glass-windowed door, and a single dial 
for heat control. The drying cylinder 
is lined with a heavy coating of por- 
celain enamel, and a “sunshine lamp” 
adds ozone to the air currents. 

An eight-blade sirocco type fan pro- 
vides outside venting, and an over- 
size lint trap adjacent to top and rear 
vent openings catches lint 
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STEEL TOWERS and MASTS 
Tubing - Roof Mounts - Guy Rings 


PRODUCTS 


for T-\ and ELECTRONICS 


Model 200 Self-Supporting 
SUPER’ Kwick-Climb Tower 


Here it is 2° demand 
the tower that the discriminating 
buyer has beer siting for 
Fifty foot self-supporting, tested 
to withstand loads to 80 mph 
The twelve men shown in this 
actucol photograph represent o 
combined weight of 2018 Ibs 
) foot above the 
er footege 
section im 
concrete. Each tower furnished 
with foundation mw tings for 
setting in o cube of concrete 
The safety factor in this tower 
is so great that it wos readily 
accepted by one of the world’s 
largest liability insurance com 
panies, when installed oaccord- 
ing to our specifications 
Tower constructed of high qual 
ity 1-116" dia. tubing with o 
15 gouge wall, in 10 ft. lengths 
Additional sections may be add 
ed up to 150 feet, using guys 
every 20 feet 
Why not get the best! Get the 
“SUPER” KWICK-CLIMB for more 
safety and greater economy 


Model 100 — 
Kwick Climb Tower 


This light weight tubular steel 
tower comes in 10° sections with 
slip joints thot require no bolt 
ing. Safe and easy to climb. Top 
section has sleeves for up to 2'« 
mast. Base adaptable to any 
pitch roof. Additional sections 
may be added to 100 feet. 30 
tower complete with base weighs 


80 Ibs. Additional sections 22 


Ibs. each 


Stee! Tubing 


Available in 10 and 20 foot 
lengths. Swedged tubing is 
available in 10 foot lengths 
All high grade tubing 

Tubing is zinc ploted with 
on added chromate coating 
for extremely high weother 


resistance 


* 
JOBBERS and DISTRIBUTORS 
WRITE FOR PRICES AND LITERATURE 


Qo 
JONTZ MANUFACTURING CO. 
1101 E. McKINLEY AVE. 
MISHAWAKA, INDIANA 


Southeastern Rep.: A. H. Patton 
710 Walton Bidg., Atianta, Ga. 
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T. J. Newcomb, executive of more 
than 20 years’ experience with West- 
inghouse Electric Corporation, has 
been appointed manager of the Com- 
pany’s Television-Radio Division with 
headquarters at Sunbury, Pa., it was 
announced recently by J. M. McKib- 
bin, vice-president in charge of con- 
sumer products. 

Mr. Newcomb, who was formerly 
sales manager of the Westinghouse 


T. J. Newcomb 


Appliance Division, Mansfield, Ohio, 
succeeds F. M. Sloan. 

Mr. Sloan was named manager of 
operations for the Television-Radio 
Division and will be responsible for 
all the defense business of the Divi- 
sion. He will also be responsible for 
the engineering and manufacturing 
of both defense and consumer prod- 
ucts for the Division. 

Mr. Newcomb brings to his new 
post 23 years of successful merchan- 
dising experience with the company. 
He joined Westinghouse at Mansfield 
in 1929 as supervisor of domestic re- 
frigeration when that activity was 
organized. Four years later, he be- 
came coordinator of design and prod- 
uct development at the Springfield, 
Mass., plant and in 1935 returned to 
Mansfield as manager of commercial 
refrigeration. 

In 1939, Mr. Newcomb was pro- 
moted to manager of domestic re- 
frigeration and laundry equipment, 
which job he held until appointed 
Appliance Division sales manager in 
1942. 

* 
The creation of Eastern and West- 


ern Divisional sales managerships by 
American Kitchens Division of Aveo 
Manufacturing Corp., is announced by 
C. Fred Hastings, general sales man- 


ager for the division. Two American 
Kitchens sales executives have been 
appointed to fill these new posts. 
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Mack Johns, formerly field man- 
ager of sales, will assume the duties 
of Eastern Division sales manager, 
and Ken Cook, formerly sales train- 
ing director, will handle Western Di- 
vision sales. 

Mr. Johns joined the American 
Kitchens Sales Department in 1944, 
as assistant advertising and sales pro- 
motion manager, and subsequently 
served as Kansas City District sales 
manager and as Central Regional 
manager. In March of this year, with 
the expansion of the Division’s kitchen 
and automatic dishwasher operations, 
he became field sales manager. 

Mr. Cook has been a member of 
American Kitchens sales staff since 
he joined the organization in 1941. In 
1945, he assumed the duties of sales 
training director. 


The appointment of Frank J. Simp- 
son as vice-president in charge of 
sales of Thor Corp., has been an- 
nounced by John R. Hurley, president 
of the home appliance manufacturer 

Mr. Simpson, who has been South- 
ern Division sales manager since 1933, 
became a vice-president of Thor in 
1945. In his 35 years of service with 
the company, he has held such key 
posts as office manager, New England 
Division sales manager, New York 
sales manager, and assistant general 
sales manager. 

Mr. Simpson will keep his headquar- 
ters in the company’s administrative 
offices in Chicago. 

Mr. Hurley also announced the ap- 
pointment of J. Ross Sims to succeed 
Mr. Simpson as Southern Division 
sales manager. Mr. Sims has been 
assistant Southern Division sales man- 
ager since 1951. In his new post, his 
headquarters will continue to be in 
Atlanta, Ga. 

Thomas R. Chadwick has been ap- 
pointed general sales manager for 
Thor. Mr. Chadwick, who has served 
as the company’s Central Division 


Frank J. Simpson 


J. Ross Sims 


sales three 
years, will co-ordinate the entire sales 
activities for the company. He will 
also have his headquarters in Chicago. 


manager for the past 


Dan R. Nighswander has been ap- 
pointed product manager for Thor 
He will contact 
and work with distributors and deal- 
ers in the development of merchandis- 
ing programs of Thor washers and 
ironers. His headquarters will be in 
Chicago. 


washers and ironers 


2 

The appointment of Edward L. 
Stehle as southeastern district man- 
ager of the General Electric Com- 
pany’s major appliance division has 
been announced by H. A. Warren, 
manager of distribution 

Mr. Stehle, who will be located at 
district headquarters in Atlanta, Ga., 


Edward L. Stehle 


has been manager of the Pittsburgh 
office of the division since 1949. In his 
new position he will be responsible 
for sales of major appliances in the 
eight-state area of North Carolina, 
South Carolina, Georgia, Florida, Ala- 
bama, Mississippi, Tennessee and 
Kentucky. 

Stehle joined General Electric in 
January of 1946 in Pittsburgh as dis- 
trict representative for vacuum clean- 
ers and automatic blankets. 

& 


Jack Siegrist has been appointed to 
the newly position of na- 
tional advertising manager of Moto- 


created 


Thomas R. Chadwick 
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rola Inc., according to an announce- 
ment by Ellis Redden, director of ad- 
vertising of the Chicago television- 
radio-electronics firm. Mr. Siegrist 
will report directly to Mr. Redden. 

Mr. Siegrist was formerly adver- 
tising and sales promotion manager 
of Admiral, New York. 


Ray W. Fisher, of Dallas, Texas, 
has been named a district representa- 
tive of Bendix Home Appliances, a 
division of Aveo Manufacturing Cor- 
poration. 

Parker H. Ericksen, director of 
sales for Bendix, announced the ap- 
pointment of Mr. Fisher, who form- 
erly was a division sales manager 
with Swank, Inc. The new district 
manager will move into various mar- 
kets to strengthen Bendix activities 
there, Mr. Ericksen said. Mr. Fish- 
er’s address is 8557 Eustis, Dallas. 


The appointment of Ted Nemes as 
sales manager of the air conditioning 
section of the Crosley Division, Avco 
Manufacturing Corp., Cincinnati, 
Ohio, was announced recently by 
F. F. Duggan, general sales manager 
in charge of appliances. 

Before joining Crosley, Mr. Nemes 
was assistant sales manager of the 
Fedders-Quigan Corp., Buffalo, N. Y., 
and has had extensive experience in 
the air conditioning field with other 
national manufacturers of this equip- 


Ted Nemes 


ment. Mr. Nemes will make his head- 
quarters in Cincinnati. 


E. W. Gaughan, Crosley general 
sales manager for television and radio, 
has announced the appointment of 
Don F. Miersch and James M. Farrell 
as Western and Eastern divisional 
sales managers, respectively, for the 
Crosley Division of Aveo Manufactur- 
ing Corp. They will head the two 
separate sales organizations estab- 
lished several months ago by the com- 
pany. 

Mr. Miersch is a long-time Crosley 
sales executive, having served as re- 
gional manager in the Southwest, and 
for the past two years as sales man- 
ager of the range and water heater 
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departments of the appliance division. 

For five years, Mr. Farrell was 
sales manager for the Buffalo dis- 
tributor of Crosley products, and more 
recently was sales manager for an- 
other appliance manufacturer in an 
eastern branch operation. 


Five new executive appointments 
and six new management assignments 
in the Kelvinator Division of Nash- 
Kelvinator Corporation have been an- 
nounced by D. A. Packard, genera! 
sales manager. 

New executive appointees are: J. W. 
Keuping, assistant general sales man- 
ager; C, J. Coward, retaining the title 
of merchandising manager but assum- 
ing new responsibilities; W. L. Jeffrey, 
sales manager of refrigeration and 
range products; H. L. Travis, manager 
of retail distribution; and H. 
Valencourt, manager of wholesale dis- 
tribution. 

A veteran of 30 years’ experience 
in retailing and appliance merchan- 
dising, Mr. Keuping joined Kelvinator 
as New York zone comptroller in 1940. 
He moved to Detroit headquarters the 
following year and has served as sales 
operations manager since 1947. 

Mr. Coward has been a member of 
the corporation staff since 1940, serv- 
ing as director of advertising and 
sales promotion until he assumed his 
present title two years ago. 


Appointment of Fred M. Mitchell, 
home laundry sales manager of 
Frigidaire, as manager of the Roanoke 
branch of the Frigidaire Sales Corp., 
has been announced by H. F. Lehman, 
the company’s general sales manager. 
He will succeed Joseph C. Holmes, 
who is retiring after 29 years asso- 
ciation with Frigidaire. 

Mr. Mitchell, whose new appoint- 


ment becomes effective Sept. 30, 


Fred M. Mitchell 


originally started his extensive sales 
career in Roanoke, serving as sales 
promotion manager and later as sales 
manager of the Frigidaire organiza- 
tion there from 1935 to 1941. During 
World War II, he held several gov- 
ernment posts, and returned to 
Frigidaire in 1946 to help organize 
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and head home laundry sales. Cur- 
rently, he is president of American 
Home Laundry Manufacturers’ Asso- 
ciation, chairman of the AHIMA 
Executive Committee, and a member 
of the Home Laundry Advisory Com- 
mittees of both the National Produc- 
tion Authority and Office of Price 
Stabilization. 

Replacing Mr. Mitchell as the com- 


James R. Cobb 


pany’s manager of home laundry sales 
is James R. Cobb, manager of farm 
sales, Appliance Sales Department. 
Mr. Cobb, who was with REA before 
joining the company, became asso- 
ciated with Frigidaire in 1948. 

a 

John T. Bunch has been named as- 
sistant to the general sales manager 
of the Easy Washing Machine Corp., 
of Syracuse, N. Y. Mr. Bunch form- 
erly was co-operative advertising man- 
ager. He first came to Easy in 1939. 

Robert S. Houghton has been ap- 
pointed the new co-operative advertis- 
ing manager. Mr. Houghton was 
formerly assistant to the co-operative 
advertising manager at Easy. 

Sales incentives 

(Continued from page 101) 
successfully by the company for 
several years. 

Mrs. Tucker last year paid out 
$400 in lead fees, based on 80 sales 
of all types resulting from cus- 
tomer-furnished leads. 

To show her July washer sales 
victory was no fluke, Mrs. Tucker 
followed up in August by winning 
another sales contest for appli- 
ances, again taking the $100 prize. 
Her sales during August totaled 
$12,000 and included four washers. 

The August sales were particu- 
larly gratifying, since they gave 
Mrs. Tucker her fifth diamond 
needed to complete a pin donated 
by the company for membership in 
its “$10,000 Club.” 

The “$10,000 Club” and diamond 
pin are the ideas of George B. 


Bates, president of Home Equip- 
ment Co. The first month a sales- 
man’s total sales reach $10,000, 
the salesman receives a pin with 
one diamond in a five-pointed 
crown. For each succeeding month 
in which sales reach $10,000, the 
company another dia- 
mond until the pin is complete 
with five diamonds. 


prov ides 


Membership in the club natur- 
ally is select. And the salesmen 
are proud of their diamond pins. 

Mrs. Tucker has been with the 
company for four years. Besides 
earning her five diamonds, she has 
been the company’s star “Salesman 
of the Week” probably half a dozen 
times. 

The “Salesman of the Week”’ is 
another sales incentive idea of 
Bates. The company takes a half- 
page ad in the leading Memphis 
newspaper each Monday morning. 
Each half-page ad has a three by 
four inch box, with the picture of 
the star “Salesman of the Week” 
and a newsy little sketch about the 
salesman. The “Salesman of the 
Week” is the salesman whose total 
dollar volume of sales is the high- 
est during the preceding week. 
The salesman’s picture makes him 
known to prospective customers, 
reminds old customers he is still 
eager to them, and fre- 
quently brings as many as three 
or four quick sales. 

Incidentally, if selling auto- 
matic washers seems easy for Mrs. 
Tucker, it’s no wonder. She’s sold 
on the one she’s bought for her 
own home. 


serve 


Radio spots 
(Continued from page 98) 


Before this campaign started, 
Byers’ contract with the radio sta- 
tion was for 140 spots per week. 
He expected to start out on the 
basis of that contract, increasing 
the spots until there were as many 
as 90 in one day. He found it 
disappointing that $200 invested in 
newspaper advertising produced no 
sales he could trace. 

After he gets the traffic, Byers 
plans to meet chain and other big- 
store competition with a pay plan 
that leaves the schedule and 
amounts to the preference of cus- 
tomers. 

“We will sell just about anything 
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any way the customer wants to 
buy,” he specified. 

“We will sell anyone, and we 
will make no investigations of 
credit ratings with two exceptions. 
All we want to know is: Has the 
customer lived for two years in the 
same place? Has he or she worked 
at the same place for two years? 
If the answer is yes in both cases, 
the customers can buy on their 
own terms.” 


Promoting range sales 
(Continued from page 97) 


“I must say that if it were not 
for the excellent assistance given 
by the home economists of the Po- 
tomac Electric Power Co., we would 
not have been as successful as we 
were,” stated Cosby. “Once a cus- 
tomer got interested and began 
asking questions, the home econ- 
omist was on the spot spending un- 
limited time discussing and demon- 
strating food preparation on the 
electric range. They went out to 
a customer’s home and gave her 
all kinds of pointers in the prepara- 
tion of food on electric ranges. 
They were on hand when customers 
went down to PEPCO. They were 
really superb.” 

According to Cosby, PEPCO ren- 
dered another service. They 
checked electrical requirements, 
advised what was needed in the 
way of switch boxes, rewiring, etc. 
Cosby cited this service because in- 
stallation is not a PEPCO respon- 
sibility. (In this area the electric 
company does not install appli- 
ances. They help a consumer de- 
termine needs and costs but their 
service is verbal only. A _ licensed 
electrician has to be called in to 
do the installation.) 

“If we did an outstanding job as 
the 400% increase indicates, it was 
due as much to the effort and co- 
operation of PEPCO as to the 
energy and initiative we put into 
it,” concluded Cosby. 
Profit-sharing plan 

(Continued from page 96) 
on the ball.” 

During the summer months, 
when under normal circumstances 
business is slack in many lines, the 
aggressive promotion of appliances 
makes up a substantial increase in 


sales volume. Every salesperson 


receives a share from every sale 
made, once he has achieved his 
minimum quota, and it is notice- 
able that toward the end of the 
month, the appliance department is 
a “beehive of activity” as salespeo- 
ple go after the post-quota sale. 
Naturally, the plan requires a 
certain amount of experience with 
the store before an employee shares 
Thus, no 
salesman or other employee is al- 
lowed to enter upon the bonus bene- 
fits until he has been on the payroll 
for an extended length of time. 
Similarly, in order to protect our- 


in this bonus system. 


selves, each year the store must 
exceed the base sales average whic] 
has been established during the 
three years past. All personnel 
know this and, consequently, the 
store has never suffered a “set- 
back year” since the plan went into 
effect. 


Multiply appliance sales 
(Continued from page 95) 
$200 is accumulated to the sales- 
man’s credit; then the total six 
per cent is paid to him. There is 
no drawing account 
advances from the reserve fund 


system, but 


are made to employees when neces- 
sary. 

Mr. Jones believes that this 
method has helped to create a satis- 
fied sales force, as the salesmen al- 
ways have a reserve for emergen- 
cies or to tide them over a dull 
period in sales. 

Britts salesmen are rotated in 
and out of the stores on various 
days. Thus each man gets an op- 
portunity to vary the monotony by 
getting outside and making house 
calls. 

That Britts gets good co-opera- 
tion from its sales force was evi- 
denced by a recent contest, spon- 
sored by a manufacturer, in which 
the prizes 
Havana, Cuba, for sales people 


were free trips to 


reaching certain goals. Seven of 
Britts’ sales force made the grade 
and had free vacations in Cuba. 


Dealer planning 
(Continued from page 93) 
livery, and installation, plus any 
COD or charge service, and as- 
sume that it will amount to $2,000. 
As we have figured it, the grand 
total of all projected income is 
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$28,450. We have arrived at a fig- 
ure from which we can develop 
sales cost and advertising costs. 
How do you know how much 
money to spend for advertising if 
you have no judgment as_ to 
whether you are making money or 
losing it until it is already made 
or lost? You can’t, of course, un- 
less you know what your ultimate, 
your anticipated sales cost on a 
given amount of business is going 
to be? This is done by the year 
with us, and is adjusted month to 
But, it is 
a figure on which you can plan. 


month as we go along. 


Manpower costs 

Next, we consider manpower. Be- 
fore you can start on a budget, 
you have to determine how much 
money it takes to sell, and of 
course the number of men in many 
instances determines the cost. If 
your commission is not standard, 
not settled at five to ten per cent, 
you must give consideration to 
how and who is going to do the 
selling. If you have a sliding com- 
mission scale, this must be given 
full consideration. “How much is 
it going to cost you to sell?” must 
be an answered question, before 
you can get into preparing your 
budget. 

I have heard dealers say, “Do 
you think it is absolutely neces- 
sary to have a budget?” I don’t 
think today in my operation it 
might be absolutely necessary, be- 
cause we are making money and 
plenty of it. But I can see a few 
months from now where we might 
not be making money. It is a mat- 
ter of how smart I am, in relation 
to the expense of sales, that I 
make or lose money. As a busi- 
riessman, I can’t afford not to 
have those guideposts in front of 
me. 


You can have your budget pre- 


pared by an auditor. But if you 
do it yourself, you will be that 
much more familiar with it. Be- 
fore your auditor can prepare a 
budget, he must have a projection 
of the sales volume, therefore the 
necessity of this previous step. 

A business has three categories 
of expense. One is fixed expense. 
This is easily determined because 
it covers your rent, heat, lights, 
janitor service, building supplies, 
as covered by your Cost-of-Doing- 
Business Survey, the depreciation 
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on fixtures, auto, building, im- 
provements, and owned real estate. 
These costs are fairly well fixed 
and can be determined for the 
year. Your general insurance is 
pretty well fixed, too. Set those 
figures on a yearly basis. Of 
course, you can make additions or 
deletions. 

Then there are variable ex- 
penses, predicated on sales. We 
have the cost of salesmen, and of 
course the cost of salesmen is a 
very big factor. Second is your 
supervision cost, and third is your 
advertising cost, and I put in vari- 
ables such as servicing, because 
my servicing, due to installations 
and warranty costs, varies with 
Servicing in some opera- 
tions is pretty much of a fixed 
deal. It is not in my own. 

When we talk about compensat- 
ing salesmen we 


sales. 


must consider 
three factors of what the sales 
costs should be: exposure, pros- 
pects produced, and advertising. I 
am asked continually, “How do 
you pay your men?” These three 
factors tie in, I think. Exposure 
is your rent, where your store is, 
and how many prospects walk by. 
Exposure is the ability to attract 
people into the store. The pros- 
pects produced is a cross between 
exposure and advertising. It is 
what it costs you to produce the 
prospects. 

Now, let’s consider a store that 
is out in the residential section. 
The owner cannot produce pros- 
pects with this location, so he has 
to pay salesmen to go out and sell 
his merchandise. He may be justi- 
fied in paying 10 per cent while 
someone in a metropolitan town 
may pay 51% per cent. 

The cost of exposure, prospects 
produced, and advertising varies 
between about 10 and 12 per cent 
in the aggregate, so you can set 
that up as a factor. Mort Farr 
pays as much rent for one store 
as I do for three. He has a large 
factor of rent, but he is next to a 
supermarket, one of the largest, 
and it is only about thirty feet from 
nim. He prefers to have the people 
come to him because he is con- 
venient. Therefore, he must keep 
his sales cost down and his adver- 
tising cost in line. Those things 
are relative. 

Our compensation plan is based 
on our producing 80 per cent of 


the prospects our salesmen sell. 
If we are not producing them, we 
are not paying the salesmen a 
large enough share of the percent- 
age sales; instead, we should be 
paying them 6.5 per cent or 7 per 
cent, or something in keeping with 
the fact that I am not exposing 
them to enough prospects. I think 
you will find that the salesmen un- 
derstand _ this. The salesman 
should understand that if he is be- 
ing paid ten per cent, he has to 
go out and find his own prospects. 

I am sure that larger dealer dis- 
counts are going to come along, 
because you are going to have to 
go out and get your business. And 
this is the highest cost factor in 
your operation. 


Larger discounts in future 

The result will be that manufac- 
turers are going to give you larger 
discounts, because it is going to 
require more margin to do busi- 
But as long as you have 5.7 
or 6.2 per cent sales cost, you are 


ness. 


not going to get any larger dis- 
counts. It is remarkable to find 
when you go over your aggregate 
statements, that your sales cost 
could be as low as 5.7 or 6.2 per 
cent. Before the war, your sales 
cost was much higher than that, 
and your discounts were longer. 

The manufacturer’s aren’t going 
to change it as long as you can do 
the kind of business you are do- 
ing at an average of 6 per cent 
But when a manufac- 
turer sees that it costs you 8 per 
cent, and eventually even 9 or 10 
per cent, and you have to go out 
and pound doors to sell, you are 
going to see your margins go up. 
That is why you have better mar- 
gins in freezers, because it is a 
little more costly to sell them. 
That is the economics of dis- 
counts, as far as I can understand 
them, and I think you will find that 
trend coming to light just as mar- 
ket conditions tighten. 

You might say in answer to that, 
“It has been tight with me.” The 
answer is that discounts are not 
based on conditions in any one 
city, state, or region. Business is 
still good, volume-wise, over this 
country. Until it gets a lot worse 
than it is, until it becomes more 
evident that you are planning to 
go out and get the business, the 
manufacturer is not going to give 


sales cost. 


ELECTRICAL SOUTH for NOVEMBER, 1952 





: 


; 
] 
i@ 
| 
1 


| 


"BIG JACK’ 


THE WORLD’S MOST POWERFUL ALL CHANNEL 
2-13 ANTENNA. The “Big Jack” was designed to per- 
form in the deep fringe area and is finding its home on 
roof tops where station cut Yagis previously had to be 
used. Only one lead-in wire is required and no compli- 
cated switching arrangements are needed. 


* Oak dowel pins and crimped ends relieve metal 
fatigue due to vibration. 


* Partially assembled for easy installation. 


* Cast aluminum Mast Clamp * Aluminum Cross 


Arm. 


* Our UHF attachment provides all channel recep- 
tion on channels 2 to 83. 


KAY-TOWNES ANTENNA CoO. 


Box 586 


Rome 1, Ga. 





you the extra discount. 

The third thing we come to in 
the budget is administrative ex- 
penses. Your office, supplies, and 
the owner’s compensation. These 
seem incidental in any discussion 
of budgets. 


Break-even point 

You hear a great deal about the 
“break even” point, but there are 
few people who know anything 
about it. Some don’t even know 
how to figure or handle it. What 
do you do with it? What do you 
mean by the break-even point? 

Let’s assume you have prepared 
a budget—and it is all predicated 
on the budget—and you have 
found that vou can sell the quota 
called for in that budget and op- 
erate on an expense of, let’s say, 
26 per cent. To determine your 
break-even point, you have to de- 
termine your gross margin, which 
you can take historically from the 
previous three-month operation if 
your books are kept up to date. 
Assume that you have been aver- 
aging 30.2 per cent. Divide that 
into 26 per cent and you will get 
your break-even point. 

If you sell 86 per cent of the 
total sales budget you have set up, 
you will break even and this is 
your break-even point. If you sell 
86 per cent of the volume on the 
expenses that you have projected, 
you will neither make money nor 
lose money. If you sell below 86 
per cent, you are in trouble. If 


you go over it, you make money. 

Any good business organization, 
small or large manufacturing 
plant, will know what their break- 
even point is. It is absolutely es- 
sential, if you are going to run 
your business in a tough market, 
to know exactly where you stand. 

The next question is, “How can 
I handle unsatisfactory results?” 
For example, suppose that you de- 
termine that $28,450 is what you 
can sell and you project your ex- 
penses, and you find out that you 
are in the red. Maybe the servic- 
ing costs of a job went up, and all 
of a sudden you find out that what 
looked like a lot of nice business, 
has now put you in the red. 

If this happens, you have one 
of three choices: (1) You can re- 
duce expenses, which is the nega- 
tive way. (2) You can increase 
sales, and when you increase sales, 
you frequently run up your ex- 
penses. (3) You can sell mer- 
chandise with larger gross mar- 
gins. If you are having trouble, 
perhaps you should be selling more 
white goods. 

If you are selling merchandise 
in a line that you are doing a vol- 
ume on, but it is costing you 26 
per cent, and you are going into 
the hole 2 per cent, let’s not even 
talk about cutting prices! We are 
talking about operating at list. 
This is something that you must 
know if you are going to operate 
your business right. You have 
only three choices — reduce ex- 
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penses, increase sales, or lengthen 
your gross margins. 

There isn’t anything new about 
all this. It is merely a realistic 
way of looking at your business. 
People went broke in 1932 because 
they believed better times were 
just around the corner. 

All of us have probably been do- 
ing more business than we should 
be doing on our capital structure. 
One way to get into trouble is to 
ignore signs and not know where 
you are going. Planning is the 
way to keep abreast of what is 
happening, and then you have to 
be businessman enough to follow 
through with your plans. 

(A second article, adapted from 
Mr. Price’s talk to the Narda Mid- 
year Meeting, will 
methods of control which enable a 


explain the 


dealer to keep in close touch with 
the changing conditions in his busi- 
ness operations so that he knows 
at all times just where he stands 
profit-wise. ) 
Freezer Fiesta 

(Continued from page 91) 
aged to invite their freezer pros- 
pects. 

“Bigger than ever, gayer than 
all, the ‘Freezer Fiesta’ is packed 
with profit-promoting plans for 
you,” Mr. Avegno told the assem- 
bled dealers and salesmen. 

“The market places are filled 
with fresh foods at peak goodness 
and bargain prices—perfect pick- 
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ings for freezer packing and one 
of your best home freezer buying 
appeals for a 
public. 


budget-conscious 


“But there’s no siesta in this 
fiesta. We've got to sell, sell, sell!” 

Spurred on by the pep talk and 
the promise of prizes, salesmen 
went back to their stores and closed 
sales. But not before they got a 
few pointers on how to present the 
freezer story to customers. 

They were told that in the ordi- 
nary course of selling events, the 
average dealer is apt to overlook 
the vast potential of freezer sales 
open to him—that he is likely to 
give little or no thought to the 
thousands of customers who would 
be potential freezer owners if they 
were simply told and sold on the 
benefits of a home freezer and 
what it can do for them. 

“How is the buying public to be 
educated in the advantages of a 
home freezer?” Mr. Avegno asked 
“There is only one way—the dealer 
must do the job.” 

Then he passed along a few tips 





FASTEST 


ELECTRIC CLEANING 
ACTION EVER BUILT! 


The Hew DAVIS 


CLecito - Sweepa 
WITH Magic; Broom ACTION 


Brand new electric cleaning 
principle sweeps 3,500 
strokes per minute! Faster, 
easier cleaning at new, low 
cost! 


A PRECISION CLEANER 


Picks up hair, lint, tiny pare 
ticles better than finest vac- 
uums. New wheel-less ''Float- 
ing" Action reaches every- 
where. Jiffy controls. 





$19.95 | 


RETAIL 


Built For Mass Market Sales 


Only Electro-Sweep is priced right for every 
home! Budget-minded homes can now afford 
electric cleaning. Class market homes will 
want Electro-Sweep for fast, light pickup jobs. 
DAVIS MFG. COMPANY, PLANO 1, ILL. 
Southeast Rep Southwest Rep. 
H. K. Dewees Co M Huie Co 
Walton Bidg. Thomas Bidg 
Atlanta, Ga Dallas, Tex 
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on how to present the freezer story. 
These are discussed in the para- 
graphs which follow. 

With the increasing cost of liv- 
ing, people are continually search- 
ing for more economical, efficient 
and time-saving methods of living. 
The home freezer probably fits this 
category better than any appliance 
on the market today, for unlike 
many other new products designed 
to replace an old-style way of do- 
ing the chore, the home 
freezer offers an entirely new way 
of life. 

It is quicker and easier to pre- 
serve foods by freezing them. If 
the housewife lives 
source of fresh fruits and vegeta- 
bles, such as here in New Orleans, 
a home freezer saves her all the 


same 


close to a 


fuss of old canning methods, and 
it is faster. The housewife can 
freeze triple the quantity of foods 
in less time without making a 
shambles of her kitchen and a 
wreck of herself. 

Fewer shopping trips are neces- 
sary, saving time, effort and the 
cost of operating and parking the 
car. All of these add up to savings 
in money and afford the conveni- 
ence of having a stock of frozen 
foods from which to choose on 


stormy days or when 
trips are difficult. 


It is possible to serve out-of-sea- 


shopping 


son foods reasonably when the mar- 
ket price would be considerably 
higher. 

Quantities can be bought when 
prices are advantageous. 

Baking and cooking can be done 
in quantity, thereby saving half 
the time, fuss and bother of assem- 
bling materials and cleaning up. 
Any homemaker who has a home 
freezer will learn to prepare double 
quantities of baked goods, stews, 
soups and casseroles and store them 
for use at a future date. All of 
these will be just as delicious as 
when they were first prepared. No 
wonder the term “plan-overs” has 
replaced the “left- 
overs” in the modern housewife’s 


old-fashioned 


vocabulary. 

Preparation of food in advance 
makes entertainment smoother and 
easier than it has ever been. The 
hostess can be as fancy as she likes 
because now she can start days, or 
even weeks, ahead of time to pre- 


pare the foods for the party. When 
the big day arrives, all the fussing 
and fuming of cooking is out of 
the way and she can relax and en- 
joy the party along with her guests. 

“It is the job of the dealer and 
his salesmen to determine those 
benefits which appeal most to the 
customer,” Mr. Avegno pointed out. 

“With planned displays and good 
demonstrations, the interest of the 
customer can be aroused. But the 
salesman must remember that 
you’ve got to tell ‘em to sell ’em.” 

The badge and tips he had picked 
up paid off that very, morning for 
one salesman, Ray Conner, of the 
Conner Furniture and Appliance 
Co. 

Here’s what happened to him 
only a few minutes after he had 
returned to his store: 

“A curious customer inquired 
about the little badge I was wear- 
ing on my lapel,” he explained. 
“The 


time, work, money 


words on the badge—Save 
caught his eye 
right away. 

“As I explained the meaning of 
the words to the customer, and how 
he could save all three of these 
things if he owned a home freezer, 
I could see his interest heighten. 

“It was three 
strong selling points that my en- 


around these 


tire presentation was made. _ I 
merely took one point at a time 
and covered it thoroughly and then 
went on to the next. 

“Let me explain right here that 
I own a home freezer myself and I 
find that it is much easier to talk 
about the advantages of a home 
freezer when you have one in your 
own home. 

“Believe me, it was no ‘canned’ 
presentation, but it must have been 
pretty convincing because, then and 
there, the customer bought an 8 
cu. ft. home freezer! 

“T figured that if it worked once, 
it’ll work again, so I’m going to 
make sure that I’m always wearing 
that little badge when its time to 
sell home freezers.” 

As stated earlier, the all-around 
campaign was a huge success, top- 
ping the results of a similar 1951 
campaign by 60 per cent. 

And Mr. Avegno and his staff 
members are already thinking up 
new promotional ideas for the next 
home freezer campaign. 
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) ° ° i” 
Ele entilating Here’s how you can fill every 
“ U, Specialties 


auxiliary heating need of every 


A Tighter Fitting BUILDER, CONTRACTOR and 


Automatic Shutter 


Because every louver is weather- t HOME OWNER! 
stripped, the Elgo Automatic q 

Shutter is always tightly closed 4 

against rain, snow, and_ insect 
pests when not in use. And be- 
cause the louvers are made of 
aluminum, they open the instant 
the fan or blower starts. Sizes 
from 12” to 72”—also rectangular 

















Write for circular and prices. 





Series 230 HEETAIRES 
1250 to 3000 watts 





| HEETAIRES . . . are manufactured in a 
“Echo” Automatic Ceiling Shutters bi i.i complete range of type and sizes for every 


purpose... 
Used for attic ventilation. Installed in attic floor at the base of a 


‘ , ti ad HEETAIRES . . . range in wattage from 
penthouse, the louvers being operated by the suction of the fan. - ‘ 1,000 to 5,000 (120 and 240 volts), produce 
from 43,402 to 20,472 BTU's per hour — 


—~ - for light, . sdiate and heavy duty 
EUENRIey 2738 W. WARREN DETROIT 8, MICH. ALL HEETAIRES available with 


AUTOMATIC THERMOSTATIC 


HEAT CONTROLS 
CONTINENTAL All HEETAIRES can produce and maintain 


FLECTRIC GLASSHEAT i ————— any desired temperature between 40° and 
= 80° F. (with only 2° differential at all 
S times). This insures correct healthful com- 
PANEL w.. : fort — uninterruptedly — quickly wherever 
for home, office, wanted. 


Series 240 HEETAIRES 
or motel 1000 te 1500 watts HEETAIRES are 

















> available in wall inserts 
and wall attachables — both with either 


pepe Pee . 
For contractor or deal f built-in or external thermostatic controls. 


. er information write: 
ithe HEETAIRES are available in three heat 
en i : Lp oe types—radiant heat, heated air, fan-forced 
Dixie Radiant i es radiant heat. 

Glassheat Co. 


Surface Panel 72— 11 St., N.E. 
(Simply screwed to wall) Atlanta, Ga. 


FAN-FLO HEETAIRES—Series 230 pro- 

duce both kinds of heat—infra-red rays plus 

Ula fan-forced heated air. 

Series 250 HEETAIRES 

1500 to 3000 watts HEETAIRES Series 200 and Series 240 pro- 
duce infra-red rays (radiant heat). 











HEETAIRES Series 250, Series 210, pro- 


“4a 
WANTED-For Publication He duce fan-forced heated air 
li 


Interesting accounts of successful promotions con- an ) : FREE! eo Wicte Car the copysighted = 
F z F “ i a A GUIDE TO QUICK HEATING 

ducted by electrical appliance retailers for publica- i 

tion in Electrical South. Sales managers are invited : } ; 

to submit articles and photos of successful events. Ay ee ee hate eestatn corvice by 

No special form necessary; just give complete details poeees Wy Thermostatic or Manval Control... Radiant Heat, 

in a letter and our editorial staff will put material gee eee + ee 

into shape for publication. Payment made for all 

material published. Address all items and inquiries 

to the Editor. 





MARKEL , LASALLE 
ELECTRIC PRODUCTS, INC. PRODUCTS, 
139 SENECA ST. BUFFALO 3, N. Y. 


ELECTRICAL SOUTH 
806 Peachtree St., NE Atlanta 5, Ga. 
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You can check the Value of a 


RESIDEN 
628 Glendal 
This five 
cently 
press 
Porch, 
| 


CES FOR SALE 


€ Road, White Oaks 
€-room bungalow re 
repainted, Solid ey. 
Construction. Screened 
plastered Walls, den. 

floor furnace, 


Rees attic fans not only have original pur- 
chaser preference, but enhancement value as well. 
A check of the classified ads shows Reeds specified 
by name, in descriptions of homes for sale or rent, 
clear indication of their quality, preference and 
long-life. 


Reed RVU 

Attic Fans 
RVU-24 5,300 CFM 
RVU-30 6,900 CFM 
RVU-36 9,750 CFM 
RVU-42 11,700 CFM j 


R eed “packaged” 
vertical discharge attic 
fans require a minimum 
of attic space, are simple 
and easy fo install. Their 
certified air delivery is 
quiet and powerful. 
Four stock sizes for any 
size attic 

requirement. 


ventilation 


Dealerships Open in Some Localities 


WRITE FOR INFORMATION 


REED UNIT-FANS, Inc. 
1001 St. Charlies Ave., 
New Orleans, La. 
Gentlemen 
Please send me further information about 
Reed Attic Fans 


Nome 


UNIT-FANS, INC, 
1001 St. Charles Ave. 
New Orleans, Lo. 


Address 








and youre IW 


when you seil 





WATER HEATERS 


When your customer sees all THREE State Water 
Heater models — the Standard, the Low Boy, the Table 
Top ... When your customer hears ali NINE points 
which make State as fine as any water heaters at any 
price ... When you show that low State price tag 
Mister, you've made a water heater sale! 

No matter what line you stock or plan to stock, it 
will pay you to investigate State water heaters and 
the NINE points which make State the easiest water 
heater in America to sell. Your letter will bring 


catalogue and the full State Story 





STATE STOVE & MANUFACTURING CO. 
509 25th Avenue N. Nashville, Tennessee 














Quiet and 
Compact... 
Quality Built 
Ceiling or 
Wall Fan 


4 pole induction motor, enclosed and rubber-mounted e Self-lubricating porous bronze bearings with 
large oil reservoirs e Centrifugally-designed blade; maintains high static pressure, moves 480 C.F.M. 
e Cast aluminum frame for strength, stability, quiet operation e Streamlined grille is chrome plated, 
removable without toolse Removable cast aluminum weather hood, with detachable 5 inch sleevee Two 
shutter vanes; one in cast frame, one in weather hood for double protection e Side wall or ceiling 
installation; over-all depth only 35% inches e 3-speed flush-type controller with chrome switch plate 
also available e Send today for SIGNAL’S complete 1952 catalog, featuring a complete line of portable 
and exhaust fans! 


SIGNAL ELECTRIC MFG. CO., MENOMINEE, MICHIGAN 
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6 Months 
$9,788,166 


TOTAL SALES 
© Months 
nee $4,739,032 


Se based on NEMA figures for the first six months of 1952, graphically shows 
the phenomenal growth of steam iron soles and d their tre- 
mendous importance to retcilers. In this peried alone, the dellor volume of steam irons 
ot manufacturers‘ selling prices was opproximotely twice that of conventional irons. 


aN and your best 


sales het i re RON, 
“< ee 





sa NATIONAL ADVERTISING that pays off! 


16 Adsin 15 Weeks (iC valls igen woe 


right up to the Peak 
Xmas Selling Season . 
telling your customers <> 

about these Casco... post we : 


FEATURES WOMEN WANT MOST! 


No Distilled Water to Buy . . . Anywhere! 


Casco saves users up to $15 a year... on 
water alone! Casco is stainless steel 
inside . . . completely corrosion-proof! 


No Stingy, Drop-at-a-Time Steaming! 


Casco gives VOLUMES of steam for up to 1'2 
hours. No refilling every 20 minutes! 


No Scalding Water to Empty! 
New M-T spout empties iron when water is 


cool — not scaldirig hot! me 
LifT.uP TOP MAKES 


CASCO’S FAMOUS BLUE oe OFFERS GIVE Although it has been necessary for Casco to ter- 


minate their Blue Chip Offers to jobbers because 
of an over-sold condition, your jobber may still 
have a few Extra-Profit Blue Chip Offers for you 


CHECK YOUR JOBBER NOW! 
T oO * 3 TA | L E K S ‘ DEPENDABLE PRODUCTS FOR TCASCO) CASCO PRODUCTS CORP 


OVER A QUARTER CENTURY BRIDGEPORT 2, CONN. 


_— 


RIGHT FROM THE TAP 
ee. 


SOUTHERN SALES REPRESENTATIVES 
Curtis W. Lehner Rutherford & Perdue Rutherford & Perdue 
203 Walton Bidg. 6132 Fordham 2013 Cedar Springs 
Atlanta, Georgia Houston, Texas Dallas 1, Texas 











SINGING SIGNAL on 
New Westinghouse Clothes Dryer plays 
gmach hit gales tune of the year | 


C MANSie N 


joyed it, even the 
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S the music 


TEL EORAP ” _ Wenvay, Aubust 4, 
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Old Song of 
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of course, it's electric! 


Press and Radio from Coast to 
Coast Herald It as Sensational 
Appliance News! 


No appliance in years has caught the 
public fancy like the new Westinghouse 
Electric Clothes Dryer with its Singing 
Signal. Already it has rolled up a tidal 
wave of sales-pulling publicity. 

Best of all, this new Clothes Dryer is 
a salesman’s dream when it comes to 
demonstration. Its friendly musical 
notes “How Dry I Am” lead prospects 
directly to the product. 
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THIS BIG, NATIONAL COLOR AD 
will give a further 
push to sales 


With its sure-fire baby appeal, this 
colorful advertisement will stop mil- 
lions of readers when they see it in the 
issue of The Saturday Evening Post out 
November 5, LIFE out November 16, 
McCall's out October 22 and Better 
Homes & Gardens out October 24. 

The hard-hitting promotion behind 
this new Clothes Dryer will have West- 
inghouse Retailers singing with joy. 


Westinghouse Electric Corporation * Electric Appliance Division * Mansfield, Ohio 


YOU CAN BE SURE... iF s Westinghouse 
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QUARE D’s 
means a bette 


Designed to provide the highest degree of 
flexibility, and compactness 
crifice of performance and 


4 


accessibility, 
—with no sa 


long life. 


EASY WIRING..- 
Plenty of wiring space and easy-to- 
get-at solderless terminals. Installation 


is a breeze. 


ACCESSIBILITY. +e 
Coils, contacts oF overload relays can 
be changed without disturbing extet- 
nal connections A screwdriver is the 


only tool you need. 


FLEXIBILITY. -- 


Three extra electrical interlocks may 
be added to size 1 starters, four to 
sizes 2 and 3. Contacts may be nor- 
mally open, normally closed, OF dou- 


ble circuit. 


PERFORMANCE eee 


Straight line, guided motion minimizes 


wear. Large silver alloy contacts in- . 
sure exceptionally long lite and ‘ 
y “uoff-the-Shelf” Parts Kits 


trouble-free performance. 
rmal maintenance easier 
than ever Each kit contains parts 


necessary to replace all load con- 


Write tor Bulletin 8536 ; ae 
tacts and finger springs Electrical 


4041 N. Richards Street, 
interlocks also available in kit form 





make no 


Square D Company, 
Milwaukee 12, Wisconsin 


TRIBUTOR FOR SQUARE D pRODUCTS 


ELECTRICAL DIS 


ASK YOUR 


SQUARE [) COMPANY 
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7 FLOOR AND RACEWAYS, ALL IN ONE, are laid when Q-Floor 
@ goes in place. This modern flooring provides an over-all work- 
ing platform, offers an ideal series of raceways. The hollow, tube- 
like cells of Q-Floor make the enure floor available for electrical 
distribution. Electricians can wire quickly and easily, 


HERE ARE 
2 EASY STEPS 








to complete 
electrical 
flexibility 


2 HEADER DUCTS GO IN at right angles, 
@ 


across the floor cells. These ducts are 

the main distribution fittings. They 
bring the wires from the load centers and 
make them accessible to the floor cells. Sep 
arate headers are used for telephone, signal, 
and power systems. Note the large, easy 
to-use handholes used for running circuits 


through to the particular cells they feed 


Q-FLOOR WIRING is fast and easy 
@ There are eight p 
tions in every square foot of floor area 


sible outlet loca- 
The electrician merely spots the location 
of the needed outlet and drills through to 
the Q-Floor cells beneath. With this simple 
operation, the raceway is open and ready 
for wires to be pulled through from the 
header duct. Access to the header duct is 
simply a matter of removing the proper 
handhole cover 





3 HEADER DUCTS are connected t panel 
@ boxes by means of special ells and panel 

ducts. These ducts provide adequate ca 
pacity for present, as well as future, wiring 
When these ducts are coupled to the head 
ers, your @ Floor distribution system is com 
After the floor has 
been poured, you can run in circuits rapidly 


plete, ready for wiring. 


to any floor area 


5 OUTLETS ANYWHERE, ANYTIME. General 
@ Electric Q-Floor wiring is as flexible in 

years to come as when installed. Adding 
circuits or rewiring involves no ripped up 
floors, no disruptions of business. The loca 
tion of any raceway can be determined easily 
at any time. An adjustable floor tap with ex 
tension makes outlet installation a matter of 
minutes. With Q-Floor wiring, buildings stay 
electrically young 


YOU CAN OBTAIN A PLANNING BOOKLET on General Electric Q-Floor wiring— 
the system that gives building operators full opportunity for full use of electrical 
equipment. For your free copy simply write on your Ictterhead to Section C10-1124, 
Construction Materials Division, General Electric Company, Bridgeport 2, Connecticut. 


GENERAL @@ ELECTRIC 
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